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Efficiency In Agency 
Management Essential 
To Lasting Progress 


Oscar Beling, Royal-Liverpool, Dis- 
cusses Common Problems With 
Rochester Agents 


GIVES SEVERAL SUGGESTIONS 


On Office Routine, Line Records, 
Collections, Expiration Control 
and Operating Costs 








Several constructive thoughts on vari- 
ous problems associated with office man- 
agement local agencies 
were offered by Oscar of New 
York, special representative of the Roy- 
al-Liverpool groups, when addressing 
members of the Underwriters Board of 
Rochester, N. Y., and agents from neigh- 
boring 
guests, 


and routine in 
Jeling 


counties who were present as 
at a meeting held last evening 
at the Hotel Sagamore in Rochester. 
Mr. considered such important 
subjects to agents as collections, operat- 
ing costs, accounting, co-ordination of 
office practices, sales consciousness in the 
office staff, contact between the staff 
and the public, line records and expira- 
tion control. 

Mr. Beling is well known to agents in 
all parts of the country. He made a 
definitely favorable impression upon pro- 
ducers attending the convention last Fall 
at Pittsburgh of the National Association 
of Insurance Agents when he addressed 
three group sessions on agency account- 
ing methods. 


Jeling 


Collections 

On the matter of collections, which 
concerns all agents, Mr. Beling did not 
offer any definite plan as collection meth- 
ods vary all over the country in accord- 
ance with local conditions. But he said 
that it is important for an agent to 
establish a definite collection policy and 
adhere strictly to that plan except in 
unusual cases. Where there is a devia- 
tion from the accepted collection stand- 
ards of the agency, such arrangements 
should be clearly understood at the in- 
ception of the policies involved, he told 
the Rochester agents. When partial pay- 
ments are accepted they should repre- 
sent at least the short rate earned pre- 
mium and if possible a fair interest re- 
turn on the amounts advanced by the 
agency Mr. Beling said. 

In general, it has been found more 
effective to centralize collections rather 
than to permit producers to make their 
own collections, he said. This follows 
the theory that a good producer as a 


(Continued on Page 22) 
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The Five-Year Gap 


One of our Denver representatives, well knowing that age 














retirement at 60 begins to sound just a little reasonable to the 
live-forever spirit of the young, is doing this:— 


The Social Security income at 65 provides the contact, and 
the young man’s dissatisfaction with that age, he wishing it were 
The offer is $50 a month for 
5 years, salary continuance idea, running from age 60 to age 65, 


60, supplies the sales approach. 


when the Govern.nent starts payment of the Social Security 
income. The gales‘ approach being related to an established 
financial fact in the prospect's life, namely, Social Security at 65, 
the contact point already exists, and need not be manufactured, 
consequently sales are more numerous because more easily made 
The finishing touch is the addition of $500 in cash at age 60, 
for a vacation or any other thing which a mar suddenly becom- 


ing free might desire. 


And, of course, such a policy may be used to start a com- 
prehensive life insurance program, to be builded during the years. 








THE PENN MUTUAL LIFE INSURANCE CO. 


Ws. H. Kincstey, President 
PHILADELPHIA 


Independence Square 


65 seems to the young man to be an infinity distant, but that 














New York Life Wins 
Disability Dividend 
Case In High Court 


Decision May Change Dividend 
Apportionment System of Com- 
panies Throughout Country 


LOWER COURT IS UPHELD 





Company Gave Smaller Dividends 
to Policyholders Having 
Disability Benefits 





The Court of Appeals, this state, on 
December 31 decided the Rhine “disabil- 
ity dividend” case in favor of the New 
York Life. Previously, the Appellate 
Division had upheld the position of the 
New York Life. 

The decision is of momentous impor- 
tance as it may change the dividend pic- 
ture of companies throughout the United 
States. William Marshall Bullitt, Louis- 
ville lawyer, was special counsel for the 
New York Life. At the recent conven- 
tion of the Association of Life Insur- 
ance Counsel Mr. Bullitt answered ques- 
tions about the Rhine case and other 
queries growing out of the dividend situ- 
ation for an hour because of the great 
interest in the litigation. 

The Court of Appeals decision in brief 
is that the New York Life will not be 
compelled to pay additional dividends of 
approximately $15,000,000 to holders of 
1,600,000 disability policies. 

The Action 

The litigation was brought by Artrude 
L. W. Rhine. It grew out of the action 
by the New York Life in apportioning 
$280,000,000 annual dividends from which 
amount New York Life paid smaller div- 
idends upon the policies which had dis- 
ability benefits than it paid to those who 
had policies without disability benefits. 
The New York Life’s action had 
formally approved by the New 
Superintendent of Insurance. 

The Appellate Division opinion, which 
was unanimous, decided that New 
York Life had “equitably” apportioned 
its $281,635,195 divisible surplus during 
1931-35 among all its policies as required 


been 


York 


the 


by insurance law, even though it paid 
smaller dividends upon policies provid- 
ing for both death and disability bene- 


The Court of Appeals was not unani- 
mous. Prevailing opinion was written 
by Associate Judge irving Lehman in 


which Associate Judges John F. O’Brien, 
Irving G. Hubbs, Leonard C. Crouch and 
John T. Loughran concurred, but Chief 
jadge Frederick E. Crane dissented in 
a separate opinion in which Associate 
Judge Edward R. Finch concurred. 

The opinion of Judge Lehman is print- 
ed elsewh* this paper. 
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& You may have seen such 


be 
ak 


oo men come into your 
own office—timid from being turned down so often 
If you knew their life stories, you'd discover some 
thing well worth thinking about. For many of these 
men have made a lot of money in their day. 

Think of the men in their twenties whom you know 
— making from $900 to $2,000 a year— many of 
them. From 30 to 55, salaries of four or five thou- 
sand are not uncommon. Let's say that many a man 
earns at least $130,000 by the time he's 55. Yet 
how many have anything left to show for it? Worth 
thinking about—isn't it? You hope to make a lot of 
money before you're 55. Will you lose it—spend it— 


be THE MAN NOBODY WANTS? 


you'll have at least $100 a month? Start a ya" 
Northwestern Mutual Retirement Plan now h 
—stick to it—and when youre 55 or 60 

you won't be in the position of having to seek a 
job, if you don't want one. You can be independent 


; out 
Why not make certain, instead, that * i Y yn 


This same Northwestern Mutual plan also protects 
your family in case you should not live to enjoy 
this retirement income yourself. You'll look into this 
sometime, you say? That's what “The Man Nobody 
Wants’ may have said. But his “sometime” never 
came. Mail us the coupon below. Learn how you 
can have The Check That Never Fails 





At 55 He Had Earned $130,000_ 
But Now He's THE Man Nosopy Wants 





Discerning buyers insure in the 80-year-old North- 


western Mutual—a purely mutual company. Its service 
has proved so satisfactory that approximately half of 
all its new business, each year, comes from those 
who have been previously insured in it. More than 
600,000 policyholders own over 3 billion, 725 million, 


of Northwestern Mutual Life Insurance. 
S.E.P 937 


No.D-XE 21957 


The Northwestern Mutual Life Insurance Company 


Milwaukee, Wis. 
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A Billion Dollar Fstate 





TREAgwaetE 








City a Age 





This full page Northwestern Mutual advertisement, appearing in the January 9th SATURDAY EVENING POST, is 


th 
tile 


1 


€ first in a new series of national advertisements designed to impress prospects with the “money value of a man,” and 
how how the Northwestern Mutual agent is in position to supplement social security pensions with complete retire- 


ment plans, which also afford protection along the way. 
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Presi 


ent Cleary [ ells 


orthwestern 


Mutual 


ield of Current Insurance I tends 


At the annual meeting here of the 
Northwestern Mutual Life’s agencies of 
New England, Middle and South Atlan- 
tic states, the outstanding feature is al- 
ways the talk by M. J. Cleary, president 
of the company. His keen grasp of the 
economic and business situation and his 
clear vision as well as knowledge of 1n- 
surance combine in the presentation of a 
message which makes insurance agents 
understand the importance, the safety 
and the usefulness of their daily work. 
No insurance president is a more com- 
plete master of stimulation. 

In his talk Tuesday noon at the North- 


western Mutual Life meeting in the 
Waldorf-Astoria Hotel — the twenty- 
second convention of these agencies— 


saw only two clouds on the 
the current labor trou- 
bles and the European situation. These 
will undoubtedly be cleared up. War 
scares, according to insurance men of 
Europe, are frequently nothing more 
than serious situations, one by one in 
recent months having been cleared up. 
As far as life insurance is concerned 
the situation here is most encouraging, 
with the exception of the investment sit- 
uation. Every factor of major importance 
in the Northwestern Mutual Life’s pic- 
ture is going in the right direction ex- 
cept the item of interest on investment 
funds where, of course, the situation is 
the same as with other companies. 
Bright Sides of Investment Picture 
The investment picture, however, has 
many bright sides. During the first eleven 
months of 1936 the Northwestern Mutual 
put about $100,000,000 in bonds with an 
average maturity of about fifteen years 
and with an average yield in the neigh- 
borhood of 3-1/3%. 
The company increased city loans by 


Mr. Cleary 


business horizon— 


approximately $21,000,000 during that 
period. The Northwestern Mutual has 
less Government securities by several 


million dollars than it had on January 
1, 1936, because of the ability to get 
greater diversification and not for any 
lack of faith in the Government security. 
It has been able to get a sizeable amount 
of choice municipal and public utility 
bonds and a sizeable amount of equip- 
ment trust certificates issued by rail- 
roads, the company thus making its par- 
ticipation in the equipment program of 
the railroads. 

The Northwestern Mutual has in its 
portfolio $53,000,000 of utility bonds and 
during the year did not have a dollar 
in default of principal or interest in that 
security. It has in its portfolio around 
pee ry of state, county and muni- 
cipal U.S.A. bonds. Defaults in the lat- 
ter item have been very small. 

he Railroads 

In discussing railroads Mr. Cleary said 
in part: “As an evidence of what is hap- 
pening in railroad securities it may in- 
terest you to know that the railroad 
bonds owned by the company, not sub- 
ject to amortization on January 1, 1936, 
were valued at $11,408,000 at that time. 
The market price of these bonds on 
December 31, 1936, was $15,434,000—an 
increase compared with the year before 
of $4,000,000, or 40%.” 

The situation in the mortgage field has 
improved generally. The company sold 
about 500 farms during the year, sales 
showing a substantial profit over as- 
sessed value. The city real estate situa- 
tion with the company was also splendid, 
Mr. Cleary said. 

Point to Remember About Dividends 

Mr. Cleary had some interesting com- 
ments to make upon the dividend situa- 
tion based on the widespread reduction 
ef dividends by life insurance companies 
because of the low interest rates. 

“You are going to find as I have that 
some business men do not understand 
why when business is on the way up and 





M. J. CLEARY 


has reached black ink figures again, life 
insurance companies should not increase 
their dividends. It is a fact, and not 
one of minor importance, that one of the 
things which is helping business to show 
black figures again and is responsible for 
the reduction that life insurance com- 
panies are being compelled to make in 
their dividend scales, is the cost of 
money. 
“Let us not in any spirit of ego or 
irritation, but as a fact, point out to 
business men that gocd life insurance 
companies of America did not cease to 
function during the depression years. Let 
us not permit them to forget that these 
companies paid dividends throughout the 


dark days of 1931-32-33-3, just as they 
are paying them now. Let us remind 
those business enterprises which have 
gone back on a dividend-paying basis or 
are paying any dividends that the divi- 
dend scale of the good life insurance 
companies at the present time is not 
below 


much the level that it was in 
1928 and 1929.” 

President Cleary said he had asked 
some business men he knew how the 


dividends they are now paying compared 


with those of the 1928-29 period. The 
percentage they are paying now com- 
pared with what they paid then is 


generally much below that being paid by 
life insurance companies now in a simi- 
lar comparison. Mr. Cleary also called 
attention to the fact that life insurance 
had some situations of its own which 
were not comparable to those of com- 
mercial business, referring, of course, to 


moratorium actions. 
Mr. Cleary concluded by saying: 


“The year 1936 was a good one for our 


company.” Its paid business for the 
year showed a gain of 5%. “Unless 
something unforeseen or something we 


have not noted up to this time comes to 
the surface in preparation of the annual 
statement, we will show a very decent 
increase in unassigned funds or surplus 
for the year,” he continued. “You can 
go out confident that the condition of 
the company is all we could reasonably 
hope for and confident that the North- 
western has weathered the six or seven 
years of trouble from which the country 
has emerged, and with the knowledge 
that every imaginable or determinable 
loss has been taken promptly, and it is 
the belief and not the guess of our offi- 
cers that there is more salvage in the 
losses already taken on the books than 
there is of any possible loss to the sur- 
plus from this time on.” 











Repayments For 1936 
Were Large, Says Hill 


TELLS AGENTS OF HIGH SPOTS 





Average Policy of Company Last Year 
Was $4,223; Production Traffic Has 
“Green Lights Ahead” 





The twenty-second annual convention 


of the Northwestern Mutual Life 
agencies located in the New England, 
Middle Atlantic and South Atlantic 


States, was held in the Waldorf-Astoria 
Grand Ballroom on Monday and Tues- 
day of this week. The slogan of the 
convention was “Green Lights Ahead” 
and that was the topic of the concluding 
address on Monday morning, given by 
Grant L. Hill, director of agencies. 

Mr. Hill gave estimates of the year’s 
results. The gain in the Northwestern 
otal Ss production over 1935 was about 

The company’s paid-for total in 1936 
was approximately $267,000,000 on about 


63,500 lives, which is an increase of 
2,300 lives over 1935. The average 
amount of insurance per life was up 


slightly to $4,223. There was an annual 
Premium income gain as well. Repay- 
ments for 1936 amounted to approxi- 
mately $18,000,000, an increase of 11% 
Over last year, and more than 200% over 
the repayments in 1933. 
Success of Juvenile and Femile Lives 
Mr. Hill told also of the success of the 


juvenile and female business. Since Feb- 
ruary, 1933, the company paid for nearly 
$21,000,000 on approximately 12,000 ju- 
venile risks, ages 10-14. Since Decem- 
ber, 1933, the company has paid for 


nearly $70,000,000 of business on around 
35,000 female 


lives. One-third of the 





EDMUND FITZGERALD 


company’s 
business come from old policyholders. 
In discussing Social Security Mr. Hill 
said that the top monthly income which 
would be received under Social Security 
Act was inadequate, but by supplement- 


(Continued on Page 4) 





GRANT L. HILL 


lives and one-half of its new 


Edmund Fitzgerald Presides 
As Toastmaster At Dinner 


A delightful social evening closing with 
dancing and a floor show featured the 
dinner of the Northwestern Mutual Life 


at the Waldorf-Astoria, New York, 
Monday evening. Heretofore, President 
J. Cleary has made the principal 


address at these affairs but it was de- 
cided to have no formal speaking. The 
president addressed the convention 
Tuesday. Vice-President Edmund Fitz- 
gerald was a graceful toastmaster. 
Among those at the head table were, 
Director of Agencies Grant L. Hill, Med- 
ical Director Dr. D. E. W. Wenstrand 
Trustee Louis Quarles, Assistant Direc- 
tors of Agencies John J. Hughes, Law- 
rence J. Evans and Russell Thierbach. 
Others at the head table were, Clifford 
L. McMillen, New York general agent 
who was in charge of arrangements for 
the convention; Eugene T. Lothgren, 
Providence, general chairman; Dr. 
Charles E. Albright, long the company’s 


leading producer; Ernest H. Earley, 
Brooklyn; Fred H. Ramsey, Johnstow1 
N. Y.; Willard L. Momsen, Meyer M 
Goldstein, and C. A. Arthur, New York; 
L. Watts Norton, Durham; John Mc- 


Donald, Milwaukee; W. Everett Rowley, 
Newark; Roger B. Hull, managing direc- 
tor, National Association of Life Under- 
writers; Elles M. Derby, executive secre- 
tary, Life Underwriters Association of 
New York City. 
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Thierbach Discusses 
Motives For Buying 


SELF-PRESERVATION INSTINCT 
Present Levels ry Aten Business 
Give Provisions for Unusual Buy- 
ing Power, He Says 
assistant director 


Russell P. Thierbach, 


of agencies, discussed motives for buy- 
ing insurance, reasons why the country 
is in a position to buy much more insur- 


ance than it has been purchasing, in the 
opening talk at the Northwestern Mu- 
tual Life field convention here this week. 
He said self-preservation is the first law 
of life and that there probably has never 
been a time in the entire history of the 
business when the desire to protect those 
was so strong as at present. 
The instrumentality which we call life 
insurance is not a discovery nor an in- 
vention; it is but the logical translation 
of a native instinct into terms of legal 
enforceability. This instinct of  self- 
preservation is as tremendous as eating 
or sleeping. Without it the sale of life 
insurance would be hampered. This in- 
stinct of self-preservation is the great 
ally of life insurance. Men have always 
wanted to protect those they loved and 
in wars for the protection of their 
country, their homes and their families 
they have made the supreme sacrifice by 


we love 


the millions. In view of the fact that 
persons are willing to lay down their 
lives for this protection, it is obvious 


that they would be willing to pay a very 
high life insurance premium to insure 
protection against another kind of war; 
1e., the battle for economic security. 

He cannot understand why agents 
should hesitate or put off the duty they 
have in making economic peace of mind 
possible by life insurance. 

Signs of Industrial Prosperity 


Mr. Thierbach then discussed the 
present level of American business. The 
index of Business Week is 83.4%. Back 
in 1933 it once dropped under 50%. Farm 
buying power index is the largest it has 
been in several years. There are 7,000,- 


000 fewer unemployed than in the dark- 
est days of the depression. In a recent 


survey The American Machinist reached 
the conclusion that there is a market 
for machine tools which would cost 


$127,000,000 to fill and which would put 
50,000 men to work in this one industry 


alone. Out of every 100 machines 65 are 
more than ten years old. 

He told of the great need of the rail- 
roads for new tracks, cars and other 
equipment. He also gave an estimate of 
18,000 miles of service highways which 
will be built each year for the next ten 
years and 8,000 miles of secondary roads. 


The speaker recommended that agents 
read “The Next Hundred Years” by C 
C. Furnas in order to comprehend the 
changes which are now under way and 
which the next few decades will see. If 
this chi inged order goes on, obsolescence 


being succeeded by new undertakings 
and replacements, there are new ho- 
rizons of happiness before us. Life in- 


surance will continue to go on because it 
is based upon a fundamental, instinctive 
desire of 


man for needs which are so 
often thwarted. The average man has 
never been able to have as much as he 
wanted. Available to fill that -need is 
life insurance which permits the buyer 
to fulfill his desire in a documentary 


form. 
50 YEARS WITH NORTHWESTERN 
Lawrence Mack, general agent, North- 
western Mutual Life, Cincinnati, who has 
been with the company half a century, 
was called to the rostrum at the lunch- 
eon of the Northwestern on Tuesday and 
presented with a fifty-year anniversary 
button by President ( ‘leary who told the 
hundreds of field men present of the 
appreciation which the company has had 
for his work and that of other members 
of the Mack family, a number of whom 
were in the service of the company. 
Lawrence Mack has personally placed in 
excess of $16,000,000 on the books of the 
company. 
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Willard eR ie aia 
Centers of Influence In 


Talk at Waldorf-Astoria 


Willard L. 


Momsen, assistant to Gen- 


eral Agent Clifford L. McMillen, New 
York, discussed centers of influence be- 
fore the Northwestern Mutual field con- 


Waldorf-Astoria this 


vention here at the 


week. He advised agents to look for 
men and women well and_ favorably 
known, who take pride in what they 
possess, who have an active participa- 
tion in the affairs of clubs, associations 


and societies. 

In response to the question as to how 
centers of influence can be induced to co- 
operate with the agent his advice was 
in brief this: Make your potential cen- 
ter of influence a satisfied and gratified 
client, educate him on the subject of 
life insurance, ask him for advice. 


Services Agents Can Render 


In making a center of influence a sat- 
isfied client Mr. Momsen said some of 
the services which the agent can render 
are these: Programming of his life insur- 
ance estate, proper use of tax options of 
settlement, convenient arrangement of 
his premium calendar, effective use of 
trust agreements, selection of the auto- 
matic premium loan provision as_ the 
non-forfeiture feature, if desirable and 
available; inclusion of the Spendthrift 
clause, naming of contingent beneficiar- 
ies and third takers, disposition of all in- 
cidents of ownership in the lifetime of 
the insured if the estate situation should 
make such a procedure advantageous. 


Grant Hill 
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(Continued from 


ing with regular life insurance adequate 
incomes can be obtained. He repeated 
what so many executives have said: that 
the Social Security Act is already mak- 
ing the public very much income minded, 
especially as re gards income annuities. 

Discussing pension trusts and con- 
tracts of similar nature Mr. Hill warned 
agents to be careful in soliciting such 
business because if they do not under- 
stand it they should approach this cover- 
age with an experienced agent, working 
jointly. 

He also gave a 
showing how the country’s new 
perity has touched many different busi- 
nesses and saw a great spurt in buying 
power in many directions. For instance, 
he said the Christmas trade in Milwau- 
kee in 1936 was the biggest the town 
had ever had. Naturally, with the in- 
creased income of the country and the 
busy factories there will be quite a com- 
petition for the dollar and insurance men 
must be aggressive and on their toes to 
get their share of the dollar, as there 
will be temptation to spend it in many 
directions. 

Relative to new policy contracts which 
will be issued by the Northwestern Mu- 
tual he said that these had been delayed 
for a while, but agents would get one 
month’s notice before the changes be- 
came effective. 


NORTHWESTERN CHAIRMEN 


The chairmen of the Northwestern 
Mutual Life’s meetings here this week 
were Rudolph Recht of New York City, 
Eugene T. Lothgren of Providence, W. 
Everett Rowley of Newark, L. Watts 
Norton of Durham, and Harold L. Bar- 
nett of New York City. 


number of incidents 
pros- 





RUN AD NEW YEAR’S DAY 

Under the heading A New Year’s 
Thought more than fifty insurance agents 
of Metropolitan territory ran a cooper- 
ative ad in the New York Herald Tri- 
bune on January 1. Copy said in part: 
“The New Year is an ideal time to plan 
for the future. An annuity or life in- 
surance policy requires only a very small 
monthly saving and will furnish con- 
stant and continuing sense of security 
as the years roll by.” 


Lifetime Earnings Is 
Theme Of New Ad Series 


LARRY J. EVANS ON PUBLICITY 
Income Campaign of Northwestern Mu- 
tual; Saturday Evening Post Ad 
First in 1937 

Larry J. Evans, assistant director of 
agencies, at the Northwestern Mutual 
Life convention discussed the company’s 
1937 advertising. His talk in part was 
based on the new campaign of the com- 
pany built around the theme of the 
money value of a man—his lifetime 
earnings. 

As an illustration he 
page ad which appeared in The 


took the full- 
Satur- 


30 to 55, salaries of 1our or five thoy. 
sand are not uncommon. Let’s say 
that many a man earns at least $130- 
000 by the time he’s 55. Yet how 
many have anything left to show for 
it? Worth thinking about—isn’t it? 
You hope to make a lot of money be- 
fore you’re 55. Will you lose it~ 
spend it—be The Man Nobody Wants? 

Why not make certain, instead, that 
you'll have at least $100 a month? 
Start a Northwestern Mutual Retire. 
ment Plan now—stick to it—and when 
you’re 55 or 60 you won't be in the 


position of having to seek a job, if you 
don’t want one. You can be _ inde. 
pendent. 


A striking new element in the ad is 
the use of a check as combination cou- 
pon signature. While the use of a check 


No.D-XE 21957. 


The Northwestern Mutual Life Insurance Company 


Milwaukee. Wis. 


PAY i!) DouARSs A Monru For Lire 


To The Order of 


Name 





Address 





State 








City Age 


Post this week, bearing the 
caption: “At 55 He Had Earned $130,- 
000. But Now He’s The Man Nobody 
Wants.” This is a picture of a 55-year- 
old man applying for a job, but turned 
down because of his age. 


Extracts from Ad 
The ad in part says: 
Think of the men in their twenties 
whom you know—making from $900 to 
$2,000 a year—many of them. From 


day Evening 


Income Interpretation 
Not Easy—Wenstrand 


DEPENDS UPON CIRCUMSTANCES 





Northwestern’s Medical Director Says 
Agents Should Consider Environ, Size 
of City and Other Facts 


Dr. David E. W. Wenstrand, talking 
the convention of the Northwest- 
Mutual at the Waldorf this week, 
other things that during the 


past five or six years income has become 


before 
ern 
said among 
a major factor in considering insura- 
bility. 

One of an earliest 


agent’s inquiries 


concerning a prospect is this: “Can he 
pay ?” 
Dr. Wenstrand said: “ 


to find how often an agent fails to help 


Yet it is strange 


An application 
even 


us answer this question. 
$5,000 may be over-insurance 
though it is the sum total of all the 
protection to be carried by that individ- 
ual. Yardsticks been constructed 
with which to measure how much insur- 
ance should be the maximum at various 
ages and incomes. These have merit 
when used intelligently, but at the same 
time with discrimination. For example: 
It is probably true that on the same 
income a man living in a small com- 
munity can afford more insurance than 
the large-city dweller. Much has been 
written on this subject, so choose some 
method for your own use, but above all, 


for 


have 


find out as definitely as you can what 
the income is and inform us. 
Estimates Vary 

“It is strange how greatly estimates 

of income vary. That recorded on the 

agent’s certificate is quite generally 

double that given in the report. If 


the amount applied for is out of line 
with the lower figure, it becomes nec- 
essary to delay approval of the appli- 


vets eenr 





Ut (eeweeecs COMPasT 


ol : CAME 
, Spee Vv uve ra 


is not new in life insurance advertising, 
it is believed that this is the first time 
that it has been used for a combination 
of purposes. A specimen check is re- 
produced on this page with the line, 
“Pay $100 a month for life to the order 
of.” The inquirer completes the check 
by signing his name. 

Mr. Evans also announced 
“You, Incorporated,” Family 
protection series would be 
through 1937. 


that the 
Income 
continued 


cation until we have been furnished as 
nearly as possible with the facts.” 


Alcoholics 


Dr. Wenstrand, discussing alcohol, said 
the company only wanted to accept those 
who were temperate. Men who have 
been intemperate for years do not be- 
come insurable just because their habits 
have improved for a year or two. Ever 
after five years of total abstinance the 
group which has taken an alcoholic cure 
shows a mortality almost double that 
of the abstainers. 


Earley on Pte 


Ernest H. Earley of the Atkinson 
agency, Brooklyn, talking to the North- 
western convention at the Waldorf this 
week discussed among other subjects 
thi at of prestige. 

“This subject of prestige building,” he 
said, “is as difficult to gauge as is the 
subject of abSolute security. This last 
depression, not so much in this country 
as abroad, demonstrated to all of us that 
there is no such thing as absolute secur- 
ity. No agent in this room enjoys 
everywhere with everybody, at all times 
undisputed prestige. jut every agent 
in this room at some time and with 
somebody, somewhere, enjoys undisputed 
prestige. The difference is simply a 
matter of whether one enjoys more ot 
whether one has a greater number with 
whom he enjoys that vast prestige.” 

He said there was no doubt, howevei, 





¥ 


about the prestige of such an insurance | 


company as the Northwestern Mutual 


The prestige of the company in its owf 


family was shared by the opinion of the 
company in the business world. 


PRESENTS QUALITY PLAN AGAIN 
Eugene C. Kelly, Jr., conservation st 
pervisor, Home Life of New York, pre- 
sented the company’s Quality Program 
before the Indianapolis Managers and 
General Agents Association meeting re- 
cently. He presented the plan at the 
Agency Officers-Research Bureau com: 
vention in Chicago in November. 
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Mass. | Mutual Adopts 
New Type of Policy 


1s IN DOCUMENTARY FORM 





Certain Other Forms Changed; New Re- 
tirement Option Announced; Extend 
Limits of Insurance 





The Massachusetts Mutual Life has 
adopted a new type of policy in the so- 
called “documentary” form replacing the 
old four-page, single sheet style. The 
new policy is for all new issues on and 
aiter January 1, 1937. The company has 
also announced certain changes in riders, 
applications and other forms. _ ; 

The first page of the new policy form, 
which is unusually attractive in appear- 
ance and convenient to handle, states 
only the essentials of the company’s 
agreement in the most simple and con- 
cise style consistent with the require- 
ments of legality. Contract details are 
covered in succeeding pages, grouped in 
Jogical sequence, with appropriate cap- 
tions. Disability and Accidental Death 
Xenefit riders are handled as pages of 
the policy. 

The company also has announced that 
the Retirement Income policy (heretofore 
the Massachusctis Mutual “Insurance 
with Income”) and the Retirement An- 
nuity policy will contain an additional 
retirement option. Under this new op- 
tion the annuitant (or insured) may 
elect an income during the joint lifetime 
of himself and his wife, for example, with 
the provision that two-thirds of such in- 
come shall continue to the survivor at 
the death of either. 

In keeping with the company’s gen- 
eral practice as to new benefits and priv- 
ileges, this option will be available to the 
holders of policies of these plans which 
are already in force. 

Limits of Insurance Increased 
Also effective January 1 the company 


increased its limits of insurance, the age 
group between 21 and 50 being increased 
from $175,000 to $250,000. The minimum 
age limit for Waiver of Premium pro- 
vision, which was formerly age 21, has 
been extended to attained age 15. The 
new schedule of limits follows: 


Life, Endowment and Insurance With 
Income* 
MALE AND FEMALE 
Ist Re 2nd Re- 
Our Re- insur insur- 

Rated Ages tention ing Co. ing Co, Total 
10—12 $20,000 $10,000 $10,000 $40,000 
13—14 50,000 15,000 15,000 80,000 
15—20 75,000 15,000 15,000 105,000 
21—50 100,000 75,000 75,000 250,000 
51—55 75,000 50,000 50,000 175,000 

60 50,000 50,000 50,000 150,000 
61—(65) 25,000 12,500 12,500 50,000 
(Attained Age) 
*Insurance with Income contracts will be 


known as “Retirement Income”: policies begin- 


ning January 1, 1937. 
Term 
20 50,000 15,000 15,000 80,000 
21—55 50,000 25,000 25,000 100,000 
56—63 15,000 10,000 10,000 35,000 


After age 58 the Term-Automatic Life plan 
must be limited to such periods as would bring 
about conversion at rated age 65 or younger. 
10 and 5 Year Term not issued beyond rated 
and 60 respectively. 

Family Income and Family Maintenance 
(Face Amount) 
10 YEAR PLAN 


ages 55 


20 30,000 15,000 15,000 60,000 

21 50 50,000 20,000 20,000 90,000 

51—55 25,000 15,000 15,000 55,000 
15 YEAR PLAN 

20 25,000 15,000 15,000 55,000 

21—50 45,000 20,000 20,000 85,000 
20 YEAR PLAN 

20 20,000 15,000 15,000 50,000 

21—45 40,000 20,000 20,000 80,000 


Commissioners Meeting On 
Examinations Is Postponed 


Because of inability of some members 
to attend the meeting of the sub-com- 
mittee of the examinations committee, 
National Association of Insurance Com- 
nussioners, called by Chairman Jess G. 
Read for January 4 at Chicago, it was 
Postponed until 10:30 o'clock Friday 
morning, January 15, in the same city. 
The meeting has been converted into a 
conference for the entire examinations 
committee and notification to that effect 
has been sent to all committee members. 
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HEADS PENN MUTUAL GROUP 
Ben Hyde, general agent at 285 Madi- 
son Avenue, is president of the New 
York City General Agents Association 
of the Penn Mutual for 1937. Henry 
M. Faser, Jr., is secretary. Mr. Hyde 
has been with the Penn Mutual eighteen 
years. 


J.M.ROYER AGENCY CONFERENCE 

The James M. Royer agency, Penn 
Mutual, Chicago, held its annual agency 
meeting at the Edgewater Beach Hotel 
on January 2. It was an all-day educa- 
tonal conference followed by a Winners’ 
Dinner in the evening. Fifty-eight mem- 
bers of the agency and guests attended. 
Mr. Royer gave the 1936 production re- 
sults and outlined the agency’s plans for 
1937. 


TWENTY-FIVE YEARS WITH MET. 

In recognition of a quarter of a cen- 
tury of service with the Metropolitan 
Life, John W. Powers and W. H. Har- 
ris, both of Herkimer, N. Y., were pre- 
sented with the company’s 25-year serv- 
ice emblems by C. Leland Carr, Herki- 
mer district manager, at the annual ban- 
quet of the district staff recently. 
WITH NORTHWESTERN MUTUAL 

William T. Beatty, who has represent- 
ed the Northwestern Mutual Life at 
Heuvelton, N. Y., the past several years, 
has been appointed special agent for the 
company at Gouverneur, N. Y. 








Albert C. Adams, general agent, John 
Hancock, New Haven, has been elected 
president of the New Haven General 
Agents’ and Managers’ Association. 

















TWENTY-NINTH ANNUAL STATEMENT 


CONTINENTAL AMERICAN LIFE INSURANCE COMPANY 


WILMINGTON, DELAWARE 
December 31, 1936 





Bonps: U. S. GOVERNMENT. 


ASSETS: 


$1,723,906.90 





CANADIAN GOVERNMENT. orcscccsmee 
STATE, CouNTY & MUNICIPAL. 
RAILROAD 





48 497.45 
1,522,638.00 
2,085,257.87 





UTILITY 


2,565,543.28 





INDUSTRIAL 


61,681.87 $ 8,007,525.37 



































First MorTGAGES ON CITY PROPERTIES 5,116,858.27 
FIRST MORTGAGES ON FARMS csossoae 211,879.80 
REAL ESTATE 759,510.94 
Povicy LIENS WITHIN THE RESERVE 4,153,059.14 
PREFERRED AND GUARANTEED STOCKS (at market value)... 657,157.50 
BANK Stocks (at market value) 56,275.00 
CASH 573,252.31 

TOTAL $19,535,518.33 

LIABILITIES: 

LEGAL RESERVE $16,944,509.00 
RESERVED FOR PoLicy DIVIDENDS, TAXEs, ETC 494,164.01 

















TOTAL 


CONTINGENCY RESERVE 152,285.63 

TOTAL LIABILITIES $17,590,958.64 
CAPITAL STOCK $ 637,530.00 
SURPLUS 1,307,029.69 

ASSETS IN EXCESS OF LIABILITIES $ 1,944,559.69 





$19,535,518.33 








INCREASE 59% 


PROGRESS SINCE 1929 


NEW INSURANCE PAYMENTS TO 

DECEMBER 31 ASSETS INSURANCE IN FORCE POLICYHOLDERS 
1929 $12,280,225 $15,866,960 $ 92,448 696 $1,067,438 
1936 $19,535,518 $19,321,672 $116,433,002 $1,894,810 


INCREASE 22% 


INCREASE 26% INCREASE 78% 





PreNNSYLVANIA 


New York CoNnNECTICUT 





For General Agency opportunities in 
MASSACHUSETTS 


Inquire of D. E. Jones, Vice President 


On10 
West VIRGINIA 


MARYLAND 
VIRGINIA 
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Cleveland Agency Given 
Russell P. Thierbach 
NOW ASST. AGENCY DIRECTOR 


Helped Prepare Company’s Training 
Course; Succeeds Charles C. Dibble 


Who Becomes Personal Producer 





Russell P. Thierbach, an assistant di- 
rector of agencies, Northwestern Mu- 
tual Life, has been made general agent 
of the company in Cleveland, succeeding 
Charles C. Dibble with the company 





Bern 


RUSSELL P. THIERBACH 


Studi 


since 1916, who will enter personal pro- 
duction. 

Mr. Thierbach, a C. L. U., is a Mil- 
waukee man who entered the home of- 
fice in June, 1911, in the secretary’s de- 
partment. Later, he joined the home 
office general agency of Col. Harry S. 
Fuller as a special agent, rising to pro- 
duction manager. At the same time he 
took extension courses in both Mar- 
quette University and University of 
Wisconsin as well as completing a course 
at Carnegie Institute. For years he has 
been instructor in life insurance in 
School of Commerce, Marquette Uni- 
versity. Recently he wrote a book, “Why 
Not Try It?” 

When C. L. McMillen was appointed 
home office general agent Mr. Thierbach 
as production manager developed the 
training course which had as its first 
student, Victor M. Stamm, present home 
office general agent. In 1924 he took 
prominent part in writing the company’s 
educational course. For three years he 
was secretary and treasurer of the com- 
pany’s agents’ association. In 1929 he 
returned to home office staff as assistant 
director of agents under Grant L. Hill. 

Mr. Dibble’s Career 


Mr. Dibble started with the North- 
western Mutual in the general agency of 
the late Charles H. Parsons at Toledo 
Previously, he had spent ten years as a 
railroad traveling freight agent. He be- 
came a million dollar producer for the 
Northwestern Mutual. In 1916 with the 
late John S. Marsh he became general 
agent for the company at Cleveland, with 
a territory comprising twenty-two 
counties. In 1920 the agency paid for 
nearly $8,000,000. In 1923 Mr. Dibble 
continued to operate the Cleveland gen- 
eral agency while Mr. Marsh took over 
the outside territory until his death. 





W. A. WHITE AGENCY PARTY 

Turkeys as prizes in the December 
production contest were awarded to Ned 
Litwack, Richard Decker and Lawrenc: 
Kroner of the William A. White agency, 
John Hancock, Newark, at the agency 
party held New Year’s eve. At the an- 
nual dinner of the agency on January 11 
J. Harry Wood, agency controller, John 
Hancock, will be guest speaker. 
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Hobert Haviland Made 
Agency Vice-President 

FOR CONNECTICUT GENERAL 

Has Made Fine Agency Building Record 


During Ten Years In 
Business 





F. Hobert Haviland, manager in Chi- 
cago for the Connecticut General Life 
since 1930, was elected a vice-president 
of the company at a meeting of the di- 
rectors held Monday. He will have 
charge of agencies and will take over 
his new duties immediately. 

Mr. Haviland is a native of Illinois, 





F. HOBERT HAVILAND 


graduate of Northwestern University, 
class of 1913. Advertising manager of 
the Evanston Daily News for a time, he 
was for four years in the wholesale dry 
goods business in Chicago, In 1922 he 
became eastern manager for the Russell 
Electric Co. with headquarters in New 
York. 

Mr. Haviland entered life insurance 
with the Equitable Society in 1926. After 
a period of personal production and as 
assistant manager in Chicago, under 
A. E. Patterson, now agency vice-presi- 
dent of the Penn Mutual, he was sent to 
Cleveland to assist in starting a new 
agency. Fourteen full time agents were 
secured in six months many of whom are 
still with the agency. Returning to Chi- 
cago he became head of one of the 
Equitable’s Chicago agencies and in a 
little more than a year doubled the 
agency’s production. 

Mr. Haviland has made a ee 
record with the Connecticut General, 
six years building up the company’s 
Chicago agency to fifty-seven full time 
men. A number of the men developed 
by Mr. Haviland have become outstand- 
ing producers. The agency’s total new 
premiums for the first eleven months of 
1936 were ten times.as great as for the 
entire year of 1930. New accident pre- 
miums and new group premiums showed 
even greater relative gains. Total new 
and renewal premiums for the eleven 
months were over two and a half times 
as great as for the entire year 1930. The 
volume of life insurance in force. in the 
agency after nearly thirty years’ exist- 
ence has been increased during the six 
years of his management by approxi- 
mately 50%. Group insurance in force 
has more than doubled during the six 
years, as has also the agency’s accident 
account. 





GENERAL AGENT 25 YEARS 


Stratford Lee Morton, general agent, 
Connecticut Mutual, St. ‘Louis, on Janu- 
ary 1 celebrated the twenty- fifth anni- 
versary of his appointment to that posi- 
tion. He is the dean of the St. Louis 
life insurance general agents and man- 
agers and has been connected with the 
Connecticut Mutual since May 17, 1908. 


R. J. Giles, Occidental Life 
Chairman, Dies At Age 63 


Robert J. Giles, chairman of the board 
of the Occidental Life of Los Angeles, 
died at his home in that city December 
31 at age 63. He had long been in poor 
health having suffered a heart attack in 
the Summer of 1934. Notwithstanding 
diminished strength he continued to be 
active in the company’s until 
near the end. His final illness came two 
weeks before his death but he was in his 
office only three days before he died. 

Mr. Giles was a native of Michigan, 
born January 24, 1873, but he went to 
the Pacific Northwest when a young 
man and entered the life insurance busi- 
ness in Oregon as an agent for the old 
Germania Life. He was in the life and 
general insurance business for several 
years before going to San Francisco 
where he organized an accident and 
health insurance company which was 
later merzed with Occidental Life at 
which time Mr. Giles became superin- 
tendent of the accident and health de- 
partment. That was in 1909. Shortly 
afterward his ability led to his election 
as secretary and general manager to 
which was added later the office of vice- 
president. He filled these offices until 
February, 1936, when he became chair- 
man of the board. 

Mr. Giles came to the Occidental when 
it was in its swaddling clothes. He was 
active in directing its affairs over prac- 
tically the entire span of the company’s 
growth until quite recently. He showed 
a rare singleness of purpose in his de- 
votion to the interests of the Occidental. 
As general manager for the company, 
he kept an open door at all times and 
had the highest admiration and liking 
of the field force with whom he was in 
close contact. Although of a retiring 
nature he was widely known throughout 
the insurance fraternity. 


affairs 


Amer. Agency Ass’n Gets 
A.L.U. Life Ins. Business 


The American International Under- 
writers Corp. has announced that all of 
its life insurance business is being trans- 
ferred as of January 1 to the American 
Agency Association, Inc. of New York, 
of which Richard Rhodebeck is active 
head and Graham C. Wells in a consult- 
ing capacity. The agency will make its 
eager in the 111 John St. build- 
ing. The A.I.U. general agency of the 
United States Life goes to the American 
Agency Association. 

Mr. Rhodebeck, fourteen years in the 
business, is a successful producer of both 
brokerage and life insurance accounts, 
and capable on policy analysis work. 
started with the Provident Mutual when 
Graham C. Wells was general agent of 
No. 4 agency, later joined Allen & 
Schmidt of the New England Mutual as 
a brokerage man, but rejoined Mr. Wells 
when the American Agency Association 
was established a few years ago. 

Mr. Wells, one of the most popular 
general agents in Greater New York, is 
past president of the local life under- 
writers association and of the National 
Association of Life Underwriters. He 
has just completed his forty-second year 
in life insurance. 





JOHN J. GORDON AGENCY MOVED 
The John J. Gordon agency, Home 
Life of New York, which was formerly 
located in the home office building on 
Broadway, has moved into new offices 
at 99 John Street. Room number is 
1903. The move was made January 4. 





H. H. KING ANNIVERSARY 


H. H. King, superintendent of the 
Dover, N. J., territory for the Pruden- 
tial, has been presented with the Old 
Guard scroll for twenty-five years of 
service. He is father of Russell Yard 
King, local agent in Dover. 
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Security Mutual Has 
Fiftieth Anniversary 


BANQUET HELD IN BINGHAMTON 





President Russell Presides; Sup’t Pink 
Vincent P. Whitsitt and Dr. D. A. 
Laird Among Guests 





The Security Mutual Life celebrated 
the start of its fiftieth year on Monday, 
January 4, with a banquet at the Hotel 
Arlington, Binghamton, N. Y. More 
than 200 guests were present; among 
them a score of representatives of other 
businesses in the cities of Binghamton, 
Johnson City and Endicott that have 
also reached the half century mark. 

Frederick D. Russell, president of the 
company, acted as toastmaster. He in- 
troduced the senior officers of the com- 
pany, members of the board of directors 
and former president, David S. Dicken- 


son, who responded to a rousing wel- 
come, 
The guest of honor and_ principal 


speaker was Louis H. Pink, New York 
State Superintendent of Insurance. Two 
other guests who spoke briefly were 
Vincent P. Whitsitt, manager and gen- 
eral counsel, Association of Life Insur- 
ance Presidents, and Dr. Donald A, 
Laird, professor of psychology, Colgate 
University. 

Mr. Russell reviewed the progress that 
has been made by Security Mutual Life 
during the past fifty years; called atten- 
a to the development of the City of 
Binghamton and the surrounding indus- 
trial communities during the same per- 
iod, and forecast a bright future for his 
company and the entire community of 
the “Triple Cities.” 

A bronze plaque commemorating the 
fiftieth anniversary of the company was 
presented to President Russell by Her- 
man A. Speh, president Binghamton 
Chamber of Commerce. 

Pink Comments on Policy Loans 

Mr. 
smaller size in a life insurance company, 
giving closer contacts with policyholders 
and greater opportunities for service. He 


Pink cited some advantages of | 


t 





also discussed the matter of restricting | 


policy loans and cash surrender values 
being agitated at the present time and 
remarked: “I do not believe that life in- 
surance can go back. I don’t believe 


that it can offer less to the policyholder | 


or to the public. 
perform its great part in the broader 
field of life and enterprise.” 

Mr. Whitsitt declared that this anni- 
versary represented the forging of an- 
other link in the history of American 
life insurance. “As one by one the 
country’s great life insurance companies 
pass these larger milestones,” he said, 
“the institution as a whole takes on 
added stature. Age, however, is not 
necessarily a criterion of worth. 
the ability of the country’s life insurance 
organizations to achieve important hu- 
man and economic results that measures 
their true value. It is on such a basis, 
as well as from the standpoint of your 
fifty years of progress, that I tender you 
my congratulations.” 

Dr. Laird introduced himself as just 
a plain sacrificing policyholder but said 
that he wanted to talk about how to get 
the most out of life. 

The banquet hall was beautifully dec- 
orated with flowers and several huge 
baskets were received with congratula- 
tory messages from friends among the 
other business institutions of Bingham- 
ton and vicinity. 


GET POLICIES AS GIFTS 
About 200 employes of the Utica Ra- 
diator Corp., Utica, N. Y., manufacturers, 
were recently presented with certificates 
for $500 in term life insurance as a spe- 
cial gift from the company. 


ENTERTAINS AGENCY FORCE 

Arthur G. Derr, general agent, Aetna 
Life, Newark, entertained his agency 
force at a dinner party in his home in 
Glen Ridge, N. J., during the holiday 
season. 
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GOING STRONG 


Our many friends will be delighte1 to learn that the Massachusetts 
Mutual has again increased its limits substantially as of January first. 
The new limits are as follows: 


Rated Ages Total 
10— 12... . .«. « $40,000 


3— 14... . . . 80,000 
MoM. s« sc ew st > Ee 
21 50... . - ~~ 250,000 
5I— 55 . ww Ce CeCe: C178, 00 
56— 60 . . . «. « ~~ 150,000 
61—(65). . . . ~ «+ 50,000 


(Attained Age) 


Many underwriters will welcome the opportunity 
thus afforded them of placing a greater share of their 
surplus business with the Massachusetts Mutual through 


this Agency. 
i 


General Agent. 


MASSACHUSETTS MUTUAL LIFE INSURANCE COMPANY 
CHASE NATIONAL BANK BUILDING 


20 PINE STREET NEW YORK, N. Y. 


“THE AGENCY FOR FULL TIME AGENTS” 
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Court of Appeals Dividend Disab 
In Case of Rhine vs. New Y 


The opinion of Judge Lehman— the prevailing opinion—in the Rhine 
v. New York Life case, respecting dividends on policies which contain disa- 


bility benefits, follows: 


The defendant life insurance company 
issued in 1927 a policy insuring the life 
of the plaintiff (Artrude L. Westerheide 
Rhine) in the sum of $2,000, with provi- 
sion for “disability benefits.” In 1934 the 
insurance was split into two policies for 
$1,000 each, with similar provisions. The 
Insurance Law (Section 83) commands 
that every domestic life insurance com- 
pany “shall provide in every policy that 
the proportion of the surplus accruing 
upon said policy shall be ascertained and 
distributed annually.” In the same sec- 
tion the legislature has defined the man- 
ner in which the proportion of the sur- 
plus “accruing upon said policy” shall 
be ascertained and distributed. 

From the surplus it earned during the 
year, the life insurance corporation may 
make certain deductions specified in the 
statute, and then must “apportion the 
remaining surplus equitably” to all the 
policies entitled to share therein. The 
plaintiff complains that since 1931 the de- 
fendant has not apportioned the surplus 
equitably to the policies entitled to share 
therein, but has discriminated unlawfully 
against life insurance policies which con- 
tain “disability benefits.” The contro- 
versy has been submitted to the Appel- 
late Division upon an agreed statement 
of facts. That court has decided in favor 
of the defendant. 


What Policy Provides 


The two $1,000 policies of the plaintiff 

are alike in all respects relevant to the 
controversy here. We, therefore, need 
set forth the provisions of only one. It 
provides that the insurance company 
agrees to pay to the beneficiaries named 
in the policy $1,000 upon receipt of due 
proof of the death of the insured. It 
then provides: 
_ “Such sum will be increased by any outstand- 
ing dividend, additions and dividend deposits as 
provided herein. And upon receipt of due proof 
that the insured is totally and presumably per- 
manently disabled before age 60, as defined un- 
der ‘Total and Permanent Disability’ on the 
second page hereof the company agrees to pay 
to the insured $10 each month and to waive pay- 
ment of premiums as provided therein. This 
contract is made in consideration of the pay- 
ment in advance of the sum of $30.30, the 
receipt of which is hereby acknowledged, con- 
stituting the first premium and maintaining the 
policy for the period terminating on June 13, 
1928, and of a like sum on said date and every 
twelve calendar months thereafter during the 
life of the insured until premiums for twenty 
full years in all shall have been paid from the 
date on which this policy takes effect.” 

The insurance company offered appli- 
cants for insurance a choice of form of 
policy with variations in benefits and ob- 
ligations. Those who desired life insur- 
ance only might obtain a policy identical 
with the policy issued to the plaintiff 
except that the provisions for disability 
benefits were omitted. The premium or 
consideration to be exacted for each pol- 
icy is fixed by the company by calcula- 
tion and estimate of the probable cost to 
the company of providing the particular 
assurance or benefit embodied in that 
policy. Calculation of the cost of life 
insurance is based upon certain data and 
assumptions; calculation of the cost of 
disability benefits is based upon other 
or additional data and assumptions. For 
a policy which provides life insurance 
alone the company exacted as premium 
the amount determined by estimate and 
calculation as to the cost of life insur- 
ance. For a policy like the plaintiff's, 


which provides exactly the same life in- 
surance and, in addition, stipulated bene- 
fits in case the insured becomes disabled, 
the premium exacted includes both the 
amount of the premium which would be 
exacted for life insurance alone and the 
amount determined as the probable cost 
of the additional benefits provided in 
case of disability. We are told that a 
regulation of the Insurance Department 
requires that in each policy there should 
be “a statement showing separately the 
amount of the extra premium charged 
for total and permanent disability bene- 
fits.” The plaintiff’s policy contains such 
a statement. On the second page of 
the policy the clauses which relate to 
and define the disability benefits con- 
clude with the following provision: 
“The total 


premium states in the first page 
hereof includes an annual premium of $2.96 
for disability benefits. Any premium due on 


or after the anniversary of the policy on which 
the age of the insured at nearest birthday is 60 
will be reduced by the amount of premium 
charged for disability benefits. Upon written re- 
quest signed by the insured and upon _ proper 
return of this policy for proper endorsement, the 
company will terminate the provision and there- 
after the premium shall be reduced by the amount 
charged for disability bencfits.” 


The Agreed Facts 

The statement of agreed facts shows 
that the aggregate premiums received 
by the company and the interest earned 
on the investments create one general 
fund from which are paid the death 
and disability claims, endowments, sur- 
render value and other claims, the ex- 
pense of conducting the business includ- 
ing depreciation in investment values, 
and all other obligations of the company 
and out of which also the reserves are 
maintained. The excess remaining in 
that fund after these payments are made 
and sufficient reserves are established, 
constitutes the divisible surplus to which 
the policyholders of the company are 
entitled both by statute and by the terms 
of their policies. 

The Insurance Law requires that the 
apportionment be made “equitably.” If 
the company issued but one form of pol- 
icy to a single group of policyholders of 
the same age who paid the same pre- 
mium, equality would be equitable, and 
any discrimination would be unfair. The 
Insurance Law contains provisions which 
would indeed make such discrimination 
unlawful: “no life insurance company 
doing business in this state shall make 
or permit any discrimination between 
individuals of the same class or of equal 
expectation of life, in the amount or pay- 
ment or return of premiums or rates 
charged for policies of insurance, * * * 
or in the dividends payable thereon or 
in any of the terms and conditions of 
the policy.” Section 89. Insurance com- 
panies, however, issue policies with many 
Variations in terms and conditions to 
individuals of different ages and unequal 
expectation of life. There the statute 
leaves discretion to each company as to 
what constitutes an “equitable” appor- 
tionment, and when “directors have ex- 
ercised their discretion in regard there- 
to, the courts will not interfere unless 
there is bad faith, or wilful neglect, or 
abuse of such discretion.” Greeff v. 
Equitable Life Assurance Society, 160 
. ¥.. © 


Uncertainty of Investment Return 
Because the return on investments if 
not constant; because the expense of 


doing business including losses sustains, 
varies from year to year, because no 
actuarial mathematical calculation based 
on mortality tables enables man to deter- 
mine years in advance when a _ policy- 
holder will die or become disabled or 
even, with accuracy, how many policy- 
holders will die or become disabled each 
year, premiums cannot be fixed at the 
exact amount necessary to provide a 
fund which is exactly sufficient to make 
the payments required year by year and 
to maintain proper reserves. To insure 
the stability of the company the pre- 
miums are fixed at an amount which 
is expected to provide a surplus if the 
company is well managed and its risks 
prudently selected. That expectation has 
always been realized. Each year the 
defendant company distributed as divi- 
dends to its policyholders many mil- 
lions of dollars. 


In their agreed statement of facts the 
parties have set forth that: 


“For about fifty years past, the principles and 
methods used by the New York Life in the cal- 
culation of its premiums, ascertainment of its 
dividends and the distribution of its surplus to 
its policyholders have been subject to the scru- 
tiny and inspection of, and have been approved 
by the Insurance Departments of New York 
and of all the states; and, until the New York 
Life withdrew from foreign countries, have been 
approved by practically every foreign govern- 
ment. In Salk calculation, every policy issued 
by the New York Life has received precisely 
the same treatment and the same dividend per 
$1,000 insurance as every other policy in the 
same ‘class’ as defined on pp. 70-72 infra. 

“The ascertainment of the average ratios of 
mortality, disability, expense, interest, surren- 
der and lapse (which the New York Life ap- 
plied to each of said ‘classes’) and the appli- 
cation thereof, involved a consideration of mil- 
lions of items, and of many difficult and con- 
flicting factors which have been determined by 
mathematical principles of great complexity. In 
ascertaining many of the elements going to com- 
pose those factors, it was necessary that deter- 
minations and decisions should be taken with 
respect to various facts, concerning which there 
might be a legitimate and honest difference of 
opinion between different companies and their 
various actuaries, and concerning the mathemati- 
cal formulas to be used. 

“Under such mutual plan, in order to provide 
for unforeseen contingencies, the premium to be 
paid by the member is fixed by the company 
at an amount somewhat in excess of that which 
the company anticipates will be necessary in 
order to cover the cost of furnishing the in 
surance. The member pays that amount for 
the insurance in advance but later receives back 
such excess payment, if any, as a dividend and 
thus gets the insurance at actual cost.’ 


Premium Calculation Factors Vary 

Since the factors upon which premiums 
are calculated vary with different forms 
of insurance and different groups of pol- 
icyholders, the excess of the amount 
which the company “anticipates will be 
necessary to cover the cost of furnish- 
ing the insurance” over the actual real- 
ized cost will, of course, also vary. An- 
ticipation may approximate realization 
more entirely in some cases than in 
others. If each member receives back 
the excess payment he has made, then 
the apportionment must be based upon 
calculation of the actual cost of furnish- 
ing the insurance which the company 
provided for that particular policyholder. 
Accordingly, the defendant company and 
all other mutual companies, in apportion- 
ing divisible surplus, use the “contribu- 
tion” method which aims to distribute 
the divisible surplus amongst policyhold- 
ers in the same proportion as the policy- 
holders by their payments have contrib- 
uted to that surplus. 

The defendant in applying the “con- 
tribution” method does not attempt to 
determine exacly the proportion which 
each policyholder has contributed to the 
divisible surplus. That would not be 
practicable for reasons set forth in the 


ility Decision 
ork Life 


agreed statement of facts. It has out- 
standing approximately 2,600,000 policies, 
It divides these into a great number of 
classes or groups—we are told approxi- 
mately 150,000—based upon variation in 
some factor which entered into the com- 
putation of the anticipated cost of fur- 
nishing the insurance when the premium 
is fixed or into the computation of the 
actual realized cost when the divisible 
surplus is apportioned; and it determines 
the amount which should be returned to 
the policyholders of each group or class 
accordingly. The plaintiff does not chal- 
lenge the principle of the “contribution” 
inethod of apportioning the divisible sur- 
plus and she challenges its application 
by the defendant company only in one 
respect. She maintains that the com- 
pany is discriminating inequitably and 
unlawfully between holders of policies 
which provide life insurance only and 
holders of policies which provide life 
insurance with additional benefits. 

The plaintiff’s policy, as we have said, 
exacts a premium of $30.30 for life insur- 
ance and disability benefits and_ states 
that this premium “includes an annual 
premium of $2-96/100 for disability bene- 
fits’ which the plaintiff may discontinue 
at will. The premium then which would 
be exacted for a policy exactly identical 
in terms, except that it does not provide 
for disability benefits, would be $27- 
34/100. These premiums were, it is not 
disputed, fixed, like other premiums, at 
“an amount somewhat in excess of that 
which the company anticipates will be 
necessary to cover the cost of furnish- 
ing the insurance.” By calculations 
which the plaintiff does not challenge, 
the defendant company has determined 
that the premium fixed for life insurance 
has, as expected, been more than the 
actual cost of furnishing the insurance, 
but that contrary to the company’s ex- 
pectations the “extra premium” included 
in the premium paid to obtain a policy 
with additional “disability benefits” has, 
in every year since 1931 been less than 
the cost of furnishing these benefits. 

Method of Defendant Since 1931 


Of the 2,600,000 outstanding policies of 
the defendant insurance company; about 
1,000,000 provide life insurance only; and 
about 1,600,000 provide life insurance 
and in addition, for an “extra premium” 
disability benefits in case the insured 
becomes disabled. The holder of every 
policy of life insurance contributed to 
the divisible surplus the excess which 
he paid for such insurance over the cost 
of furnishing it; the holder of every 
policy which provided additional disa- 
bility benefits depleted the divisible sur- 
plus by the amount in which the “extra 
premiums” benefits was insufficient to 
pay the cost of furnishing the additional 
benefits. Then, if the company repays 
to the holder of such policy of life in- 
surance the amount which he paid in 
excess of the cost of furnishing the in- 
surance and to the holder of each policy 
of life insurance with additional disa- 
bility benefits, the excess of the total 
amount he paid for that policy over the 
cost of furnishing the life insurance and 
disability benefits, promised by that pol- 
icy, the divisible surplus will have been 
apportioned to each policy in the same 
proportion as the holder of the policy 
contributed to that surplus and each pol- 
icyholder will have paid the company the 
exact cost of furnishing the insurance 
or benefit promised by his policy. 

That is the method used by the de- 
fendant since 1931 in carrying out the 
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mandate of the legislature and the stipu- 
jation its policies, for the apportionment 
of its divisible surplus to all policies en- 
titled to share therein. The premium of 
$30.30 exacted for the plaintiff's policy 
was based upon calculations by the com- 
pany of the anticipated cost of furnish- 
ing the insurance and benefits provided 
in that policy and since, as stated in 
the policy, that premium included a 
premium of $2-96/100 for disability bene- 
fits, in addition to the premium of $27- 
34/100 which the company demanded for 
life insurance alone, the factors of the 
average risks of disability necessarily 
entered into the calculation of the antici- 
pated cost of providing the stipulated 
benefits to the plaintiff in case disability 
should occur. In determining how much 
the total premium paid by the plaintiff 
was in excess of the actual cost of fur- 
nishing both the stipulated life insurance 
and the stipulated benefits in case of 
disability the disability factor again nec- 
essarily entered into the calculation of 
the defendant company. The plaintiff 
concedes that these calculations establish 
that an annual premium of $27-34/100 
per annum for the promised life insur- 
ance resulted in an average excess pay- 
ment of $7-67/100 annually over the cost 
of furnishing the life insurance in the 
years 1931 to 1934, and this during the 
four years contributed the total sum of 
$30-67/100 to the divisible surplus of the 
company, while an annual premium of 
$2-96/100 for the additional promise of 
benefits in case of disability would re- 
sult in an average annual deficit of $2.27 
in payment of the cost of furnishing the 
additional assurance in case of disability 
in the years 1931 to 1934, and thus during 
the four years would deplete the divisble 
surplus in the sum of $9-8/100. The de- 
fendant company in the apportionment 
of its divisible surplus to the policies 
entitled to share therein, determined that 
it should pay dividends totaling $30-67/100 
for the years 1932 to 1934 upon a policy 
for life insurance alone since it appeared 
that the premiums resulted in a contri- 
bution to the divisible surplus of that 
amount, and that upon policies like the 
plaintiff’s, which provided exactly the 
same life insurance and, in addition, 
benefits in case of disability, the com- 
pany should pay dividends totaling $21.59 
for the years 1931 to 1934, or $9-8/100 
less than the dividends paid on the pol- 
icy for life insurance only, since it ap- 
peared that the total premium paid for 
life insurance combined with disability 
benefits resulted in a contribution to 
the divisible surplus of the company 
which is $9.08 less than the contribution 
resulting from payment of the lower 
premium for life insurance only. 


No Ground for Complaint 


The declaration of a dividend upon a 
policy reduces pro tanto the cost of in- 
surance to the holder of the policy. That 
is its purpose and effect. The plaintiff's 
grievance here is that though the de- 
fendant agreed to furnish life insurance 
for a premium of $27-34/100 and to fur- 
nish in addition, disability benefits for 
an extra premium of $2-96/100 the plain- 
tiff has been compelled to pay for the 
additional benefits promised to her not 
only the extra premium of $2-96/100 but 
also, during the four years from 1931 
to 1934, the difference between the divi- 
dends apportioned to her policy and the 
dividends which she would receive upon 
a policy identical with her own, except 
that it omitted the promise of additional 
disability benefits. That, we are told, 
constitutes an inequitable apportionment, 
an unlawful discrimination and _ even, 
perhaps, a breach of contract. 

The Insurance Law, Section 83, re- 
quires that the divisible surplus of each 
insurance company shall be apportioned 
equitably to the “policies” it has issued. 
The plaintiff is asking that apportion- 
ment to her “policy” be made as if it 
were a combination of two separate 
agreements based on separate premiums. 
If a policy which provides life insurance 
combined with disability benefits consti- 
tutes but a single agreement given to 
the insured in exchange for a stipulated 
Premium in payment, then undoubtedly 


the apportionment made by the company 
is equitable, for upon each “policy” the 
company then pays exactly the excess 
of the premium paid over the cost of 
furnishing the insurance and benefits 
promised by the policy. The plaintiff 
and other holders of policies which pro- 
vide for disability benefits in addition to 
life insurance have no ground for com- 
plaint unless their policies are divisible 
into an agreement for life insurance 
made in exchange for a stipulated pre- 
mium and a second agreement independ- 
ent of the agreement for life insurance 
and made in exchange for a separate 
premium. Only if the defendant’s agree- 
ment to provide disability benefits to 
plaintiff is entirely divisible from the 
other promises embodied in the policy 
and has been made solely in exchange 
for the payment of an extra premium of 
$2-96/100 entirely independent of other 
considerations may the plaintiff and oth- 
ers similarly situated insist that any loss 
caused to the company by insufficiency 
of the stipulated premium to meet the 
cost of furnishing the promised benefits 
be borne by the company out of its 
general funds. 

Would Get Millions to Which They 

Are Not Entitled 

Under such a construction of the poli- 
cies issued by the defendant, the plain- 
tiff and other holders of policies which 
provide disability benefits would pay to 


the company less than the cost of the 
insurance and benefits furnished, and to 
meet the deficit, a minority of the de- 
fendant’s policyholders who have a dif- 
ferent form of policy would be required 
to pay more than the cost of the insur- 
ance furnished to them. The deficiency 
in the case of the plaintiff’s policy is 
only $9.08, but it is plain that if the 
plaintiff's contentions are sustained the 
holders of the 1,600,000 policies which 
contain similar provisions will receive 
many millions of dollars of benefits be- 
yond what they pay for. Neither the 
insurance law nor the terms of the de- 
fendant’s policies dictate such a result. 

Continuing, Judge Lehman said: 

It is true that the plaintiff's policy contained 
two promises which for some purposes and in 
some contingencies are separable. The promise 
of life insurance could be obtained without 
promise of additional disability benefits and for 
a premium or consideration fixed as the price 
of the promise of insurance alone; choice rested 
with the plaintiff whether the policy should in- 
clude disability benefits for an extra premium, 
and choice still rests with the plaintiff whether 
the prom’se of additional disability benefits 
should be kept alive by the continued payment 
of the extra premium. The promise of life 
insurance would survive even if the promise 
of the additional benefits, and the extra pre- 
mium demanded for the inclusion of that prom- 
ise, should be excised from the policy, Though 
to that extent the promises are separable, they 


are none the less integral parts of a single 
policy. 
Test of Contract Disability 
The rules which govern the effect of a 


breach or the illegality of one promise which 


1937 Will See Greater 
Amount In Force Than Ever 


By Leroy A. Lincoln 
President, Metropolitan Life 


There is every reason to expect that 
1937 will see a greater amount of life 
insurance in force than ever before in 
the history of the country. 

This forecast rests on the evidence of 
confidence in the stability of life insur- 
ance as an institution, as demonstrated 
during the financial stress of the past 
few years. 

At the present time, more than 64,000,- 
000 Americans have policies aggregating 
more than $104,000,000,000 in force in 
the life insurance companies of this 
country. However, the so-called satura- 
tion point in life insurance has not been 
approached. During the past few years 
many who thought they were sufficiently 
insured have found themselves woefully 
underinsured. With the return of bet- 
ter times these underinsured are re- 
vising their life insurance programs up- 
ward, so that they can make definite 
and dependable provision for their own 
security and for the future welfare of 
their families. 

Life insurance has kept pace with the 


changing needs of the people it serves. 
It has a definite place in the program 
every person is making for the building 
of an estate. This one factor points to 
an increase in the life insurance thrift 
in this country, which at the present 
time has two-thirds of all the level pre- 


mium life insurance in force in the 
world. 
Another influence that has much to 


do with making Americans more insur- 
ance-minded is the old age retirement 
provision being set up by governmental 
agencies for the people in general, said 
Mr. Lincoln. Studying these provisions, 
the average person realizes their worth 
—and also their limitations. He then 
turns to other sources to supplement 
this program with what he feels is nec- 
essary for his own situation. 

Life insurance is the safe and sure 
method of rounding out any financial 
program for one’s future. So it hardly 
requires the foreknowledge of a seer to 
predict that increasing amounts of life 
insurance are likely to be written during 
the forthcoming year. 





BUY NATIONAL OF CANADA 


A. H. Beaton Interests Sell Stock of Co. 
to H. R. Bain and Robert Fennell, K.C.; 
$55,400,000 Insurance in Force 

H. R. Bain and Robert Fennell, K.C., 
have purchased control of the National 
Life of Canada. Mr. Bain is president 
and general manager of the investment 
firm bearing his name which has been 
successful in financing Canadian mining 
developments. Holdings purchased by 
Messrs. Bain and Fennell include those 
of A. H. Beaton, president of the Na- 
tional Life, Mrs. Beaton, Dr. Albert A. 
MacDonald and the shares formerly held 
by the late Frederick Sparling, former 
managing director. ; 

The National Life was incorporated in 
1897. At the end of 1935 the company 
had total assets of $11,700,000 and total 
insurance in force of $55,400,000. 


CONTINENTAL AMERICAN GAINS 


Insurance in Force Increased 5% in 
Past Year: New Paid For Totaled 
$19,321,672, a 7% Cain 

Paid for business in the Continental 
American Life for December was $2,299,- 
457, an increase of 29% over December, 


1935. Total new business for the year 
was $19,321,672, an increase of 7% over 
1935. Insurance in force increased 5% 


during the year; now totals $116,433,002. 

The company points out that these in- 
creases in new paid business and Ordi- 
nary insurance in force took place while 
the national figures dipped downward. 
For December the Peninsula branch led 
all agencies. 

HEADS DALLAS MANAGERS 

A. A. Rowland, manager, Life Insur- 
ance Co. of Virginia, Dallas, Tex., has 
been elected president of the Dallas 
General Agents & Managers Association. 


for some purposes is separate from other prom- 
ises contained in the same agreement have no 
application here. We are concerned solely with 
the question of whether the defendant’s promise 
of disability insurance constitutes an independent 
agreement made in exchange for a separate pre- 
mium, though embodied in a policy which con- 
tains other promises. Concededly the promise 
of the disability benefits could be obtained from 
the company only as part of a policy of life 
insurance, and concededly it survives only so 
long as the policy of life insurance continues 
in ex stence. The test of the divisibility of a 
contract has been stated to be “whether the 
parties assented to all the promises as a single 
whole, so that there would have been no bargain 
whatever if any promise or set of promises were 
struck out.’’ Williston on Contracts, Section 
863. Since it is undisputed that the defendant 
would not have consented to the bargain for 
disability benefits unless it was made as part 
of a policy for life insurance, and since the 
provisions for disability benefits can survive 
only as part of the policy, it is difficult to under- 
stand how the provision for disability benefits 
can be regarded as an independent agreement 
made in exchange for an independent consider- 
ation. 

Policies of life insurance may contain different 
provisions for benefits based upon varying risks. 
The premium is always based upon a calculation 
of the anticipated cost of providing the promised 
insurance or benefits. We may reasonably as- 
sume that where one form of policy contains 
a promise of insurance or benefits which is not 
included in other forms, the premiums provided 
for the policy containing the additional promise 


would include an extra premium for the ad- 
ditional promise. even though the policy does 
not contain a statement to that effect. The 


premium fixed for a policy containing a num- 
ber of promises might thus represent the sum 
of the amounts fixed by calculation of each 
factor of cost; nevertheless all the promises 
would be given to the insured in exchange for 
the payment of the total premium. We may 
reasonably assume also that the choice of policy 
by an insured does not ignore the difference in 
the premiums demanded for each. Doubtless 
both the insured and the insurance company 
contemplates that the comparative amount of 
the premiums is the measure of the comparative 
cost of insurance. None the less when the 
divisible surplus is apportioned to all the poli- 
cies, each should receive the excess of premium 
over cost of furnishing the insurance, or, in 
other words, the amount it has contributed to 
the divisible surplus. Then a factor of risk 
and cost present in one policy and not in an- 
other may produce a great difference in the 
amount of the dividends which are apportioned 
to each and the comparative size of the premi- 
ums will have proved a faulty measure of the 
actual cost of the insurance. 

The only possible distinction between such a 
policy and the plaintiff’s policy lies in the cir- 
cumstance that the plaintiff’s policy states that 
“The total premium stated on the first page 
hereof includes an annual premium of $2-96/100 
for Disability Benefits.” This, it is said, con- 
stitutes an apportionment of the total premium 
which the policy on the first page exacts for 
the entire policy, and places upon the com- 
pany an obligation to furnish disability bene- 
fits in combination with life insurance at a 
cost to the insured of not more than $2-96/100 
in addition to the cost for the promised life 
insurance alone. In that connection, stress is 
laid upon the regulation of the Insurance De- 
partment which requires a separate statement 
of the amount of extra premium charged for 
the disability benefits, though apparently the 
parties did not consider the regulation suffi- 
ciently important to embody it in the agreed 
statement of facts. It is not clear that the 
state~ent in the policy or the regulation of the 


department has either the purpose or effect 
claimed by the plaintiff. The policy exacts a 
“total premium” for the totality of the prom- 


ises of the company, and tne statement that 
the “total” premium includes an “extra’’ pre- 
mium for disability benefits serves to inform 
the policyholder of the manner in which the 
premium is made up and the amount by which 
the premium may be decreased if the policy- 
holder desires life insurance alone. The provi- 
sions of Section 83 that the divisible surplus 
of the company must be equitably apportioned 
to each policy becomes part of every policy 
issued by the company. The premium represents 
merely the estimated cost of the policy. As the 
statement of facts shows, “The member pays 
that amount in advance but later receives back 
such excess payment, if any, as a dividend and 
this gets the insurance at actual cost.” The 
statute requires that. The policy so provides, 
and neither the insurance company, or the de- 
partment of insurance, could change that, and 
we may not assume that they have attempted to 
change that. The company has agreed to fur- 
nish life insurance combined with disability ben- 
efits for a “total” premium which includes an 
“extra premium” for the disability benefits. 
Promises and premiums are separable for some 
purposes, but the totality of the promises is 
given in exchange for the total premium. No 
promise of disability benefits alone could be 
obtained for the extra premium alone. 
insurance company must carry out the promises 
it has made. It could not exact more than the 
stipulated total premium, if that premium should 
be insufficient to meet the cost of furnishing 
the promised insurance. It must in addition 
return in the form of dividends any excess of 
the premium it may receive over that cost. It 
has done so in this case, 

We have not overlooked the tact that the 
defendant company did not determine until 1931 
that apportionment should be made in_ this 
manner, and that other companies still make 
other apportionment. The Insurance Law al- 
lows, as we have said, discretion in the man- 
ner in which apportionment may be made. So 
far as appears now, it may well be that both 
methods of apportionment lie within the range 
of that discretion. 

Tudgment should be affirmed with costs. 
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Pacific Mutual Head 
On Tour of Agencies 


HOLDING REGIONAL MEETINGS 





President Kemp and _ Vice-President 
MacEwen to Cover Entire Country 
In Trip to Last Month 


President A. N. Kemp and Vice-Presi- 
dent D. C. MacEwen of the 
Mutual Life left Los Angeles January 3 
a series of regional meetings of the 
They will 


Pacific 


for 
agency force of the company. 
be in New York January 17 after meet- 

Chicago, Cincinnati and 
While in the East the officers will 
be accompanied by Eastern Supervisor 
Rex N. Rafferty and in the West_by 
Western Supervisor Walter R. Hoefflin. 

In a statement on the outlook for the 
Pacific Mutual President Kemp said, “As 
a result of recently circularizing our 
policyholders, which included a mid-year 
balance sheet, and from a recently pub- 
lished schedule of securities in our port- 


ings in Rich- 


mond. 


folio, we have been complimented by 
business men and financiers on the 
liquidity, diversification and basic value 


of our investments. 

“The highly liquid position of the com- 
pany is indicated by the large amount of 
cash on hand. Its latest balance sheet 
showed security holdings totaling $65,- 
(00,000, of which government, state and 
municipal bonds comprise about 38%, 
public utility 27%, railroad 12%, and 
about 114% is invested in industrial and 
real estate bonds. The balance is com- 
posed of high grade preferred stocks of 
nationally known industrial and_ public 
utility companies, a small holding of 
prime guaranteed stocks and the remain- 
ing 14% in common stocks. In addition 
to cash and stocks, the company has a 
fine backlog of investments in real estate 
loans, which total over $80,000,000,” Mr. 
Kemp concluded. No estimate has been 
made of profits from increase in value of 
real estate and investment holdings over 
the price carried on company books. 


GENERAL AM. MUTUALIZATION 


In accordance with the p!ans for com- 
plete mutualization of the company the 
General American Life, St. Louis, during 
the past week made effective the retire- 
ment of all stock owned by persons 
holding lots of 100 shares or less. The 
retirement price is $60 per share and a 
total of 1078 shares were in the first lots 
retired under the mutualization plan. 
This stock was held by 144 persons. The 
company deposited about $10,000 with 
the First National Bank in St. Louis to 
the credit of stockholders who had not 
turned in their stock in response to the 
retirement call, while $54,680 was paid 
direct to stockholders who had surren- 
dered their stock. 


CONN. GEN’L LEADERS DINNER 


Forty-four winners in the Connecticut 
General Fall campaign for new business 
which took the form of a mock election 
campaign and in which over 200% of the 
quota set was achieved, attended an 
“inaugural dinner” in Hartford, January 
4, at the Wampanoag Country Club. 

President F. B. Wilde was master of 
ceremonies. Speakers included R. W. 
Huntington, chairman of the board; J. C. 
Blackall, Insurance Commissioner of 
Connecticut; R. H. Cole, winning can- 
didate for office in the campaign; F. H. 
Haviland, whose agency led all agencies 
in percentage of quota achieved, and 
H. K. Nickell of Chicago, leading indi- 
vidual producer. 





BOOKSTAVER “AGENCY MEETING 

The first 1937 agency meeting of the 
Jos. D. Bookstaver Agency, Inc., Trav- 
elers, New York City, will be held at the 
Hotel Pennsylvania Tuesday at 12:30. 
Elias Klein, manager of the agency, has 
also announced a life insurance training 
course which starts January 14 at 4 P.M. 
Classes will meet Tuesdays and Thurs- 
days until March 4. 


Otto M. Ball Becomes 
Newark General Agent 


Otto M. Ball, general agent for the 
United States Life since January, 1935, 
and manager of the life insurance de- 
partment, American International Under- 
writers Corp., Inc., has left that position 
to become the company’s general agent 
for the state of New Jersey. He is 
opening a new general agency at 786 
Broad Street, Newark. Prior to his ap- 
pointment with the U. S. Life Mr. Ball 
was a field supervisor for the Travelers 
working out of Newark. 

As announced on page 6 of this paper 
the American International Underwriters 
Corp. has transferred all of its life insur- 
ance business to the American Agency 
\ssociation, Inc., 111 John Street, New 
York. 


Offer $175 Per Share For 
Stock of Atlantic Life 


The Bankers National Investing Co. 
has deposited in a Richmond bank cash 
sufficient to pay for the entire stock of 
the Atlantic Life at $175 per share, ac- 
cording to a letter to stockholders signed 
by Edmund A. Saunders, Thomas W. 
Purcell and Andrew D. Christian, direc- 
tors of the company, who hold a pur- 
chase agreement for a substantial amount 
of the stock. Offer is made to all stock- 
holders to buy their holdings at $175 
per share. 





Philadelphia Banquet Jan. 14 


The Golden Jubilee dinner of the 
Philadelphia Association of Life Un- 
derwriters will be held at the Bellevue- 
Stratford on Thursday of next week, 
January 14 Guest speaker will be 
Thomas I. Parkinson, president, Equit- 
able Society. A. B. Levy, general agent, 


Equitable Society, is 
Philadelphia 
date was 1887. 


of the 


Organization 


president 
association. 


Metropolitan Makes Home 
Office Personnel Changes 


The following appointments have been 
announced by the Metropolitan Life: 

Harry E. Welsh and Douglas S. Craig 
have been made assistant managers of 
the Ordinary department. 

Rene H. Droz has been named man- 
ager of the Record Division to succeed 
William W. Hill, who retired December 
Ss. 

The company’s Reinsurance Division, 
formerly under the direction of Morris 
W. Torrey, third vice-president, who re- 
tired on December 24, has been trans- 
ferred to the Ordinary department and 
will be under the supervision of Douglas 
S. Craig, assistant manager of that de- 
partment. h 

John B. Northrop, assistant manager 
of the home office claim division, has 
been appointed manager of that division. 
He succeeds Edward O. Wieters, assist- 
ant secretary, who retired on December 
3] 


The home office service, maintenance 
and operation divisions which were un- 
der the supervision of John C. Knight, 
third vice-president, who retired Decem- 
ber 31, have been reassigned as follows: 
The superintendent of buildings, the en- 
gineering and electrical division and the 
supply and mail divisions will be under 
the supervision of E. O. McConahey, 
manager of home office service. The 
commissary and laundry division and the 
gymnasium will be under the supervision 
of William J. Harper, personnel officer, 
who will also maintain relations with the 
Madison Cooperative Association. A. H. 
Good has been appointed general pur- 
chasing agent for the Metropolitan and 
will supervise all purchases and equip- 
ment rentals. 





CONN. MUTUAL FLORIDA DATES 


Connecticut Mutual leaders will meet 
at Hollywood, Florida, January 11 to 14. 
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W. L. Momsen Appointed 


Assistant to McMillen 


Willard L. Momsen, who has been q 


special agent in the Clifford L. Me. 
Millen agency, Northwestern Mutual, 
New York, for the past four and a half 
years, has been appointed assistant to 
the general agent. His appointment js 
effective as of January 1. Agency of. 
fices are at 347 Madison Avenue, New 
York. 

A graduate of the University of Wis. 
consin in the class of 1929, Mr. Mom. 
sen was for three years traveling sec. 
retary for the Alpha Delta Phi frater- 
nity. In 1932 he entered life insurance 
with the Northwestern Mutual; has been 
a successful personal producer and a 
member of the company’s Marathon 


Club, writing 100 or more lives during } 


the year. 

In his new position Mr. Momsen will 
continue his personal production and 
will be in charge of the induction of 
new agents and the supervision of pro- 
duction. He addressed the company con- 
vention in New York this week; spoke 
on prospecting. 





NEW FAMILY INCOME RIDERS 





Great-West Life Adds Four New Forms 
to Usual Family Income 
Provisions 

In addition to the usual 10, 15, and 20 
year Family Income riders, the Great- 
West Life has recently added four new 
ones with periods to ages 60 and 65. Two 
of these riders provide that, no matter 
when the insured may die prior to the 
policy anniversary nearest his attain- 
ment of age 60 or 65, a monthly income 
of $10 per thousand of insurance will be 
paid. Payment extends through the en- 
tire period from death to the policy an- 
niversary nearest the date he would have 
attained age 60 or 65. 

The other two riders have been de- 
signed to fill the income needs of the 
average family man at a minimum out- 
lay. They provide that, if the insured 
should die before the policy anniversary 
nearest the date when he would have at- 


tained age 40 or 45, according to the pro- | 


visions of the contract, his beneficiary is 


to be paid a monthly income of $10 per | 


thousand of insurance for 20 years after 
the policy becomes a claim. On_ the 
other hand, if the insured should die 
after age 40 or 45, the monthly benefit 
would be paid from death until the pol- 
icy anniversary nearest his attainment 
of such age. 





A. L. BALDWIN DINNER 





Given in Honor of Retiring General 
Agent Northwestern Mutual in Wash- 
ington; Succeeded by Son 

On Saturday night last there was a 
dinner in Washington in honor of A. L. 
Baldwin, who, after thirty-two years with 
the Northwestern Mutual, is retiring as 
general agent, being succeeded by his 
son, Roger, who has been a successful 
agent and supervisor, and who at one 
time qualified for the Marathon Club. 

After paying a tribute to A. L. Bald- 
win at the Northwestern Mutual’s field 
convention this week Mr. Hill called at- 
tention to the fact that four of his five 
children are now with the Northwestern 
Mutual, and he also gave names of quite 
a number of Northwestern Mutual vet- 
erans whose sons are with the company 


as well. They include Oliver Barres, | 
Bethlehem, Pa., and Herster Barres of © 
the C. L. McMillen agency in this city, 


one of the outstanding voung agents of 
the United States. He also mentioned 
Herman Duval, for years one of the 
largest writers of the Northwestern, also 
with the McMillen agency, whose son 
Herbert is with the agency as well. 





MANAGER FOR NORTHERN LIFE 
The Northern Life of Ontario has ap- 


‘pointed Stanley Cottle, former producer 


in Winnipeg, as manager at Montreal. 
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Wants Drastic Changes 
In Social Security Act 


MORE PROTECTION AT ALL AGES 





American Association of Social Security 
Sees Inequalities; Criticizes High 
Taxation, Too 





The American Association of Social 
Security in a statement this week recom- 
mended drastic revision of the old age 
insurance scction of the Social Security 
Act. 

Main changes recommended were these: 

Reduction of the employer-employe contribu- 
tions for old- -age insurance from 6% in twelve 


years to 4% in twenty or forty years; the ad 
dition of Federal subsidies drawn from “pro- 
gressive taxation” substitution of a subsidy 


plan for easenaiieninii insurance instead of the 
present tax-offset plan, the subsidies to be drawn 
from payroll taxes as at present but also sup- 
plemented by Federal funds drawn from pro- 
gressive taxation; flat rates for contributions 
and benefits to simplify administration ; liberal- 
ization of the subsidy sections for non-contribu- 
tory pensions, child welfare and pensions to the 
blind. 

The association criticizes the old age 
plan provided in the act as inadequate 
and as “offering no security for the older 
population.” The association says that 
the Government in attempting to pay un- 
earned annuities of at least $10 a month 
to insured persons reach 65 in 1942 is 
forcing the younger workers to pay high- 
er contributions than would be needed 
for their own annuities. “Moreover, the 
reduction in national purchasing power 
brought about by these high taxes ac- 


tually intensify the forces that period- 
ically plunge the country into depres- 
sion. 


Would Broaden Financing’ Base 

The association thinks the “financing 
base” should be broadened to include a 
nahn age contribution, derived from 
progressive taxation. Provision should 
be made for annuities of $30 to $35 
monthly to all insured persons and their 
wives reaching the age of 65 by 1940 or 
1942. The deficit would be made up 
by the Federal Government. The burden 
would not be too great since the Gov- 
ernment would thereby save to a large 
extent its allotments to the state non- 
contributory pension systems which oth- 
erwise would have to supplement the in- 
surance plan for a generation. 

Continuing the statement said: 

he government contributions would enable 
a reduction of the tax load on employer and 
employe from 6 %o to 4% of payrolls. The grad- 
uated increase in the tax should be made at 
five or ten instead of three-year intervals, it was 
added. Such a plan, it was maintained, would 
enable the system to give adequate annuities to 
the older insured workers at once and eliminate 
the accumulation of a tremendous reserve with 
its attendant economic and political dangers. 





Many Improvements in New 
Provident Mutual Rate Book 


The Provident Mutual Life issued a 
new rate book on January 1 which in- 
cludes several changes as well as im- 
provements in the appearance, legibility 
and convenience of the book itself. The 
cover is of flexible leather embossed with 
the picture of a square-rigged ship under 
full sail and bearing the company name 
in gold letters. The book is slightly 
longer to permit of larger type and 
greater legibility. It combines on one 
page all the usual information needed 
for the popular plans of insurance. 

Arrangement, of the book has been 
changed. It includes five sections, each 
Separately indexed. All premiums, net 
costs and non-forfeiture values for in- 
surance are now expressed on the basis 
of $1,000 insurance. Premiums and other 
data for Providor policies for women 
have been incorporated in the book; 
cash values at maturity are included for 
both men and women. 

Individual premiums and other data for 
ages at issue from 10 to 15 inclusive are 
included. Also five year term policies 
will now be issued for ages 56 to 60 
inclusive and rates and net costs for 
these ages are given. Cash values are 
given at age 60 as well as 65. Occupa- 
tions subject to rating are given in great- 
er detail. 





Elected Vice-President 


WILLARD K. WISE 


As announced in last week’s The East- 
ern Underwriter the Provident Mutual 
Life has elected Willard K. Wise vice- 
president in charge of agencies. Affili- 
ated with the company since 1911 Mr. 
Wise has been general agent for the 
eastern Pennsylvania territory with 
headquarters at Reading, Pa. He has 
been one of the leading general agents 
of the company. 





MONDAY-NIGHTERS PASS $1,000,000 

New organization in the Ralph G. En- 
gelsman agency, Penn Mutual, New 
York, paid for $1,005,494 during 1936. 
This amount was paid for by twelve 
young men recruited during 1936; three 
of them have been in the agency less 
than three months. They are the group 
who organized themselves as The Mon- 
day-Nighters, receiving much favorable 
comment. Eric J. Wilson is production 
manager in the Engelsman agency; paid 
for $300,000 in personal business this year, 
qualifying for the company’s Quarter- 
Million Club convention. 





PAPER CHANGES FORMAT 
The Federal, weekly agency paper of 
the Federal Life, Chicago, adopted an 
entirely new format with the first issue 


in 1937. 


Campbell President Of 
Little Rock Chamber 


HAS WON MANY CIVIC HONORS 





Chairman Executive Committee Federal 
Home Loan Bank’s Board; Has Had 


Prominence in Athletics 





Gordon H. Campbell, general agent, 
Aetna Life, Little Rock, Ark., has been 
elected president of the Chamber of 
Commerce of that city for 1937. He has 
been in business in Little Rock since 
1903, and has been a great many years 
with the Aetna Life. 

Mr. Campbell lived in Illinois during 
his early life and was educated at Lake 
Forest College and the University of 
Chicago. He was captain of the Lake 
Forest football team in 1899. In 1907 
he began a career as a football official 
that has made him one of the most fa- 
miliar gridiron figures in his section of 
the country. In 1916 he won the tennis 


singles championship of Arkansas and 
the doubles with Owen Lyon in 1916 
and 1924. In 1929 he won the golf 


tournament at the annual convention of 
Aetna agents, heading a field of seventy- 
five. He is chairman of the advisory 
council of Aetna Life general agents. 
He has served ten years as a director 
of the Little Rock branch of the Federal 
Reserve Bank of St. Louis; is on the 
board of the Federal Home Loan Bank; 
and is chairman of the executive com- 
mittee of the latter board. He is a di- 
rector of the Rose City Cotton Oil Mill 
and the Roselawn Realty Co. 

The new Chamber of Commerce presi- 
dent has been active in civic affairs many 
years. In September, 1934. while the 
campaign for institution of the city man- 
ager form of government in Little Rock 
was under way he was selected as one 
of a committee of seven to draft a city 
charter in case the voters should decide 
on the change. 





WINS OHIO STATE LIFE TROPHY 

The Mansfield agency, Ohio State Life, 
of which Ralph P. Smith is manager, 
won the President’s Victory Trophy in 
the inaugural campaign put on by the 
field force in honor of the company’s 
new president, Claris Adams. The Mar- 
ion agency of the company was second; 
Pittsburgh, third; Columbus, fourth; 
Newark, fifth. 





ROBERT W. WEIR DEAD 
Robert W. Weir, for forty-two years 
with the Mutual Life of New York as 
manager of the file department, died De- 
cember 31. 
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FIND I. H. RODWELL’S BODY 





President of Rochester Association Killed 
Two Months Ago When Car Plunged 
Into Barge Canal 

Irving H. Rodwell of the New York 
Life, and president of the Rochester Life 
Underwriters Association, was killed two 
months ago when the automobile in 
which he was riding swerved from the 
road and plunged into a barge canal. His 
body missing for the past two months 
has just been found. 

Police throughout the state have been 
trying to solve the mystery of his dis- 
appearance as were two Cornell fraterni- 
ties which offered a reward for his return 
alive. He left a widow and three small 
children. 

Rodwell, 34 years old, had been miss- 
ing since November 7 when he left to 
call on two clients in Geneva, N. Y. He 
apparently was homeward bound after 
making those calls, and it is believed that 
a flat tire caused the car to swerve from 
the road and plunge into the canal. 





PROVIDENT APPOINTMENTS 

Franklin C. Morss, manager of 
agencies of the Provident Mutual, an- 
nounces the appointment of John H. 
Hartzell, Jr. as general agent for Read- 
ing and vicinity, and of Charles S. Peck 
as general agent for Allentown and vi- 
cinity. These appointments are brought 
about by the resignation of Willard K. 
Wise, former general agent for Eastern 
Pennsylvania, who has become  vice- 
president in charge of agencies for the 
company. 


AMERICAN UNITED BUSINESS 

The American United Life of Indianap- 
olis reports submitted business by its 
field force on the first day of business 
of the new year amounting to $1,480,000 
setting a new high record for the or- 
ganization, according to Harry V. Wade, 
vice-president in charge of operations. 
The United Mutual which recently 
merged with the American Central is in 
its sixtieth year. 








Equitable’ s 25 ‘Sous 
In Coverage of Group 


SPLENDID RECORD MADE IN 1936 
Total in Force of 100 Companies Gained 
$900,000,000 During Year; Some of 


Society’s Leaders 





The Group department of the Equit- 
able Society, chief of which is William 
J. Graham, vice-president, was _ estab- 
lished twenty-five years ago. During 
1936 the Society made a new high record 
for total volume Group as well as a 
new high premium record for each sub- 
division. The figures follow: 

NEW PAID-FOR GROUP INSURANCE 
CN Bin 6b ccawkdvachncieeeees $125,508,875 

and on the basis of volume credits 

adopted by the Society: 





Group Accident and Health........ 35,508,926 
Group Hospitalization. ....ccesccess 6,570,884 
Group Accidental Death and Dis- 

ed ake nen gation n ee 9,583,344 
Group Annuities..........00seeeee. 123,042,130 

Total Volume Credit............. $300,214,159 

PREMIUM INCOME 
1935 1936 

Groep Gabino vcccecses $19,243,244 $21,335,803 
Group Accident and 

RE caddud deena 2,226,244 2,648,404 
Group Hospitalization. . 41,585 82,703 
Group Accidental Death 

and Dismemberment. 137,115 226,352 
Group Annuities....... 8,149,872 11,599,261 
Total Premium Income $29,798,060 $35,892,523 


Some of the Leaders 
Agencies credited with $5,000,000 or more 
Group insurance are these: Edward A. 


Woods Co., Pittsburgh; Warren V. 
Woody, Chicago; David S. Bethune, 
Washington; L. A. Miner, New York 
City; R. Bruce Taylor, Philadelphia; 
Philip B. Hobbs, Chicago; and John 
Pasco, Raleigh-Roanoke. 

Agencies credited with $2,000,000 to 


$5,000,000 of Group insurance are these: 
Robert M. Ryan, Detroit; E. L. Carson, 
Milwaukee; Herman Moss, Cleveland ; 
Leonard a Lenz, Cleveland; Warren 
S. Parks, Rochester; Emmet J. Murphy, 
Philadelphia; Victor E. Beamer, Jack- 
sonville; A. M. Embry, Kansas City; 
Prosser & Homans, New York City; ui 3 
Howard Groves, Portland, Ore.; George 
J. Woodward, Cincinnati; Ernest M. 
Barber, Memphis; Fred S. Fern, New 
York City; William J. Pedrick & Co., 
New York City; and Edwin R. Jeter, 
Rock Hill, S. C 

Among the Group millionaires are 
John M. Pfeil, Pittsburgh; Norman C. 
Strong, New York City; Carleton Kel- 
sey, Philadelphia; Lawrence C. Woods, 
Jr., Pittsburgh; Joseph C. Buchanan, 
Philadelphia; James F. Hayes, New York 
City; Adrian G. Devine, Rochester, and 
John Tyler Glaiborne, New York City. 

The Society made its announcement 
of the Silver Jubilee Group Honor Roll 
in a very attractive brochure with a blue 
and silver cover. On Page 2 is a picture 
of Thomas I. Parkinson, president of the 
Equitable Society, and his congratula- 
tions on the performance of the Group 
Department. 

100 Companies Writing Group 

In a statement President Parkinson 
points out: 

“During 1936 the Equitable passed the 
million mark in the number of lives in- 
sured under Group life insurance poli- 
cies. At the year’s end this number had 
exceeded 1,100,000, protected by approxi- 
mately $1, 700,000,000, a gain of $170,000,- 
000 during the year. 

“Proportionate increases were regis- 
tered in the other Group coverages, all 
of which reached new high records in 
volume and in employes protected. These 


coverages eee Group accident and 
health insurance, Group accidental death 
and dismemberment insurance, and 


Group hospitalization benefits, the latest 
addition to the Group family.” 

At the end of 1936 the Group volume 
in U. S. and Canada was twelve billions 
of dollars, insuring 7,600,000 employes 
for an average of about one year’s sal- 
ary or wages. These figures represent a 
gain during the year of nine hundred 
millions in force and about 600,000 of 


employes covered. 














Penn Mutual Appoints Two 
General Agents in West 


The Penn Mutual Life has established 
two new general agencies. Henry J. 
Casperson has been appointed general 
agent at Wausau, Wis., and H. J. Gil- 
- rtson is named general agent at Fargo, 

D. Each appointment is a promotion 
2 a Penn Mutual representative. 

Mr. Casperson joined the Penn Mu- 
tual at Denver in 1932. After having 
made an excellent record, he was trans- 
ferred to the Cleveland agency and sent 
to its Youngstown, O., office to build 
a unit. In its first seventeen months the 
unit paid for a million of business on 
about 400 lives. Last Spring he was 
brought to Cleveland, with the title of 
sales production manager, and given su- 
pervision of the Cleveland, Lakewood, 
Canton and Akron units, in addition to 
retaining direction of the Youngstown 
organization. 

Mr. Gilbertson joined the Penn Mutual 
in September, 1934, with headquarters at 
Fargo, his territory including North 
Dakota and the western part of Minne- 


sota. He entered the business in Feb- 
ruary, 1924; was field assistant and dis- 
trict manager of North Dakota. In 


the six years of that service he in- 
creased his district’s quota from $750,- 
000 to $2,500,000, while continuing to be 
a large personal producer. For several 
years he has been a prominent figure 
in the local and state life underwriters 
associations of North and South Dakota. 





POLICY LIENS REDUCED 

On December 31 the General Amer- 
ican Life reduced liens on certain poli- 
cies of the Missouri State Life by $5,- 
000,000. The reduction amounts to $20 
on each $100 of lien still in effect and 
brings the total of such liens still out- 
standing to $16,000,000 which is half of 
the original amount. The General Amer- 
ican took over the Missouri State Life 
in September, 1933. 


J. HARRY WOOD SPEAKER 

The Life Underwriters Association of 
Northern New Jersey will hold a lunch- 
eon meeting Monday at the Newark 
Athletic Club. J. Harry Wood, agency 
controller, John Hancock, will be guest 
speaker. 





Lincoln National To Hold 


General Agents Conference 

The Lincoln National Life will hold its 
general agents’ conference at the Edge- 
water Beach Hotel, Chicago, on January 
11, 12 and 13. General agents and their 
assistants from seventy branch offices 
representing the company from coast to 
coast will be present. 

Among the home office executives at 
the meeting will be A. J. McAndless, 
executive vice-president; A. L. Dern, 
vice-president and director of agencies; 
C. F. Cross, second vice-president and 
manager of agencies; Dr. E. Thorn- 
ton, second vice- -president and medical 
director; W. T. Plogsterth, director of 
field service; J. J. Klingenberger, agency 


secretary ; Ww. A. Jenkins, underwriting 
secretary; D. B. Semans, chief under- 
writer; F. W. Gale, J. P. Carroll and 


A. H. Hammond, superintendents of 
agencies; W. C. Brudi, agency auditor; 
and A. C. Fishack, contract supervisor. 

Vice-President Dern will preside at 
the meeting. John Marshall Holcombe 
and John H. Jamieson of the Life In- 
surance Sales Research Bureau will con- 
duct some of the educational part of the 
sessions. Demonstrations by O. D. Doug- 
las, Texas state general agent, and his 
associate general agent, J. L. Lawrence, 
and by J. S. Braunig, general agent, St. 
Louis, will show how Lincoln National 
Life representatives are selected and 
schooled. 





3,333 APPS IN DECEMBER 

December was the third largest month 
in the history of the New England Mu- 
tual Life in received business. There 
were 3,333 applications for a total of $20,- 
718,388 as against $17,895,860 for Decem- 
ber, 1935. This was an average of 128 
applications per business day. Average 
amount per application was $6,216, the 
largest average since December, 1932, 
when it was $6,761. 





MILLS TALKS ABOUT L.A.A. 

Bert N. Mills, secretary, Bankers Life 
Co., outlined the history, purposes and 
aims of the Life Advertisers Associa- 
tion in an address recently before the 
Des Moines Association of Life Under- 
writers. 
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THe UNITED STATES LIFE 
INSURANCE COMPANY 


In the City of New York 


Announces Its Appointment 


of 


THOMAS J. HOGAN, Ine. 


90 JOHN STREET 


as its 


GENERAL AGENTS 
In New York City and Vicinity 


The Life Insurance Department of Thomas J. Hogan, Inc. will be under the 
Agents and brokers will find the special 
S. Life in both the domestic and foreign fields conveniently 
available through a General Agency. 


New York City 
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A. L.C. anes List 
Of Vice-Presidents 


REPRESENT VARIOUS STATES 





Act as Observers and Contact Men t 
Follow State and Federal 


Legislation 





The American Life Convention has 
announced the list of state vice- ~presi- 
dents selected at the Dallas meeting. 
This group of men representing thirty. 
seven states and three provinces of 
Canada serve as observers and contact 
men for the convention in legislative 
and other major administrative matters, 

The increasing demand in_ varioys 
states for greater revenue to meet the 
high level of regular and extraordinary 
expenditures, matters of social security, 
other socialogical and economic legisla- 
tive proposals expected to come before 
both state and Federal legislatures this 
year makes the need for wise counsel 
in 1937 more pressing than ever. The 
list of company presidents, vice-presi- 
ons and general counsel announced by 

A. Phillips, president American Life 
Ee is this: 


List of State Vice-Presidents, A.L.C. 


Clabaugh, president, Pro. 
Birmingham; California—F, YJ. 
West Coast Life, San 
Daly, presi- 
Connecticut—Wil. 
and general coun 


Alabama—Sam F. 
Life, 
Keesling, vice-president, 
Francisco; Colorado—Clarence J. 
dent, Capitol Life, Denver; 
liam BroSmith, vice-president 
sel, Travelers, Hartford; 
William Montgomery, president, 
Florida—Sumter L. 

Gulf Life, Jacksonville; Ilinois— 
Henry Abels, vice-president, Franklin Life, In- 
dianapolis; Indiana—Robert E. Sweeney, presi 
dent, State Life, Indianapolis; 
Hoffman, president, Yeomen 
Moines. 

Kansas—Frank B. Jacobshagen, 
Farmers & Bankers Life, Wichita; 
I. Smith Homans, vice-president and actuary, 
Commonwealth Life, Louisville; Louisiana—E. 
J. McGivney, vice-president and general coun- 
Pan-American, New Orleans; Maryland— 
Joshua N. Warfield, president, Eureka-Maryland, 
Baltimore; Massachusetts—Francis PP. _ Sears, 
president, Columbian National, Boston; Michi- 
gan—Wilbur Brucker, vice-president and coun- 
sel, American Life, Detroit; Minnesota—E. A. 
Roberts, vice-president and general counsel, 
Minnesota Mutual, St. Paul; Mississippi—W 
Wells, vice-president and general coun- 
Lamar Life, Jackson; Missouri—Daniel 
Boone, president, Midland Life, Kansas City. 

Montana—Carl Rasch, president, Montana 
Life, Helena; Nebraska—C. Petrus Peterson, 
general counsel, Bankers Life, Lincoln; New 
Hampshire—John V. Hanna, president and actu 
ary, United Life & Accident, Concord; New 
Jersey—Ralph R. Lounsbury, president, Bank- 
ers National Life, Montclair; New York—James 
A McLain, vice-president, Guardian Life of 
America, New York; North Carolina—Laurence 
F, Lee, president, Occidental Life, Raleigh; 
North Dakota—F. L. Conklin, secretary, Provi 
dent Life, Bismarck; Ohio—Francis J. 
general counsel, Midland Mutual Life, 
bus; Oklahoma—Joe Morse, president, 
State Life, Oklahoma City. 

Oregon—W. C. Schuppel, 
dent, Oregon Mutual, Portland; Pennsylvania— 
Clifton Maloney, Philadelphia Life, 
Philadelphia; South Carolina—W. Frank Hipp, 
president, Southeastern Life, South 
Dakota—F. L. Bramble, secretary, Midland Ne 
tional, Watertown; Tennessee—A. M. Burton, 
president, Life & Casualty, Nashville; Texas— 
C. F. O'Donnell, president and general counsel, 
Southwestern Life, Dallas; Utah—George J]. 
Cannon, executive vice-president, Beneficial Life, 
Salt Lake City. 

Virginia—E, Lee Trinkle, president, Shenat 
doah Life, Roanoke; Washington—Arthur P. 
Johnson, vice-president, Northern Life, Seattle; 
West Virginia—Ernest C. 
George Washington Life, Charleston; Wisconsit 
—N. J. Frey, president, Wisconsin Life, Madi 
son; Ontario—A. N. Mitchell, vice-president ané 
general manager, Canada Life, Toronto; Quebet 
—A. B. Wood, president, Sun Life Assurant 
Co., Montreal; Manitoha—H. W. Manning, 
sistant general manager, Great-West Life, Wit 
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Northwestern N ational 
Shows Gains in 1936 


IN FORCE INCREASES $16,100,410 





New Business Totaled $70,127,325; As- 
sets Ahead by $5,317,527; O. J. 
Arnold Statement 





The Northwestern National Life of 
Minneapolis showed a gain in insurance 
in force of $16,100,410 during 1936 to 
bring the total in force to $394,639,015 at 
the close of business December 31, 1936. 
Admitted assets gained $5,317,527 to a 
total of $60,047,054. Paid for new busi- 
ness for the year totaled $70,127,325. 
Premium income increased from $10,- 
423.828 in 1935 to $10,801,160 in 1936; to- 
tal income expanded from $13,963,871 to 
$14,443,302, the report shows. 

Substantially improved collections and 
further gains in the first-year renewal 
ratio were features of 1936, and con- 
tributed to the company’s showing, ac- 
cording to O. J. Arnold, president. The 
Social Security Act will greatly increase 
the urge, and the market, for life insur- 
ance, in Mr. Arnold’s opinion, and makes 
the future still brighter for insurance 
sales. 

The most noteworthy change in the 
company’s investment portfolio occurred 
in its holdings of public utility securities, 
which have more than doubled in the 
past year, increasing from $3,760,048 as 
of the end of 1935, to $9,488,544 as of 
December 31, 1936. At the same time 
holdings of U. S. Government securities 
and fully guaranteed bonds of govern- 
ment agencies increased from $15,664,973 
to $16,961,372. First mortgage loans de- 
creased from $5,210,288 a year ago, to 
$4,726,046 at the end of 1936. The great- 
est reduction in this item occurred in 
holdings of farm mortgages. 

Real estate owned, including the home 
office building, stood at $2,788,626 com- 
pared with $2,678,146 at the end of 1935, 
an increase of $110,480, but a decrease 
from 4.9% of total assets to 4.7%. A 
substantial increase is reported by the 
company in the number of farms sold 
under option during 1936, but still in- 
cluded under “Real Estate Owned” until 
the transactions are completed. 

Reduction of the cash item from 
$3,909,652 a year ago to $2,737,350 as of 
December 31, 1936, was considered grati- 
fying, and a reflection of a somewhat 
improved investment market during the 
past twelve months. Contingency re- 
serves and surplus, excluding asset fluc- 
tuation reserves, increased during the 
year from $5,069,579 to $5,441,364. 





BRAGG SCHOOL FOR BROKERS 





Second Annual Sales Course Starts To- 
day for Independent Brokers on Life 
Insurance Selling 
The Bragg agency, Guardian Life, New 
York, at 50 Union Square, is starting its 
second annual life insurance course for 
the exclusive benefit of independent 

brokers this afternoon at 5:15 P.M. 

The course will consist of ten lectures 
by James Elton Bragg, manager of the 
agency. Mr. Bragg is a C.L.U. and a 
member of the lecture staff of New York 
University. The course will cover the 
essential features of life insurance and 
will place particular emphasis on modern 
sales methods. 


GIRARD LIFE 1937 CALENDAR 

Girard Life Insurance Company’s 1937 
calendar is devoted to a study of the 
life and times of Stephen Girard, It 
parallels the Girard Life trade journal 
advertising published throughout the 
year 1936 and sets forth by picture and 
copy twelve highlights in the life of this 
great patriot which best emphasize his 
nobility of character and fineness of pur- 
pose. The calendar is the first step in 
the 1937 advertising program. 








ADMITTED TO MICHIGAN 
The Expressman’s Mutual Life of New 
York has been admitted to Michigan to 
aoe life insurance on a legal reserve 
asis. 





Estimates Insurance Co.’s 
Paid $3,000,000,000 in 1936 


Early figures show that insurance com- 
panies of all classes paid out three bil- 
lion dollars in benefits to policyholders 
and beneficiaries during 1936, according 
to B. D. Flynn, vice-president and actu- 
ary, Travelers. 

For every five dollars paid out under 
policies insuring persons, only one dollar 
was paid out under policies covering 
property. Before the depression, less 
than ten years ago, only two dollars was 
paid under contracts covering human be- 
ings to each dollar paid for property 
losses. The big shift is due partly to 
the growth of life and accident insur- 
ance, partly to the shrinkage in property 
values, partly to a reduction in the num- 
ber of fires, and partly to numerous 
other but lesser factors. 

Life insurance benefits accounted for 
two-thirds of the total paid out under all 
forms. The continued frequency of au- 
tomobile accidents resulted in a larger 
amount being paid under automobile pol- 
icies than under either personal accident 
or workmen’s compensation contracts. 


INSURANCE IN FORCE GAINS 

The Southwestern Life which confines 
its business to the State of Texas has 
passed $300,000,000 of insurance in force. 





Roy L. Davis Appointed 
In Illinois Department 


NAMED ASSISTANT DIRECTOR 





In Insurance Business Twelve Years; 
Has Devoted Much Time as an 


Instructor in Colleges 





Roy L. Davis of Evanston, IIl., who 
has been engaged in the insurance busi- 
ness for the past twelve years, has been 
appointed assistant director of the IIli- 
nois Department of Insurance by Gov- 
ernor Henry Horner. 

Mr. Davis is recognized as a teacher, 
writer and lecturer on insurance topics. 
In 1933 he was president of the Chicago 
Association of Life Underwriters. For 
a number of years he was director of 
sales training for the Continental Assur- 
ance Co., Chicago. As manager of the 
Durham Agency and as an insurance 
broker he became thoroughly familiar 
with other branches of the business. 

Since 1930 he has had charge of a 
course in the psychology of life insur- 
ance at Northwestern University; has 
also been an instructor at the Univer- 
sity of Pittsburgh, the Y. M. C. A. 
School of Commerce and the Rockwell 
School of Life Insurance. 

His own educational training includes 


Great-West Life Appoints 
Managers in North Dakota 


The Great-West Life has appointed 
J. S. Hatcher, the surviving partner of 
Hatcher Bros., and H. O. Anderson, for- 
merly district manager for the company 
at Detroit Lakes, Minn., to act jointly as 
branch managers for the State of North 
Dakota. The change was made neces- 
sary by the recent death of R. E. Hatch- 
er, former partner in Hatcher Brothers 
State Agency, which represented the 
Great-West Life in North Dakota for 
the past twenty-five years. 

Mr. Hatcher will have charge of the 
office at Grand Forks as in the past 
Mr. Anderson will be in charge at Fargo. 





a B.A. and M.A. degree from Ilkinois 
Wesleyan University; a Master of Arts 
degree earned as a graduate Fellow from 
the University of Illinois in 1917, and a 
Ph.D. from New York University where 
he was an instructor in the School of 
Commerce from 1919 to 1921. During 
the war Mr. Davis was a first lieutenant 
in the air service. His civic activities 
have been varied and valuable to his 
home city of Evanston. 


JOHN W. MAXWELL DIES 
John W. Maxwell, manager, Metropoli- 
tan Life, Bristol, Conn., died January 1. 
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ELIZUR WRIGHT'S LIFE 


New Book Written by Two Members of Family; Vivid Account 
of Teacher and Editor Who Became Father of State 


Insurance Supervision 


At last a book has been written about 
Elizur Wright, “father of insurance su- 
pervision,” and it not only gives a fine 
picture of the man but explains why he 
took so much interest in wanting to make 


life insurance safe. He died fifty years 
ago. The volume, bearing the title 
“Elizur Wright, the Father of Life In- 


surance,” is written by Philip G. Wright, 
a grandson, and Elizabeth Q. Wright of 
St. Paul. The biographers express thanks 
to Mrs. Samuel B. Tay, only surviving 
daughter of Elizur Wright; to Thomas 
P. Martin, acting head of the division of 
manuscripts, Library of Congress, and to 
Glover S. Hastings, New England Mu- 
tual Life, long a student and researcher 
of Elizur Wright memoranda. The 
book is published by the University of 
Chicago Press. 

The Wright family came from Eng- 
land and settled in South Canaan, Conn. 
The father of the man who made such a 
reputation in insurance was a Yale 
graduate with a passion for mathematics. 
The mother came of a line of sea cap- 
tains. 

Became School Teacher and Editor 


Elizur was graduated from Yale, be- 
came a student of theology, went into 
missionary work in western Pennsylvan- 
ia, and then became a professor of math- 
ematics and natural philosophy at West- 
ern Reserve College. His salary as in- 
structor was $480 a year. It was not 
long before he became interested in so- 
cieties and publications against slavery 
and in 1833 he resigned from the college 
in order to devote all of his time to the 
abolition movement. Made secretary of 
the New York Anti-Slavery Society he 
became a close associate of William 
Lloyd Garrison. A caustic and powerful 
writer his articles against slavery brought 
Elizur Wright into newspaper work. He 
was editor of Anti-Slavery Reporter and 
then of Anti-Slavery Record; next of the 
Massachusetts Abolitionist. Getting out 
of that job he became a book publisher, 
translating Fables of La Fontaine. About 
this time he made his important visit to 
England and then began the publication 
of a daily newspaper called The Chrono- 
type. Eventually he became an insurance 
commissioner of Massachusetts. 

While editor of the Chronotype, Mr. 
Wright devoted considerable space in his 
paper to insurance, explaining its math- 
ematical basis and attacking abuses. He 
had made a trip to England where at the 
time he saw many life insurance abuses 
and loss of public confidence in the insti- 
tution. The particular matter which re- 
ceived the most attention in this country 
at the time was that of accepting notes 
from the insured in lieu of cash. He at- 
tacked this policy in a series of articles 
in his usual vigorous style, pointing out 
that it would inevitably bring disaster 
to the company and injury to policy- 
holders of long standing. He based his 
attacks on the representations made by 
agents in soliciting patronage. His edi- 
torials were so vigorous that they finally 
brought forth a communication from the 
president of the company in which at- 
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tention was called to a clause in the con- 
tract providing for assessments on the 
premium notes to an extent which would 
permit the company to continue in busi- 
ness indefinitely, and thereby covering 
in part Mr. W right’ s objections. Appar- 
ently agents, in soliciting patronage, had 
been careful to say nothing about this 
clause. 

While admitting that, with the assess- 
ment clause, the company could remain 
solvent, he still disapproved of the prac- 
tice as against the best interests of pol- 
icyholders. It is fair to the company to 
state that, becoming convinced of the 
correctness of his views, they later mod- 
ified their practice. 


Begins Work For Life Companies 


Soon after the discontinuance of the 
Chronotype, Mr. Wright undertook a 
piece of work which led to his making 
life insurance, from that time on, the 
principal business of his life. He was 
now ready to take up work for which 
President Phillips of the New England 
Mutual had engaged him in 1844. A con- 
tract was arranged between Elizur 
Wright and six life insurance companies, 
of which the New England Mutual was 
one, in accordance with which he was to 
prepare net valuation tables for the use 
of the subscribing companies. With the 
aid of his older children he completed 
this monumental work, which won for 
him the title the “Father of Life Insur- 
ance” in a little over a year. The tables 
showed for 268 different kinds of poli- 
cies the reserve which the company 
should hold at the end of each year from 
the age of insurance to the te rmination 
of the policy. It was completed in 1853. 
Ten hand-written copies were prepared, 
and six were delivered to the subscribing 
companies. The companies receiving cop- 
ies, besides the New England Mutual, 
were the Mutual Benefit, Connecticut 
Mutual, The United States Life, the 
Charter Oak, and the Union Mutual of 


Augusta, Maine. To remunerate him for 
his labor Mr. Wright received $2,200 
from the subscribing companies. The 


tables were afterward printed in book 
form. The title-page of the second edi- 
tion of this epoch-making work bears 
the inscription: 
Valuation Tables 
on the 
“Combined Experience,” 


or 
“Actuaries’ ” 
Rate of Mortality 
Second Edition, Revised and Enlarged 


By Elizur Wright 


W right t& Potter, Printers, 
9 Milk Street 
(Coonan of Federal Street) 
1 


8 


Boston: 


Mathematical Formulae 

This volume contains a preface in 
which mathematical formulae was worked 
out and explained for single and annual 
premiums, the reserve, and the insurance 
value on different types of policies with 
a discussion of assessment of expenses 
and surrender value. The body of the 
book, containing 203 pages, is devoted to 
tables, showing the reserve that should 
be held by the company at the end of 
each year during the life of the policy 


for the various kinds of policies dis- 
cussed, and other values of fundamental 
importance for the computation of pre- 
mium, reserve and insurance value for 
any kind of policy. A single page in- 
volved from eight hundred to over a 
thousand separate computations that is 
some two hundred thousand computa- 
tions for the whole book. As just stated, 
this work was performed by Elizur 
Wright and his older children in a little 
over a year. 
Active in Legislation For State 
Supervision 

The first objective in the campaign for 
insurance reform was now accomplished. 
There was henceforth no excuse for in- 
solvency. A company having the net 
valuation tables and maintaining the re- 
serves specified therein was sound. This 
was good as far as it went, but it did not 
go far enough. In a matter of such 
enormous consequence to the public, es- 
pecially to the most helpless classes of 
the public, Mr. Wright did not propose 
that it should be left to the option of the 
companies whether they remained solv- 
ent or not. He, therefore, proceeded 
toward his second objective—to secure 
legislation which would compel the com- 
panies to maintain an adequate reserve. 
He determined to bring every company 
chartered by Massachusetts under state 
supervision and required to make de- 
tailed reports to the state showing that 
it was maintaining the necessary reserve. 
In 1854 he drafted a bill to this effect, 
but it was defeated. For the next four 
years he haunted the state house “lob- 
bying for the widow and orphan.” Re- 
buff and ridicule affected him not in the 
least. At last in 1858 his persistence was 
rewarded. His bill, though in emasculat- 
ed form, became law. It provided for 
state supervision, but still left the main- 
tenance of the reserve optional. It was, 
however, an entering wedge. His full ob- 
jective, so far as soundness was con- 
cerned, was attained three years later, in 
1861, when the net valuation of a com- 
pany’s outstanding policies was first made 
a legal liability against the company. 

“The final passage of the bill was dra- 
matic. It was the last day of the ses- 
sion,” say the authors of the book. 
“Among the converts to Wright’s ideas 
was Senator Fabens. One of the sena- 
tors, turning to him, said, ‘Fabens, you 
have asked nothing during the session. 
What can we do for you?’ And the 
Senate pledged itself to vote for any- 
thing he should ask. ‘Pass Wright’s in- 
surance bill,’ he answered without hesi- 
tation. It was done, and Mr. Wright, 
who was watching the proceedings, fol- 
lowed the bill to the House, where it also 
was rushed through, and then to the 
Governor’s office, where he waited until 
it was signed.” 

Insurance Commission Created 

So the bill became law. The next 
question was how to enforce it. The 
state, in 1855, had created an insurance 
commission of three commissioners. The 
act of 1858 had changed the number of 
commissioners to two and placed the en- 
forcement of the law in their hands. All 
depended on who headed the commission. 
Governor Banks had his political favor- 
ites, but they refused to take office. “No 
one could understand or enforce the act,” 
they said, “but Wright himself.” So 
Elizur Wright was appointed one of two 
commissioners. The other commissioner 
was George W. Sargent. Mr. Wright, 
however, was the active head. Because 
of his mathematical grasp of the subject 
and his fiery zeal for reform the great 
work of the commission, without any 
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reflection on his associate, may fairly be 
attributed to him. 

For him, however, the office was an 
opportunity for work and for bringing 
to fruition his ideas of reform in life 
insurance practice. He continued as 
commissioner until 1867. His rigorous en. 
forcement of the law offended the off- 
cers of some companies, and in that year 
they succeeded through political pull in 
causing his removal from office. During 
his eight years’ tenure he took the dy- 
ties of his office very seriously. He re- 
fused to accept with perfunctory com- 
plaisance the reports which the compan- 
ies submitted. He scrutinized in detail 
all the activities of every company doing 
business in Massachusetts. He required 
them to answer explicitly all questions 
pertinent to their soundness and _ fair 
dealing—questions with respect to income 
disbursements, assets, investments, sal- 
aries, commissions. “How about surplus 
—do you retain it or return it to your 
policyholders?” He kept a record of 
every policy of every company doing bus- 
iness in Massachusetts. In this record, 
called the Life Insurance Register, was 
to be found the number of each policy, 
the premium paid, and the reserve. He 
invited policyholders to visit him, and 
they did so. Referring to his register, 
he was able to tell any policyholder who 
presented himself to what extent, if any, 
he was being swindled, how much he 
would lose by dropping his policy and 


what cash surrender value the company 
in equity ought to pay. He is said to 
have made in one year the incredible 


number of two hundred and fifty thon- 
sand calculations. To aid him in this 
work he invented a machine for multi- 
plying and dividing which he called the 
“arithmeter.” 


Took Initiative in Reform 


He did not wait for formal complaints 
but took the initiative. He examined the 
companies’ reports and acquainted the 
public with his findings, mentioning the 
companies by name. Of the John Han- 
cock Company he said that he “did not 
like the investments”; of .the Equitable, 
“Its surplus seems to belong to the pol- 
icvholders.” If he found one company 
treating its policyholders unfairly with 
respect to the surrender value of their 
policies, if he found another spendine 
too much money, if (as was the case with 
another company) he found that stock- 
holders had paid for their stock by “bor- 
rowing” from surplus, he published the 
fact, giving the name of the company. 
Naturally the companies did not like th's 
treatment. They called it brutal. “PRos-- 
water is good,” he said, “but it never 
built pyramids or machine shops.” 








He drove fourteen dishonest compan‘es | 


out of Massachusetts. The case which 
was the most trying test of his official 
integrity was that of the American Mu- 
tual of New Haven. Of this company 
the Yale scientist, Benjamin Silliman, 
was president. Silliman had _— been 
Wricht’s instructor in natural philosophy 
in his student days at Yale and was 
much revered. The active manager, how- 
ever, was Benjamin Noyes, Silliman’s 
son-in-law. Wright found that the com- 
pany was spending fifty cents on every 
dollar “in expenses,” that it had impaired 
its reserves, that many of its published 
statements were absolutely false, and 


that it insured everybody irrespective of 
He threw the company out of 
(Continued on Next Page) 


health. 
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E. J. Clark Forty Years 


State Agent at Baltimore 


Ernest J. Clark has been forty years 
as state agent at Baltimore for the John 
Hancock Mutual Life. An anniversary 
banquet held January 2 at the Hotel 
Belvedere, Baltimore, was attended by 
President Guy W. Cox, Agency Comp- 
troller J. Harry Wood and General 
Agents Paul F. Clark of Boston and 
Arthur W. Defenderfer of Washington, 
D. C., as well as members of the Balti- 
more agency. ; 

Mr. Clark has spent nearly all of his 
business life in the life insurance busi- 
ness. In 1894 he entered the employ of 
the John Hancock as superintendent of 
agents for Ohio and West Virginia and 
three years later was appointed to the 
post he has held ever since, state agent 
at Baltimore for Maryland and the Dis- 
trict of Columbia. At the banquet Presi- 
dent Cox said of him: “He is much more 
than a state agent of the John Hancock. 
He belongs to his profession as well as 
to his company.” 

He has been prominent in the work 
of the National Association of Life Un- 
derwriters of which he was president in 
1913 and 1914, and with the late Edward 
A. Woods and Dr. S. S. Huebner, was 
instrumental in the formation of the 
American College of Life Underwriters 
which he served as president from 1928 
to 1934, when he became chairman of 
the board. At his suggestion and through 
his influence Dr. Huebner wrote his first 
textbook on life insurance. 





ACACIA LIFE HITS NEW HIGH 

A new all time high of life insurance 
in force was set by the Acacia Mutual 
Life in 1936. Insurance in force now 
exceeds $364,800,000, a net increase of 
more than $12,700,000 for the year. Pre- 
liminary figures show new paid for in- 
surance amounted to more than $38,- 
(00,000. Amount paid in death benefits 
and to living policyholders was more 
than $5,600,000. Assets have increased 
by about $6,000,000, to more than $66,- 
000,000—a climb cf 95% since 1929. 





METZGER BUFFALO MANAGER 


The Equitable Society has appointed 
Clarence B. Metzger agency manager at 
Buffalo. Mr. Metzger has been with the 
E. A. Woods Agency, Pittsburgh, for 
twelve years, lately as superintendent. 
He has become widely known for his re- 
search work in organization and plan- 
ning and has been a frequent speaker at 
insurance meetings. 





DINNER TO “BUD” CARROLL 


Arthur P. Carroll, who has been as- 
sistant manager and Group supervisor, 
Prosser and Homans agency, Equitable 
Society, New York, will be given a fare- 
well dinner by members of the agency 
force at the Hotel New Yorker Tuesday 
evening. After six years with the agency 
he is leaving to enter the Group division 
of the home office. 





SUN LIFE MANAGER DIES 
John Clarke Stanton, manager, Mon- 
treal division of the Sun Life, died De- 
cember 25. He was 84. 


Elizur Wright 


(Continued from Page 14) 


Massachusetts and advised the American 
public to have nothing to do with it. 
After Leaving Office 

Upon leaving the office of insurance 
commissioner in 1867 Mr. Wright became 
actuary of the John Hancock and the 
Travelers, and consulting actuary of the 
New England Mutual, Northwestern Mu- 
tual, Penn Mutual, National Life of 
Vermont, Provident Life & Trust and 
Pacific Mutual. His salary as insur- 
ance commissioner was $1,500 a year. 

1s Income the first year after ceasing to 


be commissioner was $12,000. He died 
in 1885. 





Fraser Agency Staff Meets; 
Discusses Plans for 1937 


J. M. Fraser, general agent, Connecti- 
cut Mutual, New York, gave a luncheon 
to members of the agency staff at the 
Bankers Club on January 4 to review 


1936 business and to discuss plans for 
1937. George F. B. Smith, assistant sup- 
erintendent of agencies, was present 
from the home office. 


Stressing the importance of continu- 
ally adding new organization, Mr. Fraser 
reported that $1,240,000 was from that 
source in 1936. The agency objective for 
1937 is $15,000,000 paid for. Mr. Fraser 
commented on the value of the Social 
Security Act to the life insurance man; 
mentioned the indications for good busi- 
ness in 1937, and complimented the agen- 
cy on the submitted business for Decem- 
ber which was $1,878,416. 

James F. Toomey, associate general 
agent, discussed the importance of prop- 
er attention to the mechanics of a case 
and mentioned that the road to success 
in any organization rests on complete 
and cordial cooperation between the 
cashiers’ department, as the inside work- 
ing force, and the supervisors, as the 
outside working force. 

H. J. Ransom, associate general agent, 
spoke of the importance to a supervisor 
of a proper sales technique, stressing in 
his talk various attributes of a successful 
salesman and the importance of avoiding 
competitive sales methods lest they be 
construed by the layman as a criticism 
of life insurance itself. 













Hartford, Connecticut.” 


Sues Former Pacific Mutual 
Heads to Recover Dividends 


Suit has been filed in Los Angeles 
court by Insurance Commissioner Samuel 
L. Carpenter, Jr., of California as con- 
servator for Pacific Mutual Life to re- 


cover $990,990 dividends from certain 
former officers of the old company it 
is charged were illegally paid. Those 
named in the action are George I. Coch- 
ran, W. H. Davis, D. E. C. Moore, Wes- 
ley C. Green, Delancey Lewis and S. F. 
McClung. The dividends involved were 
paid at five periods in 1934 and 1935. 

Commissioner Carpenter explained that 
the suit was filed because the statute of 
limitations was about to expire. The 
complaint recites that the dividends were 
not from earned surplus or net profit 
but were “a division and withdrawal of a 
part of the capital” and defendants 
knew, or should have known, such was 
the fact. ; 


“UNUSUAL OPPORTUNITY 


District Manager wanted for New Haven, Connecticut. 
Five millions of business in force. Company in continuous 
operation in County and State for over 90 years. A real 
opportunity for a seasoned man of vision and ambition. 
Reply by letter only giving complete history and produc- 
tion record for 5 years. 
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STATISTIC 


A figure sleuth has discovered that the average length 
of service of Mutual Benefit men (excluding new 
men) who attended the 1936 Agents’ Convention was 
something over thirteen years. An analysis of the 
“composite man” of this group shows that he began 
his service shortly after the post war depression, made 
“good money” during the boom, had to scratch like the 
dickens for his commissions during the Great Depres- 
sion, and, still working hard, is getting better results 
for his efforts in 1936. His thirteen-year service record 
is at once a tribute to his ability and industry and to 
the Company with which he is associated. 
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Manager Robert Kruh 
Now A General Agent 


Robert Kruh, who has been manager 
of the Herald Square Branch, Conti- 
nental American, was appointed general 
agent of the company on January 1. The 
office at 1350 Broadway will be con- 
tinued as the Robert Kruh agency. Jules 
Anzel, appointed assistant manager in 
October, will continue as associate gen- 
eral agent. 

After five years as a leading producer 
and unit manager with the Equitable 
Society in New York, Mr. Kruh joined 
the Continental American as assistant 
manager, Moskowitz-Ainbinder agency, 
Newark. In 1934 Mr. Kruh was appointed 
manager in an agency started from 
scratch in Brooklyn. The agency was 
transferred to the Herald Square Build- 
ing, New York, on May 1, 1936. The 
agency led a production contest just 
finished in the company, exceeding its 
quota by 274%. 





Continental American Shows 


Excellent Financial Gains 


The annual statement of the Conti- 
nental American of Wilmington, Del., 
for the past year shows increases in all 
departments of the company’s business, 
insurance in force, new insurance, sur- 
plus, with a gain in assets of nearly 
9% for the year. The company has the 
exceptional ratio of assets to liabilities 
of 11% in excess of reserves and all 
other liabilities giving policyholders a 
margin of safety over legal reserve ap- 
proximately double the extra margin 
usually considered sufficient. 

During the seven year period since 
1929 the assets of the Continental Amer- 
ican increased 59%, insurance in force 
26%, payments to policyholders gained 
78% and new insurance for the past year 
was 22% greater than in 1929. New 
insurance written last year was 68% 
greater than in 1935 and insurance in 
force gained 4.8%. The company has 
a high average policy, $5,443 and 8% 
of its new business for the year was in 
policies of $5,000 or more. 

Total assets at the close of the year 
were $19,535,518, an increase of $1,579,- 
628 or nearly 9%. Assets are exception- 
ally diversified, amply liquid and con- 
servatively valued. The company has not 
capitalized unpaid interest or foreclosure 
costs on real estate and the property 
owned has been written down to a book 
value of only 75% of the unpaid prin- 
cipal of mortgages held. New investments 
during the year were made at the satis- 
factory gross yield of 4.19%, about 45% 
being mortgages and 55% bonds. 





BERKSHIRE’S FAMILY PLAN 

The Berkshire Life, Pittsfield, Mass., 
announces the release of a new policy, 
the Berkshire Family Protection Plan. 
This policy is designed especially to ful- 
fill with certainty the necessary require- 
ments of financial security for the fam- 
ily should the salary of the father be 
permanently stopped. 





DAVID T. JOHNS DEAD 
David T. Johns, general agent at Los 
Angeles for the Pacific Mutual Life, died 
December 26, at the National Military 
Hospital after a brief illness. 
42 years of age. 


He was 
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CASH AND LOAN PRIVILEGES 
From more than one source the sug- 
vestion has been made that the right of 
a life insurance policyholder to loan and 
cash values should be limited. Director 
of Insurance Palmer of Illinois went 
further in a recent address when he 
proposed that insurance laws be amend- 
ed to permit issuance of policies without 
these privileges and even to charge a fee 
where they were exercised. 
Superintendent Louis H. Pink of New 
York has answered these proposals with 
the conviction that life insurance can- 
not go back, retrace a development that 
has characterized its “Tnsur- 
ance is no longer merely a private con- 
tract between the company and the pol- 
icvholder,” says Superintendent Pink. 
“It has become a matter of general pub- 
lic interest.” He a further 
conviction that any company which at- 
tempts to sell policies without the cus- 
tomary cash loan and surrender value 
privileges at the same relative premium 
charged for the policy today will sell no 
such policies. No company, he adds, can 
afford to alter radically its investment 
policy to sell them for less. Even if 
Mr. Palmer’s suggestions were put into 
effect it is the view of Superintendent 


growth. 


expresses 


Pink that life insurance companies 
neither could nor would substantially 
alter their present investment policy. 


Whether a company offers policy loans 
and cash surrender values or not its in- 
vestments to be safe and sound, said the 
Superintendent, must be practically what 
they are today. 





MACHINE GUNS, TEAR GAS BOMBS 
TO PROTECT JEWELRY 

Only the surface is skimmed by the 
newspapers in reporting robberies and 
hold-ups. They are so numerous in this 
city that there must be a tinge of nov- 
elty or be conducted on a big scale or 
involve a big name or wind up in a 
shooting before they get publicity. Com- 
monplaces rarely make news. The police 
are not anxious to give voluntary in- 
formation about holdups and robberies, 
and when newspapers learn about them 
their commonplace aspect makes them 
indifferent. As few people do not know 
of someone in New York who has been 
held up lately—three reporters of insur- 
ance papers were themselves victims of 
robbers and thugs recently—there is 
wonderment at the lack of protection in 
this city. Radio, patrol cars and other 


new methods of fighting crime are not 
enough. 
Where the 
where there arc 
protective devices. 
this 
stores in 


situation is not routine, 
innovations, is in self- 
The Eastern Under- 
week that one of 
the Rockefeller 
Center zone has had placed behind a 
screen in the back of the store a ma- 
chine gun and tear gas bombs, and is 
likewise that they were ob- 
tained at the request of a company writ- 
ing burglary and hold-up insurance on the 


writer learned 


the jewelry 


informed 


premises. Undoubtedly, some other jew- 


elers have taken similar precautions. 


SUE CAR MANUFACTURER FOR 
ACCIDENT ; 

writing car insur- 
ance will be interested in the result of 
litigation begun recently in this part of 
the country in which victims of a car 


Companies motor 


accident have sued a motor car manufac- 
turer claiming that the velficle was re- 
sponsible for the accident because of 
The manufactur- 
er’s car is one of the most popular in 
America. Its attorneys deny that the 
vehicle was not perfectly constructed or 
was any different than any of the other 
tens of thousands of cars which it makes. 
The suits for 
amounts. 


inferior construction. 


damages are for large 


Du Bose Heyward, former insurance 
agent of Charleston, who caused a sensa- 
tion in the literary and theatrical world 
with his novel, “Porgy” which was 
dramatized by the Theatre Guild and 
in 1935 was made into a_ successful 
opera, “Porgy and Bess,” with music by 
George Gershwin, has written another 
novel, “Lost Morning.” It is the por- 
trait of an artist who, on reaching mid- 
dle-age, takes an inventory of his ac- 
complishments and his capabilities and 
finds a wide divergence between the 
two, The story of his revolt against his 
wife’s commercialization of his art is a 
modern one, very different in type from 
“Porgy” and “Mamba” and from the 
romantic “Peter Ashley” which he wrote 
four years ago. It is published by Farrar 
& Rinehart. Mr. Heyward went into 
the insurance business in Charleston 
when a young man and was unsuspici- 
ously pleased at the ease with which he 
obtained three companies. At the end 
of three months they had all failed. Mr. 
Heyward borrowed money and reinsured 
the business personally with the Equit- 
able Fire of Charleston. He then went 
into partnership with Harry O’Neill, who 
was 17 vears old at the time. The part- 
nership continued for fifteen years, when 
Mr. Heyward retired to devote his time 
to literature. 





Blackstone Studios 
D. N. IVERSON 


D. Neal Iverson, whose advancement 
to assistant United States manager of 
the Century was announced last week, 
is a well known executive who is thor- 
oughly familiar by years of experience 


with the northeastern states. With the 
America Fore group, National Union 


Fire and Liverpool & London & Globe 
he served in the Canadian Maritime 
Provinces, New England, New York 
State field, New York local territory and 
New Jersey. As an executive officer 
of the Liverpool, later the Public Fire 
and now the Century, his responsibilities 
cover a much wider territory. 
* * * 

Charles Bogert, who has been general 
agent of the National Fire & Marine for 
the last thirty years and is actively en- 
gaged with that company, and Mrs. 
Bogert are celebrating their golden wed- 
ding anniversary next Tuesday, January 
12. Mr. and Mrs. Bogert reside at 27 
Fairview Ave., Westwood, N. J. C. D. 
Bogert, assistant secretary of the Na- 
tional F. & M., is their son. 

* * * 

William A. Berry of Berry Bros., in- 
surance agents at Newark, N. J., is also 
automobile license commissioner. When 
all the electric lights in Newark went 
out for several hours one evening re- 
cently Mr. Berry had his office loaded 
with motor vehicle fee money to be 
counted and banked. For only a mo- 
ment was he puzzled by the total ab- 
sence of electric power for light. He 
simply stepped next door to his friend 
Lou Mullin’s undertaking establishment 
and helped himself to a flock of candles. 

a * * 


H. J. May, manager of the accident 
department of the Alliance Assurance 
Co., retired last week. Mr. May has had 
forty-six years’ service in the insurance 
profession. To fill the vacancy the di- 
rectors have promoted H. J. Humphriss, 
now assistant manager, to be manager 
of the accident department. A. G. 
Batten succeeds Mr. Humphriss as as- 
sistant accident manager. 

* * + 


T. E. Braniff, prominent Oklahoma 
City insurance man and airline owner, 
leaves home today to attend a rate hear- 
ing in Washington, D. C. in the interests 
of the Braniff Airways. Before return- 
ing to Oklahoma Mr. Braniff will visit 
company home offices in New York and 
Baltimore. For years he has been one 
of the most popular of casualty general 
agents and is now serving as chairman 
of the executive committee and a mem- 
ber of the conference committee of the 
National Association of Casualty & Sur- 
ety Agents, 





DR. CHARLES E. ALBRIGHT 


Dr. Charles E. Albright, Milwaukee, 
for thirty years leader of the North- 
western Mutual Life, who announced at 
the annual field convention of the com- 
pany in July last that he would no long- 
er compete for leadership, wrote a 
$2,000,000 corporation policy while in 
Hollywood recently. Dr. Albright was 
in New York this week attending the 
convention here of the agencies in the 
East, Middie Atlantic and Southeastern 
field. 

¥ * * 

William J. Dunsmore, agency manager 
Equitable Life Assurance Society, 150 
Broadway, New York, recently — shot 
some wild geese in North Carolina and 
they were on the menu of a dinner given 
by The Round Table, an organization of 
general agents here. The dinner was at 
the Crescent-Hamilton Club, Brooklyn. 
This is the third year when wild geese 
shot by Mr. Dunsmore were presented 
to The Round Table. Last year his 
shooting was in Chesapeake Bay and the 
year before in New Brunswick. 

* * * 


C. J. Smith, London advices say, has 


resigned as United Kingdom accident 
manager of the Zurich General. He will 
be underwriter for the R. B. Motor 


Policies at Lloyd’s. P. H. Brooks, for- 
merly chief clerk in accident depart- 
ment, has been made motor superintend- 
ent of the London office of the Zurich; 
R. K. Pearce has been made non-motor 
superintendent at London office. 

* * Ox 


Joel Horton, owner of the insurance 
agency at Trumansburg, N. Y., which 
bears his name, observed with Mrs. 
Horton recently his golden wedding an- 
niversary. The couple were married in 
Newcastle, Pa., in 1886, and though Mr. 
Horton will be 80 years of age in 1937 
he is still active in looking after the 
affairs of his business. 

* 

John P. Collett, president and treasurer 
of Collett & Co., Indianapolis, has been 
put on the board of the State Life of 
Indianapolis. 

* * * 

D. Earl McDonald has retired as Indi- 
anapolis manager of the Life Insurance 
Co. of Virginia. He has been with the 
company forty-two vears. Mr. McDon- 
ald is president of the Indianapolis As- 
sociation of Life Underwriters. He is to 
be succeeded by Frank Grovenberry. 

* * + 


Willard H. Humphrey, local agent, 
Warsaw, N. Y., has been appointed as 
Republican commissioner of elections in 
Wyoming County. 

+ + * 


James F. O’Hea, vice-president, Na- 
tional Surety Corp., has been vacationing 
in Miami, Fla. 
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David F. Broderick 


David F. Broderick, who has organized 


the Dearborn National Fire Insurance 
Co., Detroit, is one of the outstanding 
insurance agents of the United States. 
The premiums of his agency run almost 
$25,000,000 a year. For a long time he 
has specialized in auto finance automo- 
bile insurance, and he has the repre- 
sentation of the Commercial Investment 
Trust in all parts of the country except 
the Pacific Coast and of the Universal 
Credit Co., which formerly handled the 
financing of the Ford business but which 
later was taken over by the C.I.T. The 
U.C.C. is run as a separate entity. His 
agency does a large general insurance 
business, too. 

He is a strong personality, a giant in 
stature, amiable in disposition, a fine 
and enthusiastic yachtsman. A New 
York City man, he is a graduate of 
Xavier College, of Booth School, New 
Haven, and also of the Huntsinger 
School of Accounting, Hartford. 

He joined the tax and license division 
of the Travelers, became claim adjuster 
in Hartford, then was a special agent 
with the United States Department of 
Justice, staff of Attorney General, at 
Washington and Albany. He entered 
the automobile finance field under 
Arthur Morris of the Morris Plan and 
became vice-president of the Industrial 
Acceptance Corporation, New York City 
and South Bend, Ind. When the Uni- 
versal Credit Co. was formed to handle 
Ford auto finance he resigned and went 
with that company and organized the 
Motor City Agency, then agent of record 
of the Universal Credit Co.’s account. 
Next he went into business in Detroit 
under the name of ID. F. Broderick, Inc. 

Mr. Broderick represents a large num- 
ber of insurance companies—fire, casu- 
alty, surety and life insurance. In addi- 





tion to Detroit he has offices in New 
York, Chicago, San Francisco and 
Washington. 

ok * 


An Outstanding Pittsburgh Producer 

Henderson E. McKelvey, vice-president 
and secretary of the general insurance 
agency of Edwards, George & Co., Pitts- 
burgh, was born on a farm near Youngs- 
town, Ohio, where his parents, descend- 
ants of early settlers in Indiana County, 
Pennsylvania, had moved a few months 
Prior to his birth. After receiving a 
grammar and high school education in 
Youngstown and Canton he studied ac- 
counting. His first position was in the 
office of a sheet metal manufacturing 
concern in Canton and in 1894, at the age 
of 20, he moved to Pittsburgh as a cost 
accountant in the local office of Armour 

4 oO, 

Mr. McKelvey’s first entry into the in- 
surance business was in 1898 as a special 
agent and inspector of the old Pittsburgh 
firm of Negley & Flannegin, general in- 
surance agents. In 1900 he joined the firm 


of George Brothers, as manager of the 




















insurance department, remaining with 
the organization when, in 1905, it was 
consolidated with Ogden M. Edwards 
Co. to form the partnership of Edwards, 
George & Co. In 1928, when the agency 
was incorporated, he was made vice- 
president, secretary and director of the 
corporation, which positions he still re- 
tains. 

Edwards, George & Co. has long been 
recognized as one of the old-established 
and outstanding general insurance agen- 
cies in the city of Pittsburgh and is 
active in nineteen counties in western 
Pennsylvania. In addition to the general 
agency, it also conducts a separate local 
agency. 

Mr. McKelvey is a member of the 
Third Presbyterian Church, a member of 
the Duquesne Club of Pittsburgh, a di- 
rector of the Homewood Building and 
Loan Association, vice-president and a 
director of the Insurance Premium Fi- 
nance Co. He is an enthusiastic bridge 
player and a fair-to-middlin’ golfer. 

* * + 


Randolph Kingsley 

Randolph Kingsley, who at one period 
under the Wm. B. Joyce regime handled 
the publicity of the National Surety Co., 
showing an extraordinary talent for get- 
ting stories in the New York Sun, Her- 
ald Tribune, Times and papers of similar 
type, is now living in Newark, where he 
is editing Journal of Industry & Finance, 
which is published by Darby Richardson. 

When he took editorial charge of the 
magazine two and a half years ago it 
was not a very live sheet. He has 
changed all that. There is plenty to 
write about in New Jersey industry and 
finance. The state manufactures nearly 
four billions of dollars in goods annually. 
Recent articles in the magazine have in- 
cluded discussion of copper, other metals 
and celluloid. He has written extensive- 
ly about currency and Government fi- 
nancing, too. 

Incidentally, Mr. Kingsley has recently 
written a play. 

* * * 


Public Accountant George Oliver 
May Write His Memoirs 

It is not often that a public accountant 
writes a book of memoirs. One has come 
from the press of American Institute 
Publishing Co., author being George Ol- 
iver May of Price, Waterhouse & Co., 
its title being “Twenty-five Years of 
Public Accounting.” 

Included in the book is testimony 
which Mr. May has presented in various 
important cases. There are ten separate 
contributions on the subject of regula- 
tion of securities, and about fifteen on 
taxation. 

* * * 
Probing Jury Fixing 

Investigation has been going on for 
sometime in Connecticut of unethical 
conduct of lawyers, leading to jury fix- 
ing and other practices which are not 
according to Hoyle. The Supreme Court 
of Connecticut is conducting the investi- 
gation. There has been similar inquiry 
in Massachusetts. 








Cleveland Editor’s Family 

Peter R. Fahey, veteran editor of the 
Aetnagram, published by the Cleveland 
branch office of the Aetna Affiliated 
Companies, is a unique personality who 
has his own original way of keeping in 
touch with his friends all over the world. 
His holiday greeting card is an excellent 
example of this characteristic. It showed 
as reproduced above a group picture of 
the Fahey clan with P.R. as the center 
of interest, and beneath this picture Mr. 
Fahey penned the following verse: 
With the best of Holiday Wishes 
From P. R, Fahey—(the white haired lad) 
And Fifteen Children who call him Dad. 
If further facts are here desired— 
Eight are “actual” and seven “acquired”. 
There’s one child missing—Mary by name; 
She teaches languages at Notre Dame. 


I hope from this ‘“Faymed Family” card 
Real pleasure you'll derive; 
It also brings best love of my 
Grand-children—twenty-five. 

* + * 


A Reminiscence of Late 
Charles W. Higley 


I am indebted to Northwest Insurance 
for a letter giving an interesting remin- 
iscence of the late Charles W. Higley, 
who for years was president of the Han- 
over Fire, and which described his early 
experiences while working in Minnea- 
polis. The letter dated October 18, 1935, 
follows: 

“T can say that I went to Minneapolis 
at the suggestion of Walter C. Leach. a 
very dear friend of mine, to work in his 
father’s office. Prior to that time, Judge 
William B. Leach had sold his large and 
flourishing agency in Cedar Rapids 
(which he and his son Walter managed), 
and gone to Minneapolis to fill a posi- 
tion known then as compact manager, 
making insurance rates. 

“My duties with Judge Leach consisted 
of going out and surveying new buildings 
of which there were many being built in 
1887—the city growing very rapidly at 
that time and later — and making dia- 
grams to show the location of the prop- 
erty, exposures if any, and distance of 
such exposures, also construction and 
occupancy of the buildings desiring an 
insurance rate. The Tudge had a formula 
or tariff, from which he would figure out 
the rate, and then he would publish the 
rates at weekly intervals. In this capa- 
city, I replaced an old soldier friend of 
Tudge Leach (retired) by the name of 
Joseph King, the man who always 
claimed, and T think correctly so, that 
he was the first one to enlist in the 
Northern Army on the occasion of the 
rebellion of the South. As soon as he 
heard war had been declared, he ran 
down to the headquarters of the First 
Minnesota in St. Paul and enlisted. 

“In those days, Jacob Stone operated 
the Syndicate Insurance Co., also a large 
local agency that was in the home office 
of the company. Judge E. B. Ames was 
a great character and wrote a great deal 
of business and represented many of the 
leading companies. The firm of Gale & 


Company, managed by Frank Gale and 
Alexander Campbell, were large writers 
of elevator and grain business and had 
a very fine business. 

“Judge William B. Leach was a man 


of unusual ability. He was immaculate 
in his dress and frequently came to 
business wearing a silk hat, always had 
on either a Prince Albert or morning 
coat with striped trousers, and_ his 
clothes always fit him because they were 
made by the best tailors. His kindness 
of heart was the most admirable thing 
about him. He always had time to talk 
with younger men and advise them. I 
remember many a counsel that I had 
with him that was beneficial in helping 
me get on in the business under his 
direction, and I valued his friendship and 
that of his family, very highly.” 
* * * 


Newspaper Subscribers’ Insurance 

The premium volume of newspaper 
subscribers’ coupon insurance in this 
country amounts to about $5,000,000 a 
vear. Newspaper insurance benefits for 
subscribers have been written in Eng- 
land for many years and with great 
success, and are in part responsible for 
the great circulations over there of daily 
papers. 

Pioneer in the field in this country 
is the National Casualty of Detroit. 

President Curtis of the National Casu- 
alty tells the writer that his company 
has about 30,000 claims a year under 
these contracts; death claims average 
little more than one a day. A canvass 
made on death claims only produced 
the startling result that more than 75% 
of those who were killed carried no 
other insurance. 

Discussing this line Mr. Curtis told 
the writer that this newspaper plan at 
the start met with considerable oppo- 
sition and a condemnation from those 
who didn’t know, but over the period of 
fifteen years that his company has been 
serving the public through this medium 
a number of other companies have en- 
tered the field. The business is clean 
and on the basis of value makes a larger 
percentage return of the premium to the 
public than any other form of accident 
or health insurance. It couldn’t pos- 
sibly be marketed in any other way be- 
cause premiums are too small and an 
insurance agent could not cover his ex- 
penses with the small commissions al- 
lowed. 

* - * 

Daily Paper New Year Specials 

Several of the New York City daily 
papers issued New Year special editions 
featuring business this week. None of 
them were out of the ordinary this year. 
The Herald Tribune gave the most space 
to insurance. 

* * + 
Canadian Losses Higher 

Fire losses in Canada during the week 
ended December 30 last are estimated at 
$233,275, compared with $221,100 during 
the last week of 1935. For the year 
losses are estimated at $13,219,475 against 
$12,780,800 for 1935. 
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Worley Resigns as Managing Head 
Of N.B.& M.; Milligan Succeeds 


Arthur Worley, deputy chairman 
and managing director of the North 
Sritish & Mercantile, is retiring from 
the position of managing director on ac- 
count of poor health. He will remain 
deputy chairman of the board of direc- 
tors of the North British and chairman 
of the board of directors of its British 
subsidiaries. : 

Robert H. Brand, who has been a di- 
rector of the company for many years, 
has also been elected deputy chairman 
of the North British and deputy chair- 
man of its British subsidiary companies. 

The chairman of the board of the 
North British is Lord Wakefield of 
Hythe. 

H. S. Milligan, who for some years 
has been manager, has been appointed 
geeneral manager and Thomas Frazer, 
secretary, has been appointed deputy 
eeneral manager, of the North British. 
~ Sir Arthur Worley, C.B.E., has been 
general manager of the North British & 
Mercantile since 1926, having previously 
been London general manager of the com- 
pany. He was also manager of the Rail- 
way Passengers’ Assurance Co. since 


Sir 


1911, manager of the Ocean Marine since 
1917, and chairman of the Fine Art and 
General since 1919. He was a member 
of the committee advising the Ministry 
of Munitions on explosive claims and in- 
demnities, and various other committees 
in 1917, and is a past president and Fel- 
low of the Chartered Insurance Institute, 
and a past president of the Insurance In- 
stitute of London. He was a member of 
the Royal Commission on National 
Health Insurance, 1924-26 and in 1925 
was appointed extraordinary director of 
the Royal Bank of Scotland. 

Sir Arthur was born on May 10, 1871, 
and is the son of Philip Worley of Irlam 
o’ the Heights, Manchester. He received 
his education in Manchester, is married 
and has two daughters. Sir Arthur 
receiver a Baronetcy, his third honor, 
about two years ago, the C.B.E. having 
been conferred on him in 1918 and a 
Knighthood in 1921. 

On this side of the water his ac- 
quaintance is large as he has been in 
the United States on a number of occa- 
sions since acquiring prominence in the 
international insurance world. 





N. Y. Dep’t Hearing On 
First Bancredit Plan 


WILL BE HELD NEXT MONDAY 





Department to Pass On Question 
Whether Pro Rata Cancelation 
Discriminates Illegally 





Superintendent of Insurance Louis H. 
Pink has announced that the New York 
Insurance Department will hold an open 
hearing at its offices in the State Office 
Building, 80 Centre Street, New York 
City, at 10:30 A. M. on Monday, Janu- 
ary 11, before First Deputy Superin- 
tendent Rollin M. Clark for the purpose 
of considering a complaint of the New 
York State Association of Local Agents, 
Inc., against a plan for financing insur- 
ance premiums sponsored by the First 
Bancredit Corporation of St. Paul, Minn. 

Mr. Pink stated that the scope of the 
hearing would be limited to the legal 
aspects of the financing plan. One of 
the important questions to be determined 
is whether or not a provision in the plan 
for pro rata policy cancellation by the 
insurer in the event of a default on the 
part of the assured in paying an instal- 
ment of his premium to the finance com- 
pany illegally discriminates against as- 
sureds who pay their full premiums in 
cash. The New York agents’ association 
has charged that certain features of the 
Bancredit plan are contrary to provisions 
in the New York Insurance Law. 


Camden Tells How Plan Works 


This First Bancredit Corp. plan, which 
has the support of over fire com- 
panies, offers the following advantages, 
according to the Camden Fire: 

“Interest at the rate of 6% is added 
to the reducing balance. The initial pay- 
ment is not required until twenty days 
after the inception of the policy. No 
interest is added to any down payment 
the assured cares to make, but no down 
payment is required. 

“The agent need not figure out the 
interest. He merely sends the invoice 
contract to the First Bancredit Corpo- 
ration office with a notice of premium 
financed. The policies are delivered to 
the assured. 

“As soon as the second payment is 
made the agent is paid the premium in 


full thus automatically putting his col- 
lections on a sixty day basis. 

“In the event the assured does not 
make payments promptly the policy is 
canceled flat within the thirty days 
or pro rata after that. The monthly 
charges are always sufficient to cover 
the earned premium. 

“On unusually large premiums lower 
rates of interest are offered. 

“This plan takes the collection prob- 
lem out of your hands, puts it on a 
business-like banking basis, retains good 
will and allows you to give more atten- 
tion to production.” 


Advantages to the Agent 


The Camden Fire lists the following as 
advantages to the local agent: 


“l. Helps you to secure new business 

by giving you a ready answer to those 
who cannot afford to carry full cover- 
age because of large premium outlay. 
% Permits you to recommend side 
lines to assured who carries only the 
bare necessities and so to increase pre- 
mium volume. 

“3. Speeds up payment of your com- 
mission and eliminates all collection 
problems. 

“4. By putting collections on a busi- 
ness-like banking basis it prevents loss 
of good will due to your ‘dunning’ of 
customers. 

“3.. Gives you a weapon against com- 
Petition. Only authorized stock compa- 
nies will be permitted to use this plan. 

; 6. Finance charges lower than any 
similar plan—simple bank interest on 
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amount loaned, calculated on reducing 
balance, is the only charge. No service 
fees. 

“7, Reduces your overhead by allow- 
ing you to convert most policies to three 
or five year terms basis with consequent 
savings to assured and acceleration of 
premium income for your agency. 

“8. Gives you a workable plan_ for 
cleaning up old balances on premiums 
already paid by you. 

Advantages to Assured 

“Advantages to assured: 

“1. Protection never lapses 

(Continued on Page 22) 
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F. I. A. MANAGER IN N. Y. 





C. A. Ross in Charge of District Office 
Here; With Organization for 
Eighteen Years 
The Factory Insurance Association has 
appointed C. A. Ross as district manager 
in charge of the New York City office 
in the National Board building, 85 John 
Street. He has served the organization 


for the last eighteen years, successively 
as inspector, engineer, special agent and 
more recently as field manager in the 
3oston office. Field Manager M. H. Neal 














J. A. Kexsey, President 


CAPITAL . ° ‘ ‘ . 
PREMIUM RESERVE ‘ ‘ 
OTHER LIABILITIES ° ° 
NET SURPLUS . ‘ . ‘ 
TOTAL ASSETS . . 

New York 
in the above st 


Standard Insurance Company 
of New York 


Head Office: 80 John Street, New York 
G. Z. Day, Vice-President 


Statement June 30, 1936 
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Insurance Department Valuation Basis. 





are dep in 









C. L. Henry, Secretary 





. ° $1,500,000.00 
° . 1,464,323.87 
° . 207,978.28 





3,243,235.02 
6,415,537.17 


Securities carried at $60,508.94 
States as required by law. 
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| Agents’ Ass’n Meeting 
During Week of April 12 


The date for the mid-year meeting 
of the National Association of Insur- 
ance Agents has been fixed. The 
convention will run from April 12-15 
at the Hotel Fontenelle in Omaha, 
Nebr. 








will continue in the New York metro- 
politan territory with headquarters in 
the local office, devoting his time more 
to field work. 


LEAVES N. E. EXCHANGE 

Clifford Hudson, manager of the Bur- 
lington, Vt., office of the New England 
Insurance Exchange, has resigned to be- 
come secretary of the New Hampshire 
Board of Underwriters at Concord, N. H. 
Samuel J. Hatfield succeeds Mr. Hudson 
as manager of the Exchange at Burling- 
ton. Mr. Hatfield has been connected 
with the Springfield office for several 
years and is well experienced in rating. 


BLUE GOOSE MEETS AUG. 17-19 
The grand nest meeting of the Blue 
Goose International will be held in Van- 
couver, B. C., August 17-19. John W. 
Wilson of Vancouver has been appointed 
general chairman and John L. Noble 
vice-chairman of the convention com- 
mittee for the convention. 


NATIONAL F. & M. IN MISS. 

The National Fire & Marine of New 
Jersey, but with executive offices in New 
York and which is headed by E. C. 
Jameson, has been admitted to Missis- 
sippi. The company is operating through 
the W. A. Sullivan General Agency, Inc. 
of Jackson, Miss. F 


NATIONAL UNION MEETING 
The annual meeting of stockholders 
of the National Union Fire will be held 














- at the home office, 139 University Place, 


Pittsburgh, at 2 P. M. on Monday, Janu- 
ary 11, for the election of a board of 
directors and other business. 
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Machine Life Insurance 


With Property Life Insurance Would Provide Guaranty 
Against Depreciation of Factory Values; 
Capital Reproduction Secured 


By Dr. Hans Heymann 


The economic rise in the United States 
during the past three years can only 
reach its optimum development if the in- 
itiative of private industry in general is 
thoroughly revived. 

Industrial pioneering has already stim- 
ulated many new projects. These, in 
turn, have provided even more favorable 
opportunities for further development. 
With an advancing trend in productive 
activity and expected additional gains in 
turnover and profits, there is now, more 
than ever, a genuine need for a rational 
system whereby capital losses in indus- 
try may be eliminated and whereby a 
secure basis for newly-planned capital 
investments may be established. 

Such a system would be based upon a 
thorough re-examination of the financial 
set-up of our existing industrial plant in 
order to prevent or at least to minimize 
further unbridled capital development 
and the train of disastrous results that 
always follows. Such a system would 
protect invested capital in new enter- 
prises against the dangers of devalua- 
tion, depreciation, obsolescence, and di- 
lapidation. Such a system would concern 
itself with capital risks, which not only 
vary extensively as between individual 
enterprises, but also as between different 
branches of industry. The economic 
longevities of the machine, the factory, 
the public utility, the railroad lines, are 
essentially different; hence these must 
be considered technically in accordance 
with their respective differences. 

The risk of capital depreciation as ap- 
plied to physical plant and equipment 
cannot be properly judged and success- 
fully carried by the individual. The 
average industrialist does not have suf- 
ficient experience concerning the life 
span of his productive equipment, nor 
the necessary means with which to safe- 
guard his plant against the risks of de- 
preciation or obsolescence. 


Basis of Risk 


Just as in the field of life insurance 
the basis of risk has been established 
from experience that spreads over gen- 
erations, so in the case of capital risks 
—and a system of insurance against 
them—it is necessary to examine the ob- 
solescence and depreciation experience 
of buildings, machinery and equipment 
over a broad range of years and types. 
This can best be done only by a com- 
pany organized and equipped to handle 
the technical details of such an utili- 
tarian undertaking. 

Looking toward this end, it appears 
advisable to undertake a survey to de- 
termine the life span and the capital 
tisks in different industries. Such a sur- 
vey should disclose to every industrialist 
the worth of a systematically planned 
program of obsolescence of depreciation 
insurance, hitherto impossible because no 
technically sound means for insuring 
capital risks had been developed. 

Risk diversification as applicable to 
Productive capital can be realized 
through insurance, if only capital own- 
ers will unite voluntarily for this pur- 
pose. If such mutual re-insurance 
against capital losses were undertaken 
only by isolated large concerns or in 
especially dangerous branches of indus- 
try with complicated factories or ma- 
chinery, an accumulation of one-sided 
tisks would ensue, which would elimin- 
ate or largely endanger the hoped for 
tisk reduction, 

The broader the basis of such Prop- 
erty-Life-Insurance from the beginning, 
the better are the chances for a perma- 
nently profitable success of such an in- 


surance enterprise. Through mutual 
creation of carefully differentiated re- 
serve funds for the various capital cate- 
gories, a useful diversification of the 
risks can be reached according to tech- 
nical insurance principles. We will have 
to distinguish here two large groups of 
properties, namely, factory buildings and 
stationary or movable machinery. Since 
as a rule House-Life-Insurance will be 
used in combination with Machine-Life- 
Insurance, we may give this new method 
the collective name: 


“Factory-Obsolescence-Insurance” 


Looking at it from the viewpoint of 
obsolescence insurance, each enterprise 
may be regarded as an identical object 
of value, which together with other units 
of the same risk class should be insured 
against the dangers of premature and 
accidental losses through usage or ob- 
solescence. 

To accomplish such an insurance it is 
necessary to place the total renewal of 
these properties of both categories un- 
der insurance protection. 

The life span of productive capital 
goods as a rule is, or has to be, calcu- 
lated and technically constructed to an 
average term of years, but in practice 
their economic usage is subject to many 
unforeseen circumstances, which must be 
distinguished and which are instrumental 
in their depreciation. 

Depreciation or obsolescence of per- 
manent capital is due to: 

1) regular wear and tear on account of 

usage for the production process, 

2) aging of the productive objects 
through natural factors, such as 
climate influences, rust deteriora- 
tion, etc., even if they remain un- 
used for some time, 
faulty material or faulty construc- 
tion, which often occur unforeseen, 
technical progress, for instance if 
new, more productive machines 
have been invented, or if an estab- 
lishment must be modernized for 
entirely different products due to 
change in demand (change in style 
or taste), 
sudden decreases in value of pro- 
ductive means through accident, 
natural catastrophies (earthquakes, 
floods, tornadoes, etc.) or riots and 
strikes. 


Amortization Methods Not Adequate 

Even the most perfect amortization 
method does not offer a guaranty that 
the fespective amortized values, accrued 
by the isolated industrialist are adequate 
for replacements and capital renewal in 
cases where damages occur during the 
course or even in the beginning of the 
productive period. 

Here, next to existing insurances, 
which under no circumstances can be 
dispensed with, Property-Life-Insurance 
comes into action. Including in its pol- 
icy the probability of depreciation, obso- 
lescence, and dilapidation on machines 
and buildings, Property-Life-Insurance 
provides, out of definite yearly premium 
payments, the necessary reserve funds 
for the liquid capital demand. 

Only in this way can the equitable dis- 
tribution of depreciation damages or 
losses in a great number of enterprises 
be reached, which are carefully grouped 
according to risks. 

Machine Life Insurance 

Against the risk of outmoded, unpop- 
ular, or uneconomic types, Property Life 
Insurance can assume a shortened life 
span. In this manner insurance reserves 
are more quickly built up, which can be 
of great aid in granting of policy loans 
which will generally suffice to cover the 
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difference between the scrapped price or 
second-hand value of the outmoded ma- 
chine and the price of the new. For 
damages through breakage on machines, 
which are occasioned by gradually ad- 
vanced depreciation or obsolescence, Ma- 
chine-Life-Insurance may be liable to 
the fullest extent and may even com- 
pensate for the new value of the dam- 
aged machine. If partial repairs cannot 
be made. 

Renewal or replacement requirements 
in the machinery field are unusually 
heavy at the beginning of a rising mar- 
ket. Productive enterprises, which re- 
new their activities, cannot avoid the 
continuous renewal and modernization of 
their machines. If Factory-Depreciation- 
Insurance would have been known and in 
effect in the United States in recent 
years, the normal renewal of factories 
and machines would not be so very dif- 
ficult at present; through scientific man- 
agement in the field of financial capital 
replacement, technical reproduction could 
have been facilitated and speeded up. 

It is not too late to take the necessary 
steps now to insure further continuation 
of the economic rise. As market condi- 
tions improve and as buying power in- 
creases, it will be easier for prospering 
industry to place its entire plant on a 
rational capital replacement basis. 


Systematic Provision for Repairs 

No executive can fail to realize the 
value of an insurance guaranty against 
the depreciation of his factories or ma- 
chines. But above all, American indus- 
try is now, or soon will be, deeply in- 
terested in making systematic provisiofi 
for necessary repairs and renewal of di- 
lapidated machines by means of insur- 
ance guarantees. 

The more industry is adjusted to the 
production of machines of standard types 
construction and predetermined long- 
evity, the less it will have to suffer from 
the heavy financial disturbances caused 
by continuous changes to new and spec- 
ulative types. It is absolutely impos- 
sible for the manufacturer to guaranty 
his machines for their entire life span, 
but industry can count upon the Ma- 
chine-Life-Insurance-Company to be- 
come a guarantor and sponsor of a reg- 
ularly recurring market for new ma- 
chines. 

Business machines, automobiles, sew- 
ing machines, etc., are often bought on 
the installment plan. The manufacturer 
cannot guarantee the life of the machine 
for the entire life span. But the Ma- 
chine Life Insurance Company can guar- 
antee the renewal and repairs, and 
against breakdown through accidents or 
material and structural defects. More 
than that, the policy of insurance can be 
assigned by the purchaser to the manu- 
facturer as his additional guarantee of 
completing the installment contract. 

In granting of bank credits to indus- 
try, the security, preservation and sta- 
bility of values of the production means, 
will play an important role. Inasmuch as 
the insurance companies under the pro- 
posed plan themselves would control the 
normal upkeep of the insured buildings 
and machines, other creditors, or part- 
ners, such as bond and _ stockholders, 
would not run the risk any longer of 
suffering losses through uneconomic or 
irrational use of the credits granted as 
working capital. 


Capital Reproduction Secured 


The permanent security for the re- 
production of the entire capital is also 
in the interest of all public corporations 
and utilities, especially in cases where 
extensive financial emergency measures 
are necessary in order to hasten the re- 
employment of idle labor. They can offer 
cheaper long term subsidy credits for 
urgent productive purposes, provided 
that regular amortization out of newly 
earned profits is taken care of by way of 
Property Life Insurance. 

The mutual liability of borrowers for 
the regular return of public capital ad- 
vances on the basis of Property Obso- 
lescence Insurance is in my opinion the 
best and only means to justify such 
credit from the point of view of state 
policy and national economy. 


Ski Insurance Being 
Sold by 2 Companies 


NORTH AMERICA GROUP IS ONE 





$1 Premium Insures Skis and Equipment 
Against Fire, Theft, Transportation 
Risks Until May 1 





As new insurable hazards are created 
the insurance business follows through 
with additional underwriting facilities to 
cover these possibilities of damage or 
loss. Within the last few weeks the 
Insurance Co. of North America group 
and another well known fire company 
have placed on the market an inland ma- 
rine policy covering loss or damage to 
skis and equipment, the insurance sell- 
ing for $1 per policy and the coverage, 
world wide in scope, continuing until 
May 1, when the skiing season is over 
in practically all parts of the United 
States except possibly a few places in 
the Rockies. 

The North America coverage is grant- 
ed under a scheduled property floater 
and insures against direct loss or dam- 
age to skis, bindings and poles caused 
by breakage; fire from any cause in- 
cluding lightning; theft, burglary and , 
pilferage, inciuding theft of permanent 
bindings, and hazards of transportation. 
The policy covers in all places and sit- 
uations, excluding the permanent resi- 
dence of the assured, but does not in- 
sure against infidelity of persons to 
whom the skis may be loaned or rented. 
In the event of loss the company is en- 
titled to replace any articles lost or 
damaged or to pay cash therefor, not 
exceeding in any event the insured value. 
The maximum insured value is $50. In 
the event of loss or damage to a single 
ski the company replaces both skis on 
the theory that the assured cannot pur- 
chase a single ski and if paid for only 
one he would still be suffering a loss if 
compelled to buy a complete pair. 

The new insurance is being sold rap- 
idly even though there has been little or 
no skiing in the Eastern states so far 
because of warm weather. The low 
price of the coverage is attracting many 
ski enthusiasts and the popularity of the 
new policy is serving as good advertis- 
ing for the company. The insurance is 
being sold only through brokers and 
agents of the North America. 





Marvin Hall Texas Fire 


Insurance Commissioner 


Marvin Hall, Texas State Tax Com- 
missioner, has been appointed State Fire 
Insurance Commissioner, succeeding 
Raymond S. Mauk, who has joined the 
American General of Houston. Mr. Hall’s 
appointment is for the unexpired term 
of Mr. Mauk and for a full six-year 
term beginning February 10. The new 
commissioner is a resident of Browns- 
ville, Tex., where he has practised law 
for over thirty years. 





LUTHER R. HAYES RETIRES 

Luther R. Hayes, chief accountant of 
the United States branch of the York- 
shire, has been retired by the home 
office following a period of twenty-five 
years’ service. Mr. Hayes joined forces 
with the United States branch of the 
Yorkshire shortly after the company’s 


entry in the United States and has 
served faithfully over a long period. 
The office force presented Mr. Hayes 


with a farewell gift of an umbrella and 
leather suitcase. 





CAROTHERS PATRIOTIC SPECIAL 


James E. Carothers has been appointed 
special agent of the Patriotic and the 
Sun Underwriters in the western New 
York State field, with headquarters at 
731 Onondaga County Savings Bank 
Building, Syracuse, N. Y. He will be 
associated in the field with Special Agent 
John E. Forbes, who is now superv:sing 
the affairs of the Sun Insurance Co. 
only. 
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a ee New Rating 
Assn. in New England 


LIKE ASS’N IN MIDDLE DEP’T 





Grouping of Various Rating Bodies Con- 
templated for Reasons of Efficiency 
and Economy 





Preliminary negotiations are under 
way in New England looking toward the 
formation of a rating organization in 
that territory similar to the one organ- 
ized in the Middle Department field a 
few years ago. In the Middle Depart- 
ment grouping of the various existing 
rating bodies into one rating association 
has proved to be so satisfactory with 
companies and agents from the stand- 
points of efficiency and economy that it 
is hoped that something similar can be 
done in New England. It may be some 
weeks, however, before the present plans 
can be successfully completed. 

A two-day conference was held in 
Boston last week between representa- 
tives of the Eastern Underwriters Asso- 
ciation, Boston Board of Fire Under- 
writers and agents’ associations concern- 
ing the consolidation under one organ- 
ization of the territory now supervised 
by the New England Insurance Ex- 
change, the Boston Board and the Prov- 
idence, R. I., Board of Fire Underwrit- 
ers, This would take in the whole of 
New England except New Hampshire, 
which will have to be excluded because 
of the state laws there. 

The new organization, if completed, is 
likely to be called the New England Fire 
Insurance Rating Association. It would 
be under the direction of a governing 
committee of fifteen officers of the mem- 
ber companies. They would appoint an 
executive manager for the immediate 
supervision of the rating and other oper- 
ations of the new association. It is felt 
that such an association will promote 
improvements in rating procedure which 
will be of benefit both to the public and 
the stock fire insurance business. 


Field Men’s Groups Meet In 
Syracuse, N. Y., Jan. 9-12 


The Underwriters Association of New 
York State will hold its annual meeting 
in Syracuse next Tuesday morning, Jan- 
uary 12, at the Hotel Onondaga and on 
the preceding day, Monday, the execu- 
tive and farm committees will meet. The 
annual meeting of the Empire State 
Pond of the Blue Goose is also sched- 
uled for Monday night. Tomorrow night 
the Syracuse Field Club will hold its 
annual New Year party and the com- 
mittee in charge owe of F. H. Wit- 
meyer, Excelsior; B. R. Martin, Rating 
Organization; C. G Bulkley, Aetna; of 
= Meyer, Rhode Island; P. C. Lambert, 

& G. Fire, and Frank Sidway, Fire- 
pat, | Fund. Members of the Albany, 
Rochester and Buffalo field clubs have 
been invited to attend the party. 


ARTHUR B. WHITTEMORE DIES 
Arthur B. Whittemore, special agent 
of the Glens Falls and Commerce in 
Indiana, died last Saturday at the age 
of 37 years. He had been with the 
companies for twenty-one years and had 
a wide circle of friends in the Middle 
West. After serving at the home office 
at Glens Falls, N. Y., for nine years 
he had been transferred to Indianapolis 
where he was manager of the office there 
and in charge of the Indiana territory. 


EN ROUTE TO THE ORIENT 

E. S. Inglis, vice-president of the Cor- 
roon & Reynolds group, and J. A. Cor- 
roon of the production department, have 
started on a two to three months’ trip 
to the Far East, where they will study 
underwriting conditions to see whether 
they would justify the Corroon & Reyn- 
olds organization extending its opera- 
tions to the Orient. Sailing from San 
Francisco they will visit Hawaii, Manila, 
Sharighai and other cities in the Far 











Bast” before beginning their return jour- 
ney. 





| Gauss Resumes Post As 


| Michigan Commissioner 


| 
| Charles E. Gauss, who served as 
| Michigan Insurance Commissioner un- 
| der former Governor William A. Com- 
| stock for two years ending January 1, 
1935, has been returned to that office 
| by the new Democratic governor, 
Frank Murphy. Mr. Gauss, who suc- 
ceeds John C. Ketcham as Commis- 
sioner, has been acting as postmaster 
in his home city of Marshall. Mr. 
Gauss is reported to have had strong 
| backing for the post of Commissioner, 
with opposition from only certain “po- | 


| litical groups,” according to Governor | 
| Murphy. 








German Offices to Renounce 


Fire Profits for Four Years 


It has been announced from Berlin 
that, to help in carrying out Germany’s 
four years’ plan, private fire insurance 
offices in Germany propose to aid in- 
dustry in the production of raw mate- 
rials by renouncing all profits on fire 
insurance business. It is not stated 
whether foreign offices will be expected 
to adopt the same policy. 





Congress and Legislatures 
Of 43 States Meet in 1937 


Congress and the le -gislatures of forty- 
three states will be in session this year, 
promising a busy time for insurance com- 
panies. A flood of bills affecting the in- 
surance business is expected and a fair 
proportion of these will bear directly on 
fire insurance. The code bills in Illinois 
and New York are two such measures. 
In the casualty field the usual number of 
bills creating compulsory automobile lia- 
bility laws are expected; likewise the 
annual crop of bills to broaden the ben- 
efits of workmen’s compensation cover- 
ace. 


Rearden Foresees 
Increase in Premiums 


IF RATE REDUCTIONS CEASE 


Firemen’s Vice-President Comments on 
Improvement in Mortgage and 
Real Estate Holdings 


Provided there are no further drastic 
fire insurance rate reductions prospects 
are bright for an increase in premium 
volume this year due to increased busi- 
ness activity, according to Vice-Presi- 
dent William B. Rearden of the Fire- 
men’s of Newark. Writing in Sunday’s 
issue of the Newark Call he says fire in- 
surance companies as a whole had a 
satisfactory year in 1936. While under- 
writing profits declined this was offset 
by larger gains in investment income 
and security appreciation. 

On the subject of fire rate reductions 
over a long period of years Mr. Rearden 
said that whereas the country-wide aver- 
age had declined from $1.10 about 
twenty years or so ago to sixty-seven 
cents in 1935, the average rate in New 
Jersey was sixty-one cents in 1935, com- 
pared with ninety-three cents in 1919. 

Mr. Rearden finds there has been a 
decided improvement in mortgage and 
real estate holdings in the last year. “In 
fact, the first signs of a revival in real 
estate came in 1936. Many companies 
which in recent years became the pos- 
sessors of real estate through mortgage 
foreclosures, and which were forced sub- 
sequently to make heavy expenditures on 
those properties to pay tax arrears and 
to make repairs and improvements, are 
now beginning to be vindicated in their 
judgment in this respect. 


Many Properties Sold 
“Through the rise in value and higher 
rentals most such properties are now 
showing a reasonable return on the in- 
vestment and considerable real estate is 
being sold at prices which equal or ex- 
ceed the companies’ total investment 
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therein. Moreover, the widespread feel- 
ing that all mortgages should be amor- 
tized has been recognized by insurance 
companies to such an extent that it is 
unlikely that in any future depression 
these companies will have difficulty with 
assets of this character. 

“The continued decline in interest 
rates throughout 1936 and the large-scale 
refunding of bond issues with bonds 
bearing a lower coupon rate has brought 
about a noticeable decline in interest in- 
come from such investments. Likewise, 
new funds have had to be invested ina 
market of extremely low rates. 

“Thus the average yield on bond in- 
vestments of all companies has declined 
considerably during the year. Those 
companies which held a fair proportion 


of stocks in their portfolios have been | 


able to offset this decline by increased 
dividends and extra dividends received 
on their stock holdings. It is expected 
that the flood of extra dividends on com- 
mon stocks during the month of Decem- 
ber, which resulted from the new un- 
distributed earnings tax, should tend to 
build up total investment income to a 
point where it will be approximately as 
large as it was in the year 1935.” 





FREDERICK W. GRANT DIES 





Was Second in Charge of Arson Bureau 
of National Board; Had Been With 

the Board Since 1919 
Frederick William Grant, 

time assistant to A. 


for 
Bruce Bielaski in the 


some 


as 


arson bureau of the National Board of | 


Fire Underwriters and associated with 
the National Board for sixteen years, 
died Sunday at his home in Hartford, 
Conn., where he had lived for the last 
three weeks. He was 60 years of age and 
had been in bad health for some months. 
However, he was able to continue his 
work with the arson bureau until about 
a month ago. Until early in December 
he had made his home in New Rochelle, 
N. Y. His widow, three daughters, a 
brother, Roger W. Grant, assistant sec- 
retary of the Connecticut General, and a 
sister survive. 
Prior to going 
Board on May 1, 


with the National 
1919, Mr. Grant had 


been connected with several industrial 
companies, doing mostly accountancy 
work. With the National Board he 


served in several departments before go- 
ing into arson work where he displayed 
unusual efficiency. 





Fine Array of Speakers For 
South Jersey Club Dinner 


Plans are materializing rapidly for the 
annual dinner of the South Jersey Field 
Club, which will be held Tuesday even- 
ing, ‘January 19, at the Walt Whitman 
Hotel in Camden, N. J. An elaborate 
speaking program has been prepared, 
which will include the following well- 
known insurance leaders: W. Owen Wil- 
son, president, National Association of 
Insurance Agents; Carl K. Withers, 
Banking and Insurance Commissioner of 
New Jersey; J. Postles Hammond, Dela- 
ware Insurance Commissioner; Herbert 
A. Faunce, president, New Jersey Asso- 
ciation of Underwriters; Leon A. Wat- 
son, expert, New Jersey ‘Schedule Rating 
Office, and, if legislative duties permit, 
Hoffman of New 
Jersey. James Bentley is chairman of 
the dinner committee. 
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“COMPETITION 
Is TERRIBLE!” 


The only man who knows 
anything about competition 
is the one who is fighting it 
—and he is too busy to let 


it worry him. 


Every business has its cut 
throat competition but the 
man selling a reliable prod- 
uct, in the value of which 
he has confidence, can al- 
ways get his share of the 


business. 


Agents representing com- 
panies of the America Fore 
Insurance and Indemnity 
Group can feel confident 
that they are selling reliable 
contracts in strong, substan- 


tial companies. 
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Beling On Agency Management 


(Continued from Page 1) 


rule is not a good collector and vice 
versa. It is also considered advisable to 
have at all times an accurate collection 
list showing the unpaid accounts aged 
by months in order to maintain the nec- 
essary constant supervision. 

One of the principal difficulties in 
many agencies is the lack of coordina- 
tion of practices, Mr. Beling told his 
listeners. In too many cases an agency 
in evolving from its infant stages has ex- 
panded its original system and corre- 
spondingly its personnel without the 
requisite study of related operations so 
vital in promoting efficiency and con- 
trolling expense, he said. It is the story 
of placing volume above profit. 


Increasing Economy and Efficiency 


“If some one came to you with a 
brand new line involving say $1,500 a 
year in premiums and said you were 
to retain this year after year without 
any tear of it being lost to another 
agency, you would call it a pretty nice 
piece of business,” continued Mr. Beling. 
“On the other hand if by studying your 
office routine and making a few changes 
you were able to save.as little as $10 
a month, this would perhaps not loom 
nearly so large in your minds as the 
acquisition of the new business. And 
yet, from the profit standpoint, the re- 
sults are nearly identical as can be seen 
from a simple calculation. 

“It has been determined that the na- 
tion-wide average of profit which an 
agent can expect is 8% of the premium 
volume. Eight per cent on an annual 
premium. of $1,500 works out to $10 a 
month. I have used comparatively small 
figures in this illustration for the sake 
of simplicity but I hope I have made 
clear the desirability of studying your 
various office operations and their rela- 
tions to each other with the thought of 
increased economy and efficiency. 

“Now you ask how savings can be 
accomplished. This is dependent largely 
on the local conditions in each office but 
there are certain id: ; which may be 
profitably employed kt.’ most agencies. 
As an example, the preparation of in- 
voices in sets makes it possible to pro- 
duce at one operation a number of iden- 
tical basic records which in addition to 
the original accompanying the policy, 
may include the accounts receivable 
ledger or posting medium, the initial 
expiration record, a line record, the ac- 
counts payable posting medium, a solici- 
tor’s commission record, a collection fol- 
low-up and such other records as the 
individual agency may require. 

“Another simple thought which may 
seem insignificant but which pays sub- 
stantial dividends over a period of time 
is the consistent use of window envelopes 
on all outgoing correspondence, state- 
ments, etc., except items of a purely per- 
sonal character. 


Renewal Policies and Premiums 


“Then, too, it may be that a num- 
ber of policies involving small premiums 
are being delivered by hand which 
might just as well be mailed without 
affecting the possibility of securing addi- 
tional business. While on the subject 
of these small premiums I might point 
out that a number of agents, recognizing 
that the expense of handling such items 
in person is usually out of proportion 
to the commission involved, have made 
profitable use of expiration notices which 
include a request for payment of the 
renewal premium before the renewal pol- 
icy is written. 

“Let us now turn to a study of the 
office routine in general. It is a well 
established theory that all mechanical 
functions should be centralized in the 
interest of efficiency and economy while 
the sales and underwriting activities 
should be departmentalized. In the larger 
agencies this principle is exemplified by 
the maintenance of central units for pol- 
icy writing, stenographic service, filing, 
mailing, etc. Where the personnel is 


not large enough to warrant such ar- 
rangement it has been found helpful to 
make each employe responsible primar- 
ily for some major function to which all 
other duties are subsidiary. 

“An excellent idea in use by many 
agents is to establish and maintain a so- 
called ‘work book’ in which the various 
details of office routine are listed under 
the headings of the several employes 
charged with the respective responsibili- 
ties. The preparation of this record in 
itself has been found helpful in co-ordi- 
nating the office activities and promot- 
ing efficiency and economy. 


Making Inside Staff an Aid to 
Production 


“This brings us to the discussion of a 
new type of ‘forgotten man’ and woman 
too for that matter. I am referring now 
to the inside staff of an agency and 
the possibilities of developing the mem- 
bers of the staff along production lines. 
Unfortunately many agents are inclined 
to overlook the importance of a well- 
trained, enthusiastic and _ production- 
minded office personnel and its definite 
value in developing an agency’s premium 
volume at a minimum operating cost. 
With adequate line records in opera- 
tion, the staff may be used to build up 
information on new business. This in- 
formation may be obtained from vari- 
ous sources such as the local Chamber 
of Commerce, the Automobile Tax Bu- 
reau, the Real Estate Tax Division, etc. 

“For instance if the records indicate 
an insured to whom only a household 
goods policy has been sold, it should 
be the staff’s duty, supplemented of 
course by such additional data as the 
controlling producer may supply to de- 
termine the social, financial and insur- 
able status of that insured and thereby 
the lines for which he may be a pros- 
pect. It follows that under this plan, 
not only does the office personnel de- 
velop sales consciousness but the pro- 
ducers are relieved of so much more 
detail and consequently may concentrate 
on actual sales contacts. Some large 
agencies go so far as to maintain a 
separate bureau of research for this 
purpose but the average agency can 
accomplish similar results through its 
regular staff. 

“Another point of interest is the ques- 
tion of proper contact between the of- 
fice personnel and the insuring public. 
As you know, there are three kinds 
of contact, viz: personal, telephone and 
letter. In personal contacts, there are 
of course two extremes to be avoided— 
the overly effusive and the lackadaisical 
or downright churlish. It is sometimes 
difficult to find the happy medium but 
with constant training I think you will 
agree that it should be possible to de- 
velop an atmosphere of friendliness and 
willingness to be of service which will 
be readily apparent to all visitors to an 
agency. Let me point out here what I 
believe most of you already realize which 
is that quite often a potential customer 
may call in person at your office for the 
first time and much depends on the 
reception which he is accorded. The 
telephone contact is also quite impor- 
tant. 

“Now as to the contact by letter. 
Correspondence emanating from an 
agency—like the personal and telephone 
contacts—may be the first impression 
of an agency received by a prospective 
client. Then too, in many instances the 
letters written by an agent may far 
outweigh numerically the personal con- 
tacts. Recognizing the importance of 
this feature, many agents make a spe- 
cial effort to have their correspondence 
truly representative. In many instances 
agents prefer their own letterheads as 
being more distinctive. A good grade 
of paper is then used with a simple 
dignified letterhead. Care is taken to 
have all correspondence neatly typed 
and properly centered. The subject mat- 
ter also receives careful attention in 


order that the phraseology may be 
clean-cut, concise and at the same time 
courteous. 


Maintenance of Line Records 


“Another important feature in’ an 
agency office is the maintenance of line 
records. In some instances line rec- 
ords are prepared for the more impor- 
tant customers alone with the thought 
of conserving expense. I am naturally 
wholly in sympathy with any thought 
which may result in reduced operating 
costs but frankly I do not believe that 
it is true economy to limit the infor- 
mation on one’s customers. We are all 
familiar with the expression that ‘an 
agent’s best prospects are his present 
customers’ and this is assuredly as ap- 
plicable proportionately to the smaller 
clients as to the larger account. The 
companies generally are offering a num- 
ber of new and attractive coverages 
which have an appeal to the insured of 
average means and it is obvious that 
these lines can best be solicited when 
complete information is readily available 
on the classes of business already 
written. 

“There are several different types of 
line records in operation,” said Mr. Bel- 
ing. “In some cases, the customer's 
ledgers are utilized but these records 
have the disadvantage of being inter- 
spersed with cash and journal postings. 
Then we find a copy of each invoice 
serving as a line record. Theoretically, 
this seems sound but in actual practice 
it becomes necessary to thumb through 
a sheaf of carbon copies for the requisite 
information without any assurance that 
all of the copies are in file. The better 
plan in my opinion is to maintain a 
condensed listing on cards filed by in- 
sureds or, as I have seen in many ex- 
cellently conducted offices, on the filing 
faces of folders which serve the dual 
purpose of line records and daily report 
files. 

Accounting 


“Suppose we now turn to the subject 
which so many agents regard as a bug- 
bear, viz: accounting. As with anything 
else the most effective system is the 
simplest. Stripped of all its mystery to 
the laymen, accounting is nothing more 
than common sense applied to figures. 
There are a number of excellent stand- 
ardized systems on the market and I 
have found in many instances that 
agents have devised systems to fit their 
own individual requirements which are 
well-nigh ideal, The type of accounting 
system may and does depend on the 
agency’s individual preference but there 
are some features which should be com- 
mon to all offices. 

“There are three basic book records, 
viz: the cash book, the journal and the 
general ledger. In addition there are 
several subsidiary records, notably the 
customers’ ledgers or accounts receiv- 
able which depend on the condensed 
general ledger for control. Every bal- 
ance account should be_ reconciled 
monthly with the respective controlling 
accounts in the general ledger. This 
is most important since quite often the 
very existence of an agency may de- 
pend upon the regular analysis of its 
assets and liabilities.” 





COLLECTION DIFFICULTIES 

A special agent a few days ago phoned 
an agent asking for a check for $6.50 
to balance the local producer’s Septem- 
ber account. The agency replied: “If 
you will bring a blank check to my of- 
fice I will fill it out for you.” What the 
special then said must be left to the 
imagination. 





HEADS SYRACUSE FIELD CLUB 
The Syracuse Field Club of Syra- 
cuse, N. Y., has elected the following 
officers for this year: president, P. D. 
Fogg, Travelers Fire; vice-president, R. 
D. Constable, Agricultural; secretary, C. 
A. Collin, National Fire; treasurer, C. 
W. Inglehart, Insurance Co. of North 
America, 


Bancredit Plan 


(Continued from Page 18) 


inability to meet lump sum premium 
payments, 

“2. Economy of three and five year 
term policies made available. 

“3. More complete coverage possible 
by spreading payments. 

“4. Low interest charges exact no 
penalty whatever for financing premi- 
ums. 

“5. Puts all insurance premiums on 
an acceptable budget basis. 

“6. Assured retains possession of polj- 
cies—can be delivered to mortgage even 
though financed. Mortgagee need not 
sign agreement. 

“7. Terms are better than ever be- 
fore offered. No down payment, ten 
months to pay on annual policies; twen- 
ty-five months to pay on three year 
policies; forty months to pay on five 
year policies. 

“8. If down payment is made volun- 
tarily or number of payments reduced, 
interest charge is reduced accordingly. 


Advantages to Company 


“Advantages to company: 

“1. Assures sixty day settlement for 
premiums, 

“2. Cancellation for non-payment ac- 
celerated. 

“3. Increased premium income because 
agents will be free of collection detail 
and find greater opportunities for new 
business. 

“4. Will result in greater proportion 
of long term business with lessening of 
overhead expense. 

“5. Assures collection of full earned 
premium on all policies canceled short 
rate or pro rata.” 





Newburgh Honored For 


Fire Prevention Work 

For the third time in recent years 
Newburgh, N. Y., has won first place in 
New York State in awards of the inter- 
national committee of judges of the Na- 
tional Fire Protection Association for 
the showing of cities in the annual fire 
prevention campaign. It ranks twenty- 
third among cities of the country and 
heads the New York State cities in the 
competition. In 1932 Newburgh tied for 
first place with Utica in New York State 
in the first group and in 1935 won first 
place in the second group of cities. 

S. Carlisle Goodrich is chairman of the 
city’s fire prevention and fire rate com- 
mittee of the Chamber of Commerce. 
City and school authorities cooperated 
with the Chamber of Commerce in stag- 
ing the fire prevention drive between 
September 27 and October 17 last. In 
this state Geneva received second place 
and honorable mention was given to 
Rochester, Syracuse, Watertown, 
Schnectady, Utica and Rome. 





25 YEARS IN NEW ORLEANS 


J. H. Bodenheimer & Son on January 1 
celebrated the twenty-fifth anniversary 
of their entrance into insurance in New 
Orleans. Established in Shreveport, La., 
in 1893, the agency established an office 
in New Orleans on January 1, 1912, in 
charge of J. H. Bodenheimer, who has 
remained continuously in active charge 
since then. Henry Bodenheimer of 
Shreveport, now 83 years of age, is ac- 
tively engaged in the local agency busi- 
ness in that city with his son, Albert C. 
Bodenheimer. 





ADJUSTING OFFICE MANAGER 


The Nichols Co. of Washington, ad- 
justers for insurance companies, an- 


nounce the appointment of William L. 
Brown as manager of the branch office 
located at 113 North Loudoun Street, 
Winchester, Va. 
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@ A SALUTE TO 


THE STATE OF FLORI DA 





Florida has 58,666 square miles..... ..---1.94% of the U. S. A Or 

eoaetin has 1,468,211 population........... 1.19% of the U. S. kf ties a \\ 

Florida attracts more than 1,750,000 tourists each season. \ 
The name of the “Everglade State”, Florida, appears on the 

earliest map of the New World. It was discovered by the Span- 


iard, Ponce de Leon, in his search for the “fountain of perpetual 7] 
youth”, After a long succession of military governments, in- * 4 
cluding the Spanish, French and English, Florida became one a 
of the United States in 1845. 


Because of its extreme southerly position and proximity to 
the Atlantic Ocean and the Gulf of Mexico, this State enjoys 
a climate varying from the warm-temperate to the semi-tropical, 
which makes it a favorite winter resort. Sailfish, swordfish and y 
tarpon bring sportsmen to Florida from all over the world to , ~ 
fish, while water sports attract thousands more. P Bree” 
Florida, according to the last census, has 5,026,617 acres in farm-land, with a total value of $462,- 
456,035. Fruits, especially oranges and grapefruit, vegetables and nuts produce a value of $90,345,573. 
Fisheries, sponges and alligator hides increase the value of its products. 


Florida insures, with the old established stock insurance companies, 
$669,605,833 of its property values against fire and pays, each 
year, $6,640,891—1.44% of the premiums of the United States. 


American Equitable Assurance Com- = Merchants and Manufacturers Fire 


pany of New York Insurance Company 
Organized 1918 Capital, $1,000,000.00 Trenton, N. J. Chartered 1849 
' a Capital, $1,000,000.00 
Globe & Republic Insurance Company ° 
of America . 
Philadelphia, Pa. ee York Fire Insurance Company 
Capital, $1,000,000.00 Incorporated 1832 Capital, $1,000,000.00 
es a 
Knickerbocker Insurance Company Sussex Fire Insurance Company 
of New York Newark, N. J. Incorporated 1928 
Organized 1913 Capital, $1,000,000.00 Capital, $1,000,000.00 
92 William Street pee eye New York 


One of a series designed to acquaint insurance men and insurance buyers with a few facts about our country. 
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T ALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








Just as there are autoists who have 
to go just a little beyond the line, and 
block pedestrians’ progress, so there are 
individuals in hotels, who, when you are 
sitting in a hotel lobby, have to come 
as close to you in navigating as possible 
without treading on your toes. It makes 
no difference whether there is plenty 
of space for them away from you, they 
just can’t avoid coming as close as is 
possible. When I see one of them com- 
ing I purposely stretch my legs and am 
overjoyed if my shoe knocks their shins, 
as they have no comeback, especially if 
you tell them there was a lot of unused 
space which they overlooked and if you 
can back up your remarks with a fairly 
healthy physique of six feet in height 
and 190 pounds in weight with muscles 
trained by years of long distance swim- 
ming. If they are looking for trouble, 
they can get it from me. 

* * * 
The Piano Playing Pest 

A type of pest, gradually disappearing, 
was the traveling man, who when hotels 
all had pianos, used to sit and play for 
hours and think he was entertaining us 
by his superficial and poor efforts. You 
still meet such persons occasionally in 
small town hotels. I met one recently 
and we had to listen to his plunking 
for hours. We would have left the lob- 
by, but it was too early to go to bed, 
and it was below zero outside, with a 
heavy snowfall. So we clapped so loudly 
that he caught on and ceased. 

Of course he is no worse than the 
continuous blah one has to listen to 
from the radio, but it is easier to have 
the radio turned off than to turn off 
that piano player. 

+ * 
Economical Checking Account System 

An enterprising bank at Watertown, 
N. Y., to encourage small accounts (and 
many small accounts count in the ag- 
gregate) is advertising check books for 
sale at $2 apiece with thirty checks, and 
you don’t have to maintain a large bal- 
ance. There are thirty checks in the 
book which means about six and two- 
third cents apiece. 

Big banks usually discourage small 
accounts by charging a service fee of 
from $2 to $3 plus unless a balance of 
a certain sum is maintained, out of reach 
of most depositors. The time will come 
when the big banks may want to get 
these small checking accounts, but it will 
be too late, if the above very good idea 
of small town banks goes over, which 
idea, I understand, is going over big. 
It also enables large employers to turn 
over their payrolls to a bank in which 
the employes of the mill or factory 
owners or large mercantile concerns have 
checking accounts. 


* * * 
An Act Without Words 
On some of the through trains on 


trunk lines sleepers are used in place ot 
seat Pullman coaches, as is well known 
to the traveling public. You buy one 
seat in a section seating four, and if you 
are ahead of time you can settle down 
comfortably in the seat facing forward, 
in the hope that no one else will come. 
If men come it is all right, but I have 
observed that when a woman comes 
with a lot of bundles and can’t occupy 
the whcic section she seems miffed and 
regards you with hostile eyes, and al- 
thonzh she has only paid for one seat in 
the section, she thinks she should have 
the whole outfit. 


The particular female 


I have in mind kept fussing and sighing 
and pouting at me in silence and giving 
me reproachful glances, until I gave her 
tu understand that I would not move to 
please her though not a word was said 
bc:ween us. I suppose she thought me 
a rough neck, and perhaps I am in these 
niatters. 
* * * 
Shower Room Appealed to Me 

An ex-fieldman, now an officer of a 
large company, asked me after showing 
me around the plant and the officers’ 
rooms what part appealed to me the 
most. To his surprise and amusement 
I said, “Your shower room and your 
wash rooms.” And I meant it, for the 
luxury of a nice cold or warm shower 
on a hot day, so easy of access and so 
handy, is certainly a source of enjoy- 
ment and is refreshing. 

e ££ » 
“Lay,” “Lie” and “Stop” 

When boarding a train at Kingston 
a few weeks ago the pleasant conductor, 
whom I have known for years, said to 
some hurrying passengers, “No hurry; 
we lay here five minutes.” In passing 
him I asked him, “What do you lay here, 
eggs?” Smilingly he said, “What should 
I say: we lie here? I said that the 
other day and a man asked me not to 
lie too much, especially not five min- 
utes. So it’s hard to suit everyone.’ 
He asked me what I would suggest, as 
he had had unfavorable comments on 
both “lay” and “lie.” I suggested, to 
help him, that he say, “The train stops 
here five minutes,” for which he thanked 
me, and the incident was closed. 


J.G.L. HELTZEN WITH HARTFORD 


The Hartford Fire and the Citizens 
have opened an inland marine and auto- 





mobile service office for Maine, New 
Hampshire, Vermont and Massachusetts 
under the supervision of John G. L. 


Heltzen as special agent. He has his 
headquarters at 141 Milk Street, Boston, 
and will work in cooperation with Spe- 
cial Agent F. W. Andrews of the Hart- 
ford and Special Agent G. E. Hill of 
the Citizens. Mr. Heltzen joins the 
Hartford after twelve years with the 
America Fore group as special agent 
for inland marine and automobile lines 
in New England. He is a native of 
Providence, R. I. 





FARM ASS’N TO MEET JANUARY i3 


The annual meeting of the Farm Un- 
derwriters Association will be held on 
Wednesday, January 13, in Chicago. The 
principal subject for discussion will be 
the question of rural fire protection. Rate 
credits are to be determined where tele- 
phones, rural fire departments and water 
supplies are available. The association 
will establish standards for fire depart- 
ments and water supplies. Telephone 
companies, it is understood, are pressing 
the matter of credits for protection as a 
means of developing the use of tele- 
phones on farms. 





NAMED BRIDGEPORT MANAGER 


The New England Insurance Exchange 
has appointed James I. Alexander as 
manager of the Bridgeport, Conn., of- 
fice, succeeding Richard H. Broderick, 
who retired recently. Mr. Alexander 
has had several years of experience with 
the Exchange and in his new post will 
have supervision of both stamping and 
rating. 


, tors. 





National Board Bulletin 
On Hazards of Soft Coal 


A timely bulletin (No. 30) on “Pre- 
venting and Extinguishing Fires in Soft 


Coal” has just been released by the com- 
mittee on fire prevention and engineer- 
ing standards of the National Board of 
Fire Underwriters. 

“All grades of soft or bituminous coal 
are, under certain conditions, subject to 
spontaneous heating and ignition,” says 
the bulletin. “It is generally considered 
that hard coal or anthracite, from the 
United States at least, is not subject to 
spontaneous heating, although foreign 
matter in hard coal, such as oily waste, 
may start spontaneous heating, espe- 
cially in very fine coal.” 

Following a description of differences 
in the coal itself which determine its 
susceptibility to heating up, the bulletin 
continues with an outline of correct stor- 
age methods. 


BROWN, CROSBY & CO. CHANGES 


Brown, Crosby & Co., Inc., New York 
insurance brokers at 96 Wall Street, an- 
nounce that Raymond B. Humphrey, for 
over twenty years in the business, and 
William W. Brinckerhoff, formerly asso- 
ciated with W. P. Brinckerhoff, Inc., 
have been elected to the board of direc- 
Walter J. Cowan has joined the 
staff of Brown, Crosby & Co., Inc., as 
assistant secretary. He was formerly 
with the Aetna Life and affiliated com- 
panies in New York as head of the spe- 
cial risks department and more recently 
was an officer of R. F. Murray & Bro., 
Inc., insurance brokers. 








FIREMAN’S FUND SPECIAL 


Charles C. Hannah, manager of the 
Eastern department of the Fireman’s 
Fund, announces the appointment of 
Sydney Smith as special agent for Maine 
effective January 11. He succeeds Arthur 
Brown, who has resigned. Mr. Smith 
has been associated with the company 
for seven years, originally in the capac- 
ity of rate and protection engineer but 
for the last four years as special agent 
in eastern Massachusetts. Prior to go- 
ing with the Fireman’s Fund he had 
been with the Associated Factory Mu- 
tuals. Mr. Smith will have his head- 
quarters at 57 Exchange Street, Port- 
land, Me. 


F.C.A.B. CHANGE IN GA. 


Charles I. Mell, Sr., for several years 
head of Chas. I. Mell & Son, fire insur- 
ance adjusters at Augusta, Ga., has re- 
tired because of ill health. The office 
has been taken over by the Fire Com- 
panies’ Adjustment Bureau, Inc., which 
is carrying to conclusion such losses as 
are in process of adjustment. Charles I. 
Mell, Jr., who has been associated with 
the F.C.A.B. in the Atlanta office as an 
adjuster for the last seven years, has 
been advanced to adjuster in charge at 
Augusta. This office services nine coun- 
ties in the vicinity of Augusta. 


A. L. PIERSON DIES AT 80 

Andrew L. Pierson, 80 years of age 
and the oldest insurance agent in 
Wilkes-Barre, Pa., died of a heart at- 
tack in St. Petersburg, Fla., last week. 
He retired from active work in 1930, 
leaving the active management of the 
agency to his son, Leland S. Pierson. 








ROYAL EXCHANGE ASSURANCE (1720) 


FIRE and MARINE LINES 


PROVIDENT FIRE INSURANCE CO. 
FIRE LINES 


CAR & GENERAL INS. CORP., LTD. 
CASUALTY LINES 


111 John Street, New York 












227 YEARS OLD 


SUN 


INSURANCE OFFICE, LIMITED 


FOUNDED 1710 
United States Branch 


55 Fifth Ave. New York 
Western Department 
309 West Jackson Blvd. 
hicago 
Pacific Department 
100 Sansome Street 
San Francisco, Cal. 











Important New Office 
Is Formed in St. Louis 


Formation of a new general insurance 
agency in St. Louis to serve eastern 
Missouri was effected last week through 
a merger of the Missouri interests of the 
Chicago agency of Marsh & McLennan, 
Inc., and the St. Louis firm of Case, 
Thomas and Marsh. Edward G. Marsh, 
Jr., who has been general manager of 
the St. Louis agency, will become presi- 
dent of the new firm and C. W. Sea- 
bury of Chicago, vice-president of Marsh 
& McLennan, Inc., will serve as vice- 
president. 





LAST OF O’LEARYS DIES 


Mrs. Catherine O’Leary Ledwell, 70, 
last member of the O’Leary family whose 
cow some say started the Chicago fire, 
died of heart disease recently at her 
home. Mrs. Ledwell always denied the 
legend that the O’Leary cow kicked over 
a lamp in their barn and touched off 
the great blaze of 1871. She declared 
they first learned of the fire at eight 
o’clock when Denis Sullivan, “the one- 
legged drayman from next door,” dis- 
covered it in the barn. 

“That’s the first we knew of the fire,” 
she always said. “No one had been up. 
I know mother didn’t milk the cow after 
five o'clock.” Mrs. Ledwell said _ that 
young bloods of the neighborhood who 
sometimes drank beer in the loft of the 
O’Leary barn may have left a cigar butt 
smouldering in the hay. 





F. & G. FIRE JOINS USAIG 


The Fidelity & Guaranty Fire of Bal- 
timore has become a member of the 
United States Aircraft Insurance Group, 
for which managers are the United 
States Aviation Underwriters, Inc. This 
brings the total number of fire and 
casualty member companies and ass0- 
ciate members to thirty-seven. The 
member companies include the Aetna 
(Fire), Automobile, Boston, Hartford 
Fire, Insurance Co. of North America, 
National Union, North River, Phoenix 
of Hartford, St. Paul F. & M., United 
States Fire, Westchester Fire, Aetna 
Casualty & Surety, Century Indemnity, 
Hartford A. & I., Maryland Casualty, 
New Amsterdam Casuaity and United 
States Fidelity & Guaranty. 


FIREMAN’S FUND DIVIDEND 


Directors of the Fireman’s Fund of 
San Francisco have declared the regular 
quarterly dividend of $1 a share, pay- 
able January 15 to shareholders of rec- 
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CANAL BOATS 











ON WHEELS -: 


Canal boats on wheels may seem incongruous, but from 1832, 
when New Jersey’s Morris Canal was completed, until a time 
within the memory of many present residents of Newark, 





canal boats passing under Broad Street were carried up to a 
= higher canal level by means of cradles set on wheels. 


Ingenuity in solving transportation problems has been a 
part of Newark’s industrial contribution to the nation. Of 
Newark’s many business enterprises insurance is one of the 
most important, placing that city fourth in rank among the 
country’s insurance centers. 


Newark’s oldest insurance organization is The Newark Fire 
Insurance Company. Its nation-wide service is backed by 125 
years of underwriting experience and unquestionable security. 


NEWARK FIRE 


41 CLINTON STREET, NEWARBK, NEW JERSEY 
EXECUTIVE OFFICES, 150 WILLIAM STREET, NEW YORK.N.Y. 
A MEMBER OF THE ROYAL-LIVERPOOL GROUPS 





OLDEST FIRE INSURANCE COMPANY OF NEWJERSEY 
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Birmingham Appoints F. A. Doyle 
For City, Suburban and Automobile 


The Birmingham Fire of Pennsylvania, 
affiliate of the National Union, has ap- 
Francis A. Doyle, 123 William 
New York metropolitan 
agent for fire and sprinkler leakage, 
February 1, and as its 
agent for 


pointed 
Street, as its 


effective as of 
suburban and 
fire and theft, 


general 
effective im- 


head 
automobile 
mediately. 
The Birmingham is an old company, 
having been incorporated in 1871. Since 
1926 its control has been held by the 
National Union. All of the business of 
the company outside of Ailegheny Coun- 
ty is operated by the general agency 
known as the “National Union Depart- 
ment” located at the home office of the 
parent company. The latter also auto- 
matically reinsures and guarantees all 
business written by the Birmingham. 
As a result of its appointment by the 
3irmingham, the Francis A. Doyle agen- 
cy starts the new year with another 
desirable company and one that will ma- 
terially increase the writing facilities of 
the office. The agency was established 
last May with the metropolitan and 
suburban representation of the Standard 
of Trenton and from its inception made 
a real place for itself among New York 
fire agencies. Mr. Doyle, head of the 
agency, is one of the younger city un- 
derwriters, well and favorably known to 
brokers. He started his career about 





JAMES B. THORSEN DIES 

James B. Thorsen, 77 years old, found- 
er and head of the insurance brokerage 
firm of James B. Thorsen and Sons, Inc., 
of 1 North LaSalle Street, Chicago, 
until his retirement from active business 
five years ago, died last Saturday in his 
apartment in Evanston, Ill. He had been 
ill less than a week from bronchial pneu- 
monia. Mr. Thorsen had been a resi- 
dent of Chicago and Evanston since 
1870. Before going into the insurance 
business he was in the sporting goods 
business. He organized the insurance 
concern in 1900. 


He is survived by his widow, Florence 
M. Thorsen; six sons, Waldo, Ralph, 
Theodore, George, Kenmore and 


Mitchel, and two daughters. Waldo and 
Ralph are conducting the business their 
father founded and J. Mitchel is -asso- 
ciated with the New York insurance 
brokerage firm of Thorsen & Ritchie. 
DISTRIBUTE STANZ ADDRESS 
The Brooklyn Fire Agents’ Association 
has distributed to all Brooklyn agents 
copies of the address of William F. 
Stanz, chairman of the executive com- 
mittee, delivered at the December meet- 
ing of the association. At that time Mr. 
Stanz enumerated numerous. problems 
facing Brooklyn agents and urged strong 
support for the association. He con- 
tended that the fundamental interests of 
all agents, small and large, are practi- 
cally identical, so they should all work 


together to create a trade organization 
which has strength and prestige. 





Matar Studio 
DOYLE 


FRANCIS A. 


sixteen years ago with the Continental’s 
Brooklyn office, went from there to An- 
drews & Evans, then to the New York 
City agency of O’Brien & O’Brien, and 
subsequently became underwriter for the 
F. H. Ross Agency. 

Besides the Standard of Trenton and 
the Birmingham Fire, Mr. Doyle’s office 
also represents the London & Provincial 
for automobile business. 


McFalls Completes 45 
Years in Insurance 


HEADS WELL KNOWN AGENCY 





Still Active as a Leader in Metropolitan 
and Suburban Fields; Director of 
Central Fire 





R. B. McFalls, president of the met- 
ropolitan and New York suburban gen- 
eral agency of R. B. McFalls & Son, 
Inc., 12 Gold Street, New York City, 
rounded out forty-five years in insur- 
ance on December 15. One of New 
York’s best known fire agents and now 
as for many years one of the dominant 


figures in suburban underwriting § af- 
fairs, Mr. McFalls carries his years 
lightly. Though ably assisted by capa- 


ble lieutenants, Bob McFalls is still very 
much the active head of his agency and 
in his captaincy of it discloses no dimin- 
ishment of the vigor and vision dis- 
played in building it into one of the 
city’s most successful insurance offices 


Started in 1891 With Imperial 


In 1891, as a boy, Mr. McFalls started 
his career with the Imperial of London. 
His first boss was Fred Little, who re- 
cently retired from the presidency of 
R. C. Rathbone & Son. Mr. McFalls 
had been with the Imperial eight years 
when its United States manager, J. J. 
Courtney, resigned to become president 
of the Fidelity Fire of Baltimore and 
took Mr. McFalls with him as chief un- 
derwriter. Two years later the Fidelity 
Fire sold out to the Firemen’s of Balti- 


more and Mr. McFalls continued with 
the latter as New York State special 
agent. 


This brought him in contact with the 
Buffalo local agency of Smith & Wilcox 
whom he joined and remained with for 


two years. He then returned to New 
York City and became underwriter for 
the Svea. This was followed by three 


to four years with the Phoenix of Lon- 
don and then came his connection with 
Willard S. Brown & Co., where he 
served as suburban department head for 
eight years. Then, in 1915, Mr. McFalls 
was invited to tie up with the late John 
G. Simmonds, who was operating the 
suburban general agency originally 
known as F. R. Cruikshank & Co., and 
with which he had been counterman "until 
acquiring the business from Fred Cruik- 
shank and Harry Barley. When Mr. 
McFalls joined Mr. Simmonds the agen- 
cy was incorporated under the name of 
John G. Simmonds & Co., Inc., with 
the former as vice-president. 

In 1918 Mr. McFalls purchased Mr. 
Simmonds’ interest and on January 1 


’ 





Birmingham 





of Pennsylvania 
NATIONAL UNION GROUP 


Announces the Appointment of 


FRANCIS A. DOYLE 


123 William Street, New York 
BEekman 3-5556—5557 
As 
Metropolitan Fire Agent 


(Effective February 1, 
Head Suburban and General Agent 
Automobile and Sprinkler Leakage 


(Effective Immediately) 


Fire Ins. Co. 


1937) 
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Mr. Broker: Get acquainted with our 
service ... We welcome new accounts, 


Nathan H. Weil. Ine. 


INSURANCE UNDERWRITERS 
501—5th Ave., corner 42nd St. 
MUrray Hill 2-6412 
Fire—Casualty—Inland Marine—Automobile 
Serving Brokers Since 191¢ 











1919, changed the name to R. B. McFalls 
& Co., Inc. And so it remained until 
two years ago when Mr. McFalls’ son, 


David S., having been taken into the 
firm, the “& Co., Inc.” was changed to 
“& Son, Inc.” Besides Mr. McFalls 


who is vice-president, the 
other officers are Charles A. Wilson, 
vice-president; James D. Stevens, sec- 
retary, and Henry F. Lahr, treasurer. 
Of the nine companies represented by 
Mr. McFalls’ concern as general agents 


and his son, 





McFALLS 


R. 3. 


have 


for the suburban territory, four 
incep- 


been with the agency since its 
tion under the Cruikshank name. They 
are the American Central, Boston, Farm- 
ers of York and Old Colony. The other 
companies are the Baltimore American, 
Employers’ Fire, Home Fire & Marine, 
Lumbermen’s and the Central Fire 4 
Jaltimore. The latter company wi 
complete fifteen years with the agency 
on May 1 this year, having appointed 
the McFalls office its metropolitan man- 
ager and suburban general agent in 1922 
It was the company’s first appointment 
upon entering New York State. Besides 
the Central Fire, the Employers’ Fire, 
Old Colony and Baltimore American are 
also represented by the agency for the 
metropolitan as well as the suburban 
territory. 
Central Fire Director 

Mr. McFalls was elected a director 
of the Central Fire a number of years 
ago and since has regularly visited Bal- 
timore the second Monday of each 
month to attend the company’s board 
meetings. He is also a director of the 
First National Bank of Sparkill, N. Y. 
A member of the Association of Local 
Agents of the City of New York, the 
New York Ex-Fieldmen’s Society, Drug 
& Chemical Club and the Insurance 
Square Club of New York, Mr. McFalls 
is also a life member of the Rockland 
Country Club. In Masonic affairs he is 
a shriner and affiliated with Wawayanda 
Lodge No. 315, F. & A. M. of Sparkill, 
N. Y.; Rockland Chapter No. 204, R. A. 
M. of Nyack, N. Y.. and the Rockland 
Commandry. Mr. McFalls keeps fit by 
taking a Carribean cruise every Winter 
and spending part of the Summer in the 
Thousand Islands. 





PASS TESTS FOR ADJUSTERS 
The New York Insurance Department 
announces that forty-two candidates for 
certificates of authority as public ad- 


‘justers recently passed examinations con- 


ducted by the Department. 
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Robbers have victimized the thrifty since history began. and NO DAY PASSES without its 
record of brutal holdups often ending in tragedy. 

Despite police vigilance and all the safeguards society has devised, the GUNMAN lurks close 
by—ready to strike in the most unexpected places. 

Forewarned by experience, the prudent man arms with INSURANCE, the only sure way to 
recoup financial loss from burglary, theft or ROBBERY. 











LOYALTY GROUP 


Firemen’s Insurance Company of Newark. New Jersey —orcamzeol855 
The Girard Fire & Marine Insurance Co. _—oncamzeo 1653 Milwaukee Mechanics’ Insurance ay oncanze (952 
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Every manufacturer and mer- 
chant now earning a profit or 
earning sufficient to pay fixed 
eharges and expenses needs 
Use & Occupaney Insuranee to 
preserve financial standing and 
credit in the event of loss by fire 
or other peril. 


Consult freely our fieldman 
or this office regarding your 
problems and specifie “U. & 0.” 


risks. You are assured of fullest 
cooperation. 


THE 
PENNSYLVANIA 


FIRE INSURANCE 
COMPANY 


WRITING FIRE AND ALL KINDRED LINES 





Munich Re Report Summarizes 
International Insurance Results 


Loss Ratio of Company Satisfactory; Further Reduction of 
Premiums Follows Rate Cuts in Many Countries; Fire 
Business Good But Company Expects Period of 
Greater Loss Frequency 


The Munich Reinsurance Co. held its 
fifty-sixth annual general meeting of 
shareholders in Munich on November 20, 
and their report, as usual, is of unusual 
interest because of comments made re- 
specting insurance conditions on the con- 
tinent. The total premium income of the 
company for the year was 191,369,651 
reichmarks and the net premiums RM 
155,786,687. The principal profits made 
during the year were in the fire, hail and 
general branch—RM 5, 885, 173. There 
were losses in the accident, liability and 
motor car branch. The net profit on all 
lines for the year was RM 3,453,401, the 
largest since 1913, excluding the war peri- 
od and years to 1923. Total assets of 
the company amounted to RM 431,106,731, 
the balance sheet as of June 30 last 
showed. 

In discussing general insurance condi- 
tions the report says: 

Loss Ratio Satisfactory 

“The financial year was in its essen- 
tial features similar to the previous year. 
The satisfactory progression of the Ger- 
man business, and, in spite of all the 
trade restrictions, of the international 
business also, permits us to report a 
satisfactory loss ratio. As a consequence, 
however, a further reduction in premium 
rates has manifested itself in many ways, 
but as regards the high expense-ratio it 
has been impossible to bring about a 
decrease worth mentioning. The most 
striking event in international insurance 
during the year under review was the 
financial collapse of the Lebensversich- 
erungs-Gesellschaft Phonix of Vienna. 
Our company had connections with the 
Phénix by way of a share interest and 
by way of reinsurance for more than 
four decades. We have observed that 
company’s remarkable development after 
the war, at first with interest, but later 
with growing apprehension. In conse- 
quence of these misgivings we discontin- 
ued, as far back as 1927, our share in- 
terest, and then, as far as this was pos- 
sible in view of existing long-term treat- 
ies, we repeatedly reduced our reinsur- 
ance commitments as already mentioned 
in previous reports. 

“Nevertheless, our gross participation 
in the business was still rather large 
and it is chiefly the cessation of this 
business which explains the reduction of 
twelve millions in our life premiums and 
of about six millions in our total pre- 
mum income. Our premium income for 
own account in our life department has, 
however, only decreased by one and a 
half millions while our total premium for 
own account has even increased by four 
millions. In spite of all our efforts con- 
tinued for years to reduce our commit- 
ments it was of course impossible to 
avoid all losses from the Phonix failure. 
These losses could, however, be liquidat- 
ed against the profit results of the cur- 
rent year so that all our engagements 
resulting from our connection with the 
Phonix are completely written off. 


Fire Business Cood 


“With respect to the individual branches 
of insurance, we have to report that fire 
business in nearly all the countries in 
v hich we operate has again gone well. 
This is so especially in German business. 
and there can be no doubt that the good 
result here is mainly due to measures 
taken by the government for the main- 
tenance of the resources of our people, 
by the improvement in fire preventive 


measures and the indefatigable tracking _ 


of incendiarism. The improvement in 
the quality of risks and in the loss ratio 
has already been discounted by a con- 
siderable reduction in the premium rates. 


But it would certainly be a mistake to 
disregard the danger of reversals, such 
as has manifested itself in one of oy 
most important fields of operation 
abroad, where after a number of years 
with a splendid fire loss record suddenly 
a period of great fire frequency has set 
in, thus showing once more how certain 
it is that bad years will follow good ones 

“The fluctuation of results was espe- 
cially evident in hail business; since Ital- 
ian business, which had been extremely 
bad for the last two years, showed an 


exceptionally good result in the year un- © 


der review. Profits were obtained also 
from Germany, Jugoslavia, Poland and 
the Argentine, while French, Austrian, 
Spanish, Czechoslovakian and Hungarian 
business brought a loss. On the whole 
we had a satisfactory profit, the greater 
part of which, as in previous years, we 
have carried forward as a reserve for 
fluctuations. Out of this reserve will be 
covered the loss from the new year, 
which, contrary to the two previous 
years, has not been satisfactory on the 
whole. 

“The departments grouped under the 
heading sundry branches have, includ- 
ing credit insurance, again yielded a good 
result. 

Marine Rate War 

“With the transport business, too, we 
must be satisfied, although the increase 
in the profit, as compared with last vear, 
is chiefly due to the saving on_ losses 
outstanding from previous years. Un- 
fortunately, in this branch of business a 
rate war, fiercer than ever, has broken 
out in some countries; and it is regretta- 
ble to have to state that it is mostly not 
native insurers that spoil the market. 
The reduction of premiums, more espe- 
cially in the before mentioned countries, 
will cause us to watch the market with 
particular care. With respect to war 
risk we observe with pleasure that the 
opinion gains ground internationally that 
only short period cover can be granted. 
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“In the accident, liability and motor | 


departments the fears expressed in our 
last year’s report have proved well 
grounded: the financial year has brought 
us a not inconsiderable loss. The cause, 
in the general liability business and more 
particularly in motor liability, is the in- 
sufficent rating, which operates very pre- 
judicially in view of the tendency of the 
courts to widen their view of what con- 
stitutes liability. In spite of the increas- 
ing loss ratio, the rates in general liabil- 
ity business have gone down in conse- 
quence of the regrettable competition, 
which has continued in the current year. 

“While in general liability business 
with its numerous classes of risk, it is 
understandable that an incorrect ap- 
praisement of the risk may be made, and 
that consequently inadequate rates may 
be fixed, but this is incomprehensible in 
motor business, where clear statistics 
show the need of revision. The present 
tariffs are based on the out-of-date ex- 
perience of the periods of economic de- 
pression before 1933, when traffic was 
small. The extraordinary increase in 
traffic in recent years has led to such 
an increase in accidents that the rates 
adopted for a much smaller traffic can 
no longer be adequate. As no steps 
have been taken up to the present to 
correct the rating of motor liability bus- 
iness, and as therefore this discrepancy 
continues, we must look with apprehen- 
sion to future developments.” 


U. S. FIRE DIVIDEND 
The United States Fire has voted a 
special dividend of 50 cents a_ share, 
payable on January 12. 
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Bennett Tells How Producers May 
Be Classified Under Security Law 


Following the recent opinion of the 
Internal Revenue Department at Wash- 
ington that insurance agents, brokers 
and solicitors will be exempted from 
payment of taxes as employes under the 
Federal Social Security Act if they are 
wholly independent contractors, Walter 
H. Bennett, general counsel of the Na- 
tional Association of Insurance Agents, 
explains how he believes the law will 
operate as to insurance producers in his 
column, “State of the Order,” in today’s 
issue Of the American Agency Bulletin. 
Mr. Bennett has given thorough study to 
this whole subject and his presentation 
of the situation to the Internal Revenue 
Department is believed to have gone far 
towards having a previous interpretation 
of the law by a minor official of the 
department changed. Mr. Bennett tells 
as follows how he believes various types 
of agents will be classified with respect 
to this law: 

“The Revenue Department will now 
properly recognize two classes of insur- 
ance agents. The first, those who are 
working for insurance companies on a 
wage or salary basis and are therefore 
employes. This class will include all 
salaried branch managers and their as- 
sistants, all special agents, state agents, 
fieldmen, inspectors, surveyors, auditors, 
and all other people who are represent- 
ing an insurance company as its “agents” 
throughout the nation and who are com- 
pensated on a salary basis. This salary 
is properly denominated as ‘wages,’ and 
there is clearly established the relation- 
ship of employer and employe. 


Commissioned Agents 


“Then we come to the other class of 
insurance agents represented by the 
membership of the National Association 
of Insurance Agents, who are compen- 
sated on a commission basis, have their 
own plants, conduct their own businesses, 
and operate entirely as independent busi- 
ness men. These agents are not, nor 
never have thev been, employes of any 
insurance companies. The relationship of 
employer and employe does not exist. 
They are not working for ‘wages’ and 
are therefore properly classed as inde- 
pendent contractors. All such are there- 
fore not within the purview of the Fed- 
eral Social Security Law in so far as 
any relation exists between them and the 
insurance companies which they repre- 
sent. 

“Illustrative of this thought, the De- 
partment is today definitely holding that 
the status of ‘employe’ contemplated in 
the law is confined to services performed 
by individuals, as such, where the rela- 
tionship of employer and employe exists. 
It does not include services performed 
by individuals in an organized capacity, 
such as a corporation or partnership. 
Therefore, where an insurance agency, 
€ it a corporation, partnership, or in- 
dividual, is engaged in business for itself 
and maintains its own establishment in- 
dependently of the contracting corpora- 
tion (the insurance company) which it 
represents, it is operating as an inde- 
pendent contractor in its dealings with 
the insurance company. Consequently, 
the partners or stock owners of the 
agency do not constitute employes of 
the company. 

Brokers 


. ‘It is further held that an independent 
licensed insurance broker, having office 
Space with a larger insurance brokerage 
tm (or agency) and clearing his busi- 
ness through such firm on a commission 
basis, is not to be considered an em- 
ploye of the larger concern and there- 
fore not subject to the taxing provisions 
of the Social Security Law. 
. "To the same effect will be the classi- 
heation of insurance solicitors associated 
With agents, where they are compen- 


sated on a commission basis and where 
they are not under the direction of the 
agent as to what shall be done and how 
it shall be done; operating on an inde- 
pendent basis, like agents, merely bring- 
ing their own business to the agency 
office. These circumstances will be the 
factors which will stamp solicitors with 
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the same independent character as sur- 
rounds the agent. 


Solicitors Under Control of Agents 


“On the contrary, if the solicitor is 
working for an agent under his express 
direction and control and is required to 
do those things which the agent wants 
done, in the manner, at the time, and 
under the conditions laid down by the 
agent, this then takes upon itself the re- 
lationship of employer and employe, and 
would throw the solicitor in that class 
of wage earners subject to the taxing 
provisions of the law. 

“It is to be remembered, however, that 


an agent is clearly an employer of his 
clerical office force. Under the terms of 
the social security legislation, office em- 
ployes, stenographers, secretaries, office 
managers, clerks, and clerical help of all 
kind, are employes of the agency and 
subject to the provisions of the act. 

“As I have heretofore advised our 
members, it is important that they main- 
tain proper office records of salaries and 
wages paid by them to their clerical 
force. This record will be necessary in 
computing the tax to be paid under both 
Titles VIII and IX of the Federal Law, 
and under a state unemployment law, 
where one exists.” 
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i STRENGTH 


HE one thing most important about any insurance policy is 
the strength cf the company behind it. Without security, the 
promise of any company to compensate the assured for losses is 


worthless. 


If you will analyze our financial statement, you will doubtless be 
more than satisfied as to the amount of surplus in relation to lia- 
bilities, character of investments, amount of cash, and conserva- 
tive valuation of assets. 


More important than figures is our record. Ever since 1842 we 
have been issuing policies and paying losses, selecting risks care- 
fully, and running our business on conservative lines. Never at 
any time has there been any question as to our readiness or ability 
to meet all obligations promptly and in full. 


We believe that the interests of the assured are best served when 
he has the advice cf a competent broker or broker-agent. Endors- 
ing the function of the broker and broker-agent, we have set our 


objective for broker-placed business at 100%. 


The number of brokers placing business with Atlantic is steadily 
increasing. If you are not one of this number, please give us an 
opportunity to explain why it is that in giving your client 
an Atlantic policy, you serve his interest and your own at the 


same time. 
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MAINTAINING 


the traditions of more 
than a century of faithful 
and reliable service to agents 
and policyholders in every 
part of the world. 
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FIRE INSURANCE SOCIETY, LTD. 
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David Rumsey, Long a 
Prominent Lawyer, Dies 


INSURANCE COMPANY DIRECTOR 





Attorney of Rare Ability He Partici- 
pated in Many Important Insurance 
Legal Cases 





David Rumsey, for many years one of 
the outstanding members of the bar 
handling insurance cases, died Tuesday 
in the Doctors Hospital in New York 
City after an illness of several weeks. 
He was 61 years of age and is survived 
by his third wife, who was Mrs. Eliza- 
beth Bailey Allen at their marriage in 
December, 1932; two children of his first 
marriage, Claire and David Rumsey, Jr., 
and two sisters, Mrs. J. H. deGrasse 
Evans and Mrs. John S. Sheppard, all of 
New York. For the last two or three 
years Mr. Rumsey had not been in good 
health, but prior to that for nearly three 
decades he was prominent in insurance 
law circles, first as vice-president and 
general counsel of the Continental of the 
America Fore Group and later as mem- 
ber of the law firm of Rumsey & 
Morgan. 

An attorney of rare ability Mr. Rum- 
sey served fire insurance with distinc- 
tion. He was the author of numerous 
learned opinions on legal questions of 
importance to the business. A man of 
fine personal appearance and cultured 
speech, he was often called upon to ap- 
pear before legislative committees. He 
was a convincing speaker and gained the 
confidence and support of those who 
heard him argue for or against various 
propositions. 


His Legal Connections 


For some years Mr. Rumsey was a 
member of the law firm of Rumsey, 
Sheppard & Ingalls which became Rum- 
sey & Morgan. In January, 1934, he re- 
signed from the firm and for a short 
time was associated with Colonel William 
J. Donovan. His next connection was 
with Wendell P. Barker in the firm of 
Rumsey & Barker. This was dissolved 
and Mr. Rumsey became affiliated for 
awhile with Cabell, Ignatius, Lown & 
Blinken. Poor health then compelled 
him to retire from active legal work. 

Mr. Rumsey was born in Bath, N. Y., 
the son of William and Ella Moore Rum- 
sey. His father and his grandfather, 
David Rumsey, had been Justices of the 
New York State Supreme Court. He was 
educated at the University of Rochester 
and the Columbia University Law School. 
In addition to his insurance connections 
he served New York City as assistant 
corporation counsel under Mayors Rob- 
ert A. Van Wyck, Seth Low and George 
B. McClellan. He was chairman of the 
board of the Texas Land Trust Co. at 
the time of his death and a director of 
the American Eagle of the America Fore 
Group, the Standard Fire of New York 
and the Standard Surety & Casualty. 
He was a member of the New York 
Yacht Club, Seawanhaka Corinthian 
Yacht Club, Union Club, Union League 
Club, Downtown Club, New York State 
Bar Association and Association of the 
Bar of the City of New York. 

Mr. Rumsey’s first wife, the former 
Frances Robinson Davidge, died in 1922. 
His second wife, who was the Princess 
Lucia Saskoff of Russia, died in August, 
1931, while they were cruising off Bar 
Harbor, Me., in their yacht Alura. He 
married the present Mrs. Rumsey in 
1932. 





TO HEAD CHICAGO BOARD 


Chester M. Hayden, vice-president of 
the Glens Falls, has been nominated as 
president of the Chicago Board of Un- 
derwriters to succeed Charles Buresch at 
the annual meeting January 28. Mr. 
Hayden has been vice-president of the 
board for the last two years. Robert M. 
Cunningham of Marsh & McLennan is 
slated for vice-president. Fred J. Sauter, 
Cook County manager of the Aetna, is 
named to become treasurer to succeed 
R. M. Magill. 


————__ 


30 YEARS WITH NORTH BRITISy 








S. R. Howard, New Jersey State Agent 
Presented With Deep Sea Fishing 
Rod by Associates 

S. R. Howard, state agent for Ney 
Jersey for the North British & Mer. 
cantile group, is celebrating this yea 
his thirtieth anniversary with that or. 
ganization. In personal recognition of 
the anniversary and of their liking fo, 
“Cy” Howard, a dozen of his old-time 
friends and close associates in the or. 
ganization presented him with a deep 
sea fishing rod and reel. 

Mr. Howard started with the grou 
January 2, 1907, as office boy in the loss 
and statistical department. Then he was 
successively promoted to reinsurance 
clerk; assistant counterman, Brooklyy 
department; assistant examiner, Central 
department, and examiner, Middle de. 
partment. On April 1, 1915, he was 
appointed special agent for New Jersey, 
and on February 1, 1931, was made state 
agent for the entire New Jersey field, 

Mr. Howard is well-known in New 
Jersey insurance circles and is at pres- 
ent the supervisor of the flock of the 
New York City Pond of the Blue Goose. 





Fire Association Divides 


Control in Philadelphia 


Effective at once Gilbert B. Mattson, 
assistant secretary and manager, former- 
ly in charge of the combined Philadel 
phia and Philadelphia suburban depart: 
ments of the Fire Association group, 
relinquishes the suburban territory to 
Kenneth C. Trotter, who becomes man- 
ager of the suburban department, em- 
bracing the Pennsylvania counties of 
Bucks, Chester, Delaware and Mont- 
gomery; and the New Jersey counties 
of Camden and Gloucester. 

The new arrangement will enable As- 
sistant Secretary Mattson to devote him- 
self to Philadelphia and Philadelphia 
brokerage affairs, at the same time per- 
mitting Mr. Trotter to concentrate on 
the important Philadelphia suburban 
territory. 


W. A. Waters Ass’t Sec’y 
Of Pacific National Fire 


W. A. Waters, superintendent of the 
Eastern department at Philadelphia of 
the Pacific National Fire, has been elect- 
ed an assistant secretary of the com- 
pany. Mr. Waters, former superintend- 
ent of agents of the Lumbermen’s, joined 
the Pacific National on August 1, 1934, 
shortly after the Lumbermen’s was sold 
to the Fire Association group. Starting 
from scratch, he has made a fine rec- 
ord, his department last year writing 
approximately $1,000,000 in premiums for 
an increase of 75% over the previous 
year. 

At the same time that Mr. Waters’ 
election was made public, announcement 
was made of the opening of a Southern 
service office, reporting to the Eastern 
department office, in the Trust Company 
of Georgia Building at Atlanta, Ga., in 
charge of John P. Holmes, executive 
special agent. The office will have su- 
pervision over the Carolinas, Georgia, 
Alabama and Tennessee. Mr. Holmes 
was formerly vice-president of Adams, 
Holmes & Tharpe, one of the leading 
agencies of Atlanta. 


G. W. Hallenbeck, Corroon 
& Reynolds Officer, Dies 


George W. Hallenbeck, assistant sec- 
retary of the Corroon & Reynolds, Inc, 











group of companies, died Tuesday at 
the Mountainside Hospital, Montclair, 
N. J., after a short illness. He was 52 
years old and is survived by his widow 
and a daughter. Funeral services were 
held last evening in East Orange. 

Mr. Hallenbeck had been in insurance 
for about thirty-five years. He started 
with the firm which is now Marsh & 


McLennan and then was with Lewis & 


Gendar in Brooklyn for some time be- 
fore joining Corroon & Reynolds. 
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in they have been for several years—are singing the song of returning prosperity. Car loadings are on the up-grade. 
“. WHY? Because business is better, because the products of our mines, farms and factories are on the move again, 
es and because building is undergoing a pronounced revival in many parts of the country. 
1S, 
ng With all indices pointing to a continuance of the business revival during 1937, fire, inland and ocean marine, 

casualty, surety and bonding lines will follow the general trend as they always have. Representatives of the 

Etna Fire Group are well equipped with every underwriting facility needed to score a “grand slam.” 
a) 
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Nacional Rasa Urges Chimney 
Inspections to Reduce Losses 


Directed to fire chiefs, firemen and 
fire prevention engineers, Bulletin No. 
29 sent out by the National Board of 
Fire Underwriters suggests that fire de- 
partments can save themselves many a 
run to a chimney fire and prevent nu- 
merous losses of lives, of homes and 
other buildings, by encouraging proper 
maintenance and cleaning of chimneys. 
Emphasizing the desirability of having 
chimneys built correctly, the bulletin 
states: 

“Fire department officials and fire de- 
partment inspectors should first of all 
know how a good chimney should be 


built, The important features may be 
briefly stated as follows: (1) Construc- 
tion should be of well-built masonry 
with wall thickness never less than four 
inches, and if of other than brick, eight 
inches or more depending on the ma- 
terial; (2) the masonry should extend 
down to the ground with proper founda- 
tion, and should never rest on wood or 
steel brackets; (3) the chimney should 
have a fire clay flue lining; (4) the 
chimney should extend at least three 
feet above a flat roof, and at least two 
feet above the ridge of a peaked roof; 
(5) no wood beams, joists, lathing, fur- 





ring or other woodwork should come in 
= . . . , 
contact with the chimney at any point.” 


Chimney Inspections 

On the subject of inspecting chimneys 
the bulletin says: 

“When making an inspection of any 
building, each chimney should, insofar 
as practicable, be checked on each of 
the above main points, and also for any 
of the following commonly found de- 
fects, which are often the cause of fire: 
(1) Falling mortar, which soon results 
in open joints and loose bricks; (2) 
cracks in the chimney such as may be 
caused by settlement; (3) improper and 
loose-fitting smoke-pipe connections; (4) 
unused smoke-pipe openings left open 
or stuffed with flammable material—they 
should be sealed up with masonry or 
covered with tight-fitting metal stops. 
One other thing to look for is a clean- 
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out door at the base of the chimney 
needed in connection with cleaning th 
chimney flue.” 

Explaining that fires in chimneys are 
caused largely by accumulations of soot 
the bulletin points out that proper clean. 
ing will prevent most of these fires, |] 
then describes a common method of 
cleaning, but states that the best job js 
done by expert chimney cleaners USing 
modern vacuum equipment. 

In conclusion it shows why throwing 
chemicals on fires for the purpose of 
cleaning chimneys is not recommended 
quoting an authoritative statement abou; 
this by Underwriters Laboratories. 





MORE FEES GRANTED IN Mo, 





Judge Nike G. Sevier Allows $412,593 to 
Attorneys and Others for Services 
in Fire Rate Cases 

Circuit Judge Nike G. Sevier in the 
Cole County Circuit at Jefferson City, 
Mo., has added to his long list of fat 
fees in insurance rate cases in the juris. 
diction of his court by awarding $412,593 
in new allowances to various attorneys 
and other individuals for services alleged 
to have been rendered by them. The 
attorneys who cut in on the new fees are 
Former Attorney General John T. Bark. 
er, Former Congressman Floyd E£. 
Jacobs and Former Associate Attorney 
General Glenn C. Weatherby, who acted 
as special counsel for the Missouri In- 
surance Department in connection with 
the so-called restitution cases that grew 
out of the 10% fire insurance rate case 
litigation between November 15, 1922 
and August 1, 1929. They will be paid 
$137,532 each unless some higher court 
declines to permit this deduction of fees 
from the excess premiums turned over 
to the Cole County Circuit Court by 
various insurance companies. The money 
is said to be due to policyholders who 
could not be located by the companies. 
These same companies have already re- 
funded upwards of $10,000,000 direct to 
the policyholders they could locate. 

Judge Sevier wrote a_ thirteen-page 
memorandum opinion in which he held 
that this total of 15% in attorneys fees 
was a proper and reasonable charge 
against the funds of the policyholders 
In doing so he rejected the contention of 
Attorney General Roy McKittrick that 
the entire $2,750,643 belongs to the pol- 
icyholders and should be paid to them 
alone, and that the lawyers should be 
paid their fees from other state funds. 
Attorney General McKittrick has filed a 
motion for a rehearing. If that move 
fails to set aside the new fees he will 
appeal to the Missouri Supreme Court to 
protect the policyholders. A motion for 
an arrest of judgment was filed with the 
request for a new trial. 





JOINS VIRGINIA AGENCY 

John E. Harwood has acquired the in- 
terests of the late Frank S,_ Blanton in 
the agency firm of Garland, Martin & 
Blanton at Farmville, Va., and has be- 
come a member of the firm which will 
hereafter be known as Garland & Har- 
wood. E. Scott Martin, for many years 
a member of the firm, died early last 
year. Mr. Harwood has been operating 
a local agency in Farmville for the past 
two years under his own name. Some 
months ago he married a daughter of 
Mr. Martin. Mr. Blanton, who was long 
secretary-treasurer of the Virginia As- 
sociation of Insurance Agents, died last 
month. 





ON TAX REPEAL COMMITTEE 


John S. Kuhn of the Firemen’s is 
listed as representing insurance inter- 
ests on a committee of thirteen which 
was appointed at a recent meeting in 
Newark of professional and _ business 
men named by Newark’s City Finance 
Director A. F. Minisi to prepare legis- 
lation for the repeal of New Jersey's 
present personal property tax and sub- 
stitution in its place of some more equit- 
able revenue producing method. Ac- 
cording to announced plans, legislative 


. action of this sort will be sought when 


the 1937 State Legislature convenes at 
Trenton this month. 
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Timely Questions of Producers 
Answered By Home of New York 


News From Home, publication of the 
Home of New York fleet for its many 
thousands of agents, recently published 
the following questions dealing with 
leading insurance subjects, together with 


the answers supplied by experts at the 
home office: 
Question : 

The recently adopted supplemental 


contract covering explosion, riot, wind- 
storm, hail, aircraft and motor vehicle 
under the fire policy, does not mention 
anything about damage caused by water. 
There is always the "possibility that the 
water pipes in a dwelling may freeze 
or break during a cold spell in the Win- 
ter and damage a portion of the ceiling, 
furniture and rugs. There is also the 
unfortunate experience of having your 
store or place of business directly under 
a careless tenant who leaves a faucet 
turned on overnight, the water overflow- 
ing the sink, and causing considerable 
damage to your merchandise before dis- 
covered. As the fire policy cannot be 
extended to cover these contingencies, 
is there any way in which such losses 
might be insured ? 


Answer: 

Yes. Under a separate water damage 
policy. This contract covers the acci- 
dental discharge, leakage or overflow 


of water or steam from plumbing sys- 
tanks, heating pipes and radiators, 


tems, 
industrial and domestic appliances, re- 
frigerating systems, and rain or snow 


admitted directly to the interior of the 
building by defective roofs, leaders and 
spouting or by broken or open doors, 
windows and skylights. Also damage by 
water from breakage or leakage from 
street water supply mains or fire hyd- 
rants. Mercantiles, manufacturing risks, 
warehouses, hotels, ‘clubs, apartments and 


residences are eligible for this class of 
insurance. 
* * * 
Riot and Civil Commotion 
Question : 


Does the riot and civil commotion pol- 
loss or damage to 


icy cover physical 

property caused by vandalism? 

Answer: 

The standard riot and civil commo- 


tion policy does not cover loss by this 
cause, but by attachment of endorse- 
ment to the policy, can be extended to 
cover loss caused by damage to, or de- 
struction of property by vandalism and/ 
or malicious mischief, at an additional 
premium charge, 

What is the difference between “va- 
cant” and “unoccupied” as mentioned in 
the fire insurance contract ? 

Answer: 

“Vacant 


‘ 


* means a building neither ten- 
anted nor possessing or storing con- 
tents. “Unoccupied” means a_ building 
empty of tenants (that is void of human 
attendance or habitation) but where con- 
tents is within. 
* 
Coinsurance 
Question: 

What is 
Answer - 

It is a provision added to an insurance 
policy by which the insured agrees, in 
consideration of a specified rate reduc- 
tion, to carry a specified percentage of 
insurance to the sound value of the prop- 
erty insured, and is used with various 
forms of insurance. 

Its purpose is to induce the insured to 
Carry proportionate insurance to value. 
Where a small proportionate insurance 
to value is carried, the insured is simply 
gambling on any loss being partial. But, 
trom the company point of view, even a 
small loss as to property value means a 
large proportionate insurance loss where 
a small amount of insurance is carried. 


coinsurance ? 


Auto Fleets 
Question: 
What 


for an 


requirements 


are the 


automobile fleet to qualify for special 


fire, theft and collision rates? 


Answer: 


A fleet comprised of at least five (ex- 
cept in Texas, Virginia and West Vir- 
ginia, where the minimum is ten) self 
propelled vehicles under one ownership, 
that are used principally for business 
purposes, may be insured at a special 
published rate which can be obtained by 


the home office on receipt of a com- 
pleted and signed application. 
* Ok OK 
Combination Auto Policy 

Question: 

What are some advantages of the com- 
bination automobile policy which  in- 
cludes bodily injury and property dam- 


age as well as the various fire 


coverages ? 


company 


Answer: 


1. It may be used for any or all of 








coverages 


and casualty 


the various fire 
specified. 

2. Its use saves duplication in the 
agent’s office routine as respects policy 
writing, filing, accounting, and reporting 
of premiums. 

3. It appeals to the assured because 
all of his automobile coverages may be 
included in one policy. 

It has effective 
by pointedly bringing to 
attention those coverages 
not order. 


advertising value 
the assured’s 
which he did 





CO-OPERATIVE PLAN BARRED 
Rate on Provisional Form Policy of 
Pearl Covering Grain Held Illegal 
in Washington 
The proposed co-operative plan of the 
North Pacific Grain Growers, Inc., for 
buying insurance on stored grain of its 
754) members in Washington, Oregon, 
Idaho and Montana was dissolved in De- 
cember by Insurance Commissioner W. 
A. Sullivan of Washington following a 
hearing in Spokane. The grain growers’ 
co-operative proposed to extend the cov- 
erage afforded them under an I. U. B. 
provisional form of inter-state policy to 
all of their members. While the policy 
in possession of the North Pacific Grain 
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Growers followed an IJ. U. B. form, it 
was issued by the Pearl Assurance. It 
was issued on a provisional reportirg 
form basis as of June 30, 1936. 

The Washington department ruled out 
the scheme on several legal points, prin- 
cipally that the plan would effect a re- 
bate since the co-operative was owned 
by the members of the various locals in 
the four Northwest states. 

The grain growers’ letter of solicita- 
tion offered a 48c rate on stored grain, 
although the Pearl’s retention was to 
have been 42c, the co-operative charging 
six cents to defray overhead. The pol- 
icy was ordered cancelled by the depart- 
ment and the Pearl acceded to the re- 
quest. At the same time, the depart- 
ment notified the North Pacific Grain 
Growers, Inc., that it would refuse to is- 
sue an agent’s license to the organization 
if such a request is made. 





GILLEN QUITS WPA POST 


Charles P. Gillen, former Newark city 
commissioner, has resigned as an ad- 
ministrative assistant to State WPA 
Administrator Ely of New Jersey. Mr. 
Gillen said his private insurance and real 
estate business demands all his time. He 
was appointed to the WPA post Feb- 
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British Appeal Court Dismisses 
Canadian Pacific’s Salvage Claim 


The British Court of Appeal (Lord 
Justices Greer, Slesser and Scott) has 
dismissed the appeal by the Canadian 
Pacific Railway Co., owners of a salving 
vessel, from the judgment of Justice 
Bucknill on a special case stated by a 
Lloyd’s arbitrator. The case was re- 
cently reported in The Eastern Under- 
writer, Briefly, the facts were as fol- 
lows: a 

On June 16, 1935, the Canadian Pacific 
Railway Co.’s liner Empress of Britain 
and the steamship Kafiristan were in col- 
lision in the Gulf of St. Lawrence, and 
the Kafiristan was so badly damaged 
as to require salvage assistance. The 
Empress of Britain stood by the Kafiris- 
tan for some hours until the arrival of 
the Beaverford, a steamship also owned 
by the Canadian Pacific Railway Co. 
The Empress of Britain then proceeded 
on her voyage and the Beaverford made 
fast and towed the Kafiristan stern first 
for about 100 miles towards Sydney, 
Cape Breton. At that point the salvage 
vessel Foundation Franklin, owned by 
Foundation Maritime, Ltd., made fast to 
the Kafiristan (the Beaverford casting 
off) and completed the towage to Syd- 
ney. The salvage services were in each 
case rendered under Lloyd’s Standard 
Form of Salvage Agreement known as 
“No cure—no pay.” 

Original Decision 

The committee of Lloyd’s appointed 
as arbitrartor under the agreements K. S. 
Carpmael, K.C., to determine the re- 
muneration payable to the respective 
salvage claimants, the owners, masters 
and crews of the Beaverford and the 
Foundation Franklin. At the hearing of 
the arbitration the question was raised 
as to the right of the owners of the 
Jeaverford, being also owners of the 
Empress of Britain, to recover salvage 
in the event of the Empress of Britain 
being held wholly or partly to blame 
for the collision. The liability for the 
collision had not at that date been 
determined, and the arbitrator, while 
holding that if they were in fault for 
the collision the owners of the Empress 
of Britain and the Beaverford could not 
recover salvage, made his awards, at the 
request of the parties, in alternative 
form. 

There was an appeal, and the commit- 
tee of Lloyd’s appointed Sir William 
Norman Raeburn, K. C., as appeal ar- 
bitrator, and he, at the request of coun- 
sel, stated his award in the form of a 
special case for the opinion of a judge 
of the Admiralty Court. 

The material parts of the special case 
were as follows: “By agreement be- 
tween the owners of the Empress of 
3ritain and the owners of the Kafiristan 
liability for the collision has been set- 
tled on the basis of both vessels being 
to blame for the collision, the Empress 
of Britain to the extent of 75% and the 
Kafiristan 25%. The question for the 
opinion of the court is whether the fact 
that the Empress of Britain was partly 
to blame, as aforesaid, for the collision 
disentitles her owners, as owners of the 
3eaverford, to a salvage award for the 
services rendered to the Kafiristan. Sub- 
ject to the opinion of the Court on the 
above question I award that the owners 
of the Beaverford are not entitled to any 
salvage award. If the court should be 
of opinion that the owners of the Beav- 
erford are entitled to a salvage award, 
then I award that the owners of the 
Kafiristan and her cargo do pay to the 
owners of the Beaverford the sum of 

; £1,850, together with the sum of 
£550 for expenses.” 

Mr. Justice Bucknill held 


that those 


owners, being also the owners of the 
liner which was in part to blame for the 
collision, were not entitled to recover 
salvage remuneration. 

The owners of the Beaverford ap- 
pealed. Counsel for the respondents 
were not called upon to argue. 

Judgment of the Court 

Lord Justice Greer, in giving judg- 
ment, said that it might very well be 
that a vessel at fault had, at the time 
the salvage services began, only dam- 
aged the other vessel to a small extent, 
and he could quite understand that the 
view might have prevailed that in those 
circumstances the owners of the vessel, 
though in fault, who had, by means 
of exceptional exertions and expenses, 
brought the damaged vessel into safety, 
ought to be encouraged in doing that 
which the vessel was under no legal ob- 
ligation to do, the only obligation being 
the statutory obligation to stand by to 
save life. 

The circumstances might be such that 
a vessel at fault might properly be en- 
couraged to perform services which 
would more than. wipe out the fault 
which she had already committed. It 
did not seem to him that such would be 
a case of the owners of a vessel taking 
advantage of the vessel’s own wrong. So 
far from taking advantage of her own 
wrong, the vessel was trying to set right 
that which she had done which was 
wrong. One would think that such a ves- 
sel ought to be encouraged to do her 
best to reduce the cost to the owners 
of the damaged vessel by exercising ex- 
ertions for her safety whereby every one 
was benefited. 

Before 1911 the result where both ves- 
sels were to blame was that each bore 
half the ‘damage. It was only since 1911, 
in consequence of an agreement with 
other nations, that the judge was entitled 
to award different proportions of dam- 
age. 

3ut he (the Lord Justice) could not 
help thinking that that made no differ- 
ence to the rule which had been long 
accepted in the Admiralty Court that a 
vessel which was either wholly or partly 
to blame for a collision could not recover 
in respect of salvage services. That was 
well settled by a number of decisions 
which showed clearly that that had been 
accepted by the Court of Appeal and the 
House of Lords as a rule which had be- 
come established in the Admiralty Court. 

He regretted that that rule had pre- 
vailed, and he would not be sorry to see 
some statutory provision which would do 








caer 








away with the effect of the accepted 
decisions on the subject. He could not 
help thinking that, having regard to the 
fact that salvage was a voluntary opera- 
tion which a vessel was not bound to 
undertake by any rule of law, it was a 
matter of regret that vessels were not 
encouraged to carry out salvage opera- 
tions. 

A great deal had been said in this 
case about the fact that the Empress of 
Britain and the Beaverford were vessels 
which belonged to the same owners. The 
Empress of Britain had been agreed to 
be to blame for the collision to the ex- 
tent of 75%, and, being therefore disen- 
titled to salvage, it seemed to him to 
follow, as a matter of course, that her 
owners, who were also owners of the 
Beaverford, were equally disentitled to 
claim for salvage services. 

For those reasons he was satisfied that 
that decision of the judge in the court 
below was right. It was the only de- 
cision which he could give, and it was 
the only decision which the Court of 
Appeal could give, though it was pos- 
sible that a higher tribunal might con- 
sider and revise the decisions which had 
stood for so long. The appeal was dis- 
missed, with costs. 

Lord Justice Slesser and Lord Justice 
Scott concurred in dismissing the appeal. 


Autos and Motor Trucks Not 


Insurable as Marine Risks 


The Joint Committee on Interpretation 
and Complaint covering the underwriting 
powers of inland marine writing compan- 
ies has issued an amended interpretative 
bulletin. on automobile vehicles. The 
bulletin says that automobiles and mo- 
tor trucks, private or commercial, when 
used as such and numerous other listed 
motor vehicles may not be insured un- 
der a marine or inland marine form of 
policy. The other listed vehicles include 
ambulances, armored cars, auto homes, 
fire department motor apparatus, hearses, 
dock and railway construction trucks, 
motorcycles, police patrol wagons, sal- 
vage corps motor apparatus, trailers and 
semi-trailers except when hauled by cat- 
erpillar tractors, tar spreaders, snow 
plows, street sweepers and flushers, con- 
crete carrying motor trucks, trucks 
equipped with dump or other special 
bodies, and tractors, except caterpillar 
type. 

The ruling is not intended to embrace 
special automotive equipment not de- 
signed for highway use but for opera- 
tidns at points where work is being per- 
formed, such as products manufactured 
by Koehring Co. and the Euclid Road 
Machinery Co. 








ARTHUR J. DU PLESSIS DIES 

Arthur J. Du Plessis, manager of the 
automobile division of the Hartford of- 
fice of the Insurance Co. of North Amer- 
ica, died January 1 at the age of 56. 
He had been chief of the division there 
since 1928, and had been connected with 
the company for more than twenty years. 
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ADMIRALTY DENIED SALVAGE 





British Appeal Court Holds Admiralty 
Cannot Claim Salvage for 
Warships’ Services 
The British Court of Appeals has de. 
cidedly, by a majority, that the Admir- 
alty was not entitled to remuneration for 
salvage services rendered by warships 
which went to the aid of the oil tanker 
Valverda when on fire and towed her 

900 miles safely to port. 

The court —consisting of Lords Jus- 
tices Greer, Slesser and Scott—allowed 
an appeal by the owners of this motor 
tanker. This was against the decision of 
Justice Branson in the High Court, who 
upheld an arbitration award by Sir W.N. 
Raeburn, K. C., of $55,000, with costs, to 
the Admiralty for salvage services ren- 
dered to the Valverda by the warships 
Frobisher, Guardian, Sandboy, Creole 
and Orangeleaf in January, 1935. 

The Valverda was proceeding from 
Curacao to England with a cargo of 
petroleum when a fire broke out in her 
engine room and SOS signals were sent 
out. The Frobisher, and later, the other 
ships went to her assistance. The fire 
was extinguished, but the engines and 
steering gear were put out of order, and 
the Valverda had to be towed 900 miles 
to Bermuda. 

The Valverda’s owners contended that, 
by a provision in the Merchant Shipping 
Act, the Admiralty was not entitled to 
remuneration for salvage services ren- 
dered by the Frobisher and Guardian, 
although a salvage agreement had been 
signed. Lord Justice Slesser, giving judg- 
ment, with which Lord Justice Scott 
agreed, said it had been argued that the 
salvage agreement must be read as ap- 
plying only to the services of the com- 
mander or crew of the warships. In his 
view this contention failed. His lordship 
agreed that the court had no jurisdiction 
to entertain a claim for services which 
had been mentioned as excluded by the 
Merchant Shipping Acts. Justice Bran- 
son, he said, was in error in applying 
the principles of what was generally 
known as “contracting out” to this case. 





Egypt Proposes Stamp Duty 


Tax on Insurance Policies 
The draft of the new Egyptian Stamp 
Duty Law, one of the two measures 
necessary to meet the cost of new works 
demanded by the Anglo-Egyptian Treaty, 


has just been issued in Cairo. In addi- 
tion to the usual tax on documents, 
checks and financial deals, the draft 


covers insurance policies and here it is 
bound to meet with opposition. 

Life and accident policies will not only 
have to pay one shilling for each two 
pages, but in addition 1% of the pre- 
mium. In the case of marine insurance 
it will be one shilling for four pages and 
2% of the premium; and all other types 
of insurance 3%. For life annuities it 
will be one shilling for four pages and 
2% on the capital declared; failing such 
indication, on the sum total of ten an- 
nuities. 





Commercial Union Transfers 


S. L. Kerrigan to Chicago 
United States Manager F. W. Koeck- 
ert of the Commercial Union announces 
the appointment of S. L. Kerrigan to the 
position of special agent in charge of the 
production of all risks and inland marine 
business for the states of Indiana, Iowa, 
Nebraska and northern IIlinois—ex-Chi- 
cago and Cook County. His headquar- 
ters will be in the company’s office at 
559 Insurance Exchange Building, Chi- 
cago. 

Mr. Kerrigan began his insurance 
career with the Commercial Union in 
1923 and since that time he has distin- 
guished himself by an excellent record 
throughout the various departments in 
the company’s head office as well as in 
the field. For the past eight years he 
has acted as special agent for the fire 
department, handling the State of Iowa, 
and he has developed considerable ma 
rine and general cover business. 
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John H. Thom, Casualty 
Dean, Dies in Florida 


STANDARD ACCIDENT VICE-PRES. 


g Celebration Had ro Planned for 
h, 50th Anniversary with Company 
This Year; A Real Pioneer 


John H. Thom, vice-president and 
director of the Standard Accident of 
Detroit, who rounded out fifty years in 


the casualty business two years ago, died 
suddenly on Monday in Melbourne, Fla. 
Apparently in excellent health when he 
went to Florida early in December Mr. 
Thom’s passing was a profound shock to 
hundreds of friends and admirers. He is 


JOHN H. THOM 


survived by his wife Nellie; two 
Campbell A. and Fred G. Thom; a 
daughter, Mrs. Elon G. Weaver; a sister, 
Mrs. James Cooper of Montreal, and a 
brother, Charles A. H. Thom of Detroit. 

Funeral services were held yesterday 
afternoon in the Scottish Rite Cathedral 
of the Masonic Temple, Detroit, under 
the auspices of Detroit Commandery No. 
1, Knights Templar. Burial was at 
Woodlawn Cemetery, Detroit. 

As a mark of respect to the memory 
of Mr. Thom the New York office of the 
Standard Accident was closed all day 
yesterday and several of its executives 
attended the funeral. 


sons, 


Casualty Insurance Dean 


Mr. Thom was known to many as the 
dean of casualty underwriters. Through- 
out his long service with the Standard 
Accident he played a leading role in its 
development and growth, much of which 
can be attributed to his guidance and 
counsel. He would have been with that 
company fifty years in 1937 and an anni- 
versary celebration was being planned 
for him. 

Back in 1884 in the home office of the 
Accident Insurance Co. of North Amer- 
ica Mr. Thom was employed as _ chief 
clerk of the United States department 
and reserve work. The foundation for 
his future insurance career was laid at 
that time under the direction and super- 
Vision of two of the ablest men then en- 
gaged in the business—Messrs. Rawlings 
and Parkins. 

In May, 1887, Mr. Thom came to the 
Standard Accident with Mr. Parkins and 
took a position in the railway installment 
department, having charge also of re- 
serve work. In 1891 shortly after the 
company opened its liability department 
'€ was transferred to that branch as 
assistant to Superintendent Parkins. In 

(Continued on Page 38) 





LaGuardia Persists in 
Plea for Auto Rate Cut 


CHIEF FIGURE AT DEP’T HEARING 





He Argues “We Are Entitled to Have 
Rate Based on Pooling Entire 
State’s Experience” 





Mayor F. H. LaGuardia was the ‘prin- 
cipal figure at the public hearings on 
automobile insurance rates held in the 
New York Insurance Department a few 
days ago. Apparently not satisfied with 
the tentatively revised downward rates 
for A.L. and P.D. as announced by Sup- 
erintendent of Insurance L. H. Pink on 
Christmas Eve, the Mayor again based 
his appeal on the low percentage of 
automobile accidents in New York as 
compared with other cities and upstate 
areas. He argued that this city is en- 
titled to an insurance rate based upon 
the state figures rather than the present 
arbitrary rate. He pointed out that the 
death rate for 100,000 from automobile 
accidents in New York City was 9.3, 
while it was 244 for the rest of the 
state. 

“T submit that we are entitled to pool 
the conditions of the entire state and 
get a rate based on that pooling,” the 
Mayor said. “The accidents in New York 
City are less in proportion to the popu- 
lation than in the rest of the state, bring- 
ing the percentage for the state down, 
and therefore we ought to get the bene- 
fit of the lower rates in the rest of the 
state. 

“T want to ask you to do what you can 
to give us relief, Mr. Superintendent, 
either by establishing a state rate or by 
giving us a rate comparable to the injury 
and death rates in our city.” 

Leslie and Magrath Explain 

William Leslie, general manager, Na- 
tional Bureau of Casualty & Surety Un- 
derwriters, explained to Mr. LaGuardia 
that the rates were based on the element 
of financial risk which threw a different 
light on the situation. He charged that 
the insurance claim racket was one of 
the principal reasons for high rates but 
admitted that there had been some de- 
crease in the number of claims in New 
York City. He complimented the city 
upon its efforts in combating this racket 
and said: “The test of what rate is nec- 
essary is the amount of loss the com- 
panies sustain in claims.” He further 
pointed out that in many cities where the 
accident rate is higher the claim fre- 
quency is much lower. 

J. J. Magrath, chief of the Insurance 
Department’s rating bureau, explained 
that while the Department does not make 
the rates it supervises and exercises 
control over them. “The law provides 
that rates must be reasonable; that is, 
adequate to meet expected losses and 
proper expenses,” Mr. Magrath said. 
“They must not be excessive or produc- 
tive of an excessive profit, and they must 
not involve any unfair discrimination be- 
tween assureds with like hazards.” 

The recent revision which, it is claimed, 
is $1,300,000 lower than existing rates, 
involves a number of modifications made 
at the request of the Department, Mr. 
Magrath explained. “The premiums,” he 
added, “for bodily injury coverage on 
private passenger and commercial cars 
originate from pure premiums reflected 
by the experience on the insurance of 
car owners residing in the various terri- 
tories throughout the states. 





RATING PLAN FILED WITH PINK 


The workmen’s compensation retro- 
spective rating plan has just been filed 
with Superintendent of Insurance L. H. 
Pink by the Compensation Insurance 
Rating Board of New York for his con- 
sideration and appropriate action. 
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19 State Legislatures 
Convened This Week 

SOME STRAWS ID 

More Liberal Comp. Laws May Pass in 


Penna. and Michigan; Auto Accident 
State Fund in Connecticut 


IN THE WIND 





The legislative season got under way 





this week with the following nineteen 
sessions convening: Delaware, Minne- 
sota, —— North Dakota, Pennsyl- 


vania, Rhode Island, South Dakota, Col- 
peng Connecticut, Illinois, Maine, Mary- 
land, Massachusetts, Michigan, Missouri, 
New Hampshire, New York, North Car- 
olina and Vermont. It is a “full” year 
during which the legislature of prac- 
tically every state will be in session, 
and while casualty insurance people dare 
not predict what may be in store for 
the business here are a few “straws in 
the wind” 

In New York State another attempt 
to put through a compulsory automobile 
liability insurance bill is anticipated but 
Gov. Lehman will not push it this year. 

In Pennsylvania the same type of 
measure is expected, backed by Demo- 
cratic City Chairman John B. Kelley 
of Philadelphia and which has the sup- 
port of the Philadelphia delegation. Mr. 
Kelley is also state secretary of revenue 
and in that capacity he has been waging 
a strong campaign against automobile 
accidents. For the first time in many 
years Pennsylvania has a Democratic- 
controlled legislature but impartial ob- 
servers do not look for very much radi- 
cal legislation. One conclusion is that 
many of the bills introduced will be of 
the social legislation type, and a far 
broader and more liberal compensation 
act, modeled in many ways after New 
York State’s, is counted as a certainty. 


Broader Comp. Law in Michigan 

A broadening of the workmen’s com- 
pensation law is also being sought in 
Michigan so as to include some twenty- 
seven occupational diseases. This recom- 
mendation has been made by the five- 
member special commission created by 
the 1935 legislature which has been mak- 
ing an intensive and unbiased study of 
the state’s compensation act. Their re- 
port was filed with the outgoing execu- 
tive, Frank D. Fitzgerald, but his suc- 
cessor, Gov. Frank Murphy, is expected 
to submit the findings to the law-makers, 
probably with his own personal recom- 
mendations that they be enacted into law 
since he has openly advocated occupa- 
tional disease protection. 

Briefly, the commission is recommend- 
ing that all of the diseases of an occu- 
pational nature now compensable in New 
York State be included in the Michigan 


act and in addition, that silicosis and 
asbestosis be added to the list. 
It is further recommended that a 


medical board be created to rule on such 
cases and that the present department 
of labor and industry, which consists of 
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Travelers Reaches New 
High in Total Income 


FIGURE FOR 1936 WAS §$231,229,000 





Made 16% Increase in Compensation 
Premiums; New Paid Life Business 
Was $607,500,000 
The largest annual 
and the largest total 
miums and investments in the 
three years history of the 
surance Companies were 
week by President L. 
Premiums for the 
$192,257,000, a gain over the preceding 
year of $7,462,000. The total income for 
last year was $231,229,000, an increase 

of $12,274,000 over 1935. 

There was a 16% increase in work- 
men’s compensation insurance, which re- 
flected the improved employment situa- 
tion in the country and increased pay 
rolls. There was also substantial growth 
in accident and life insurance business 
and the increase in property values in 
the country was shown in the increase 
in fire insurance premiums. 

The total of new paid life insurance 
was $607,500,000, as compared to $551,- 
500,000 the preceding year. The new life 
business included $332,200,000 of increases 
and additions under group life insurance: 
policies covering employes in hasiaan 
organizations throughout the country. 

The premiums by various lines of in- 
surance for the past year follow: 





premium income 


income from pre- 
seventy- 
Travelers In- 
announced this 
Edmund Zacher 
1936 were 


year over 


Le Pe re ee heey ee ree $111,869,000 
Accident and Hesith....0ccesccsses 14,704,000 
FO ROT CO PCE Te 8,045,000 
Automobile Casualty .............- 22,601,000 
ere rer ee 19,118,000 
EE ee Ret rie we 2,274,000 
Boiler and Machinery............. 1,120,000 
PURE SOD oc nve.ceds eeksewsoanias 701,000 
OE IE 56s dba can bwaeie 2,224,000 
GE POO: 6 rskccsaccddsaccsuces 8,691,000 
ME SENN occ escasbeunencwe 902,000 

In his message announcing these fig- 


ures to representatives of the companies 
throughout the United States and Can- 
ada, President Zacher said: 

“Devotion and persistence have brought 
you this good record, which I am sure 
will afford you considerable satisfaction. 
It is the largest yet produced and con- 
sistent with the energy of the organiza- 
tion. May we apply our efforts as well 
in 1937 and attain an even better conclu- 
sion by pursuing the opportunities that 
are before us.” 


GLASS PRICES 10% HIGHER 


Because of the glass shortage and un- 
certs ainty as to what manufacturers’ prices 
will be if and when their production is 
resumed, jobbers’ prices of window glass 


have been increased roughly 10% within 
the last three weeks. Supplies of win- 
dow glass are said to be lower than in 


many years and delays in building con- 
struction in some localities are reported. 
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J. E. Lewis Successor To }. S. Turn, 
Well Equipped for AEtna N. Y. Post 


= E. Lewis, who is to succeed John 
Turn as manager of the Aetna Affili- 
Sted Companies in Greater New York 


with the exception of life insurance, has 


made a fine impression upon the insur- 
ance fraternity of this city since his 
transfer here from Washington some 


months ago. His capacity for building 
friendships evidenced in Indianapolis, 
Philadelphia and Washington has en- 
abled him to fit into the New York 
arena easily. It is the general opinion 
not only in the Aetna organization but 
along William and John Streets that 
another strong and well balanced per- 
sonality has been added to local mana- 


gerial ranks. 
Early Career 
Mr. Lewis was born in Indianapolis 
where his family lived for many years. 


His grandfather was a Methodist clergy- 
man. His uncle, Joseph B. Kealing, was 
the United States Attorney in Indiana 
for the Theodore Roosevelt administra- 
tion. For years he was Republican na- 
tional committeeman from Indiana 

Following graduation from high school 
J. E. Lewis attended Butler University 
where he was captain of the ’12 football 
team, played basketball and was other- 
wise active. 

When the country entered the World 
War Mr. Lewis went to a training camp 
in Maine. He was commissioned a sec- 
ond lieutenant and during his last year 
in the army was a captain of infantry. 
Since starting work he has always been 
an insurance man. First experience was 
adjusting casualty claims for a company. 
Then he went with the old Prudential 
Casualty Co. where he was assistant su- 
perintendent of plate glass and burglary 
departments. In May, 1919, he joined 
the Aetna Casualty & Surety, becoming 
special agent of miscellaneous lines in 
the Indianapolis office, manager of which 
was H. N. Throckmorton. Mr. Throck- 
morton was the first managerial ap- 
pointee of William L. Mooney after the 
latter became head of the production 
division of the Aetna Casualty & Surety. 

Experience in a Number of Cities 

Mr. Lewis showed early signs of hav- 
ing field talent out of the ordinary and 
was sent at various times from Indianap- 
olis to offices of the Aetna Casualty & 
Surety in other cities. These included 
Lansing, Mich.; Denver, Colo., and St. 
Louis. The character of his duties 





Harris & Ewing. 

JOSEPH E. LEWIS 
broadened out and began to include 
some agency work in the field. In 1928 


the Aetna Casualty & Surety transferred 
him to the Philadelphia office where he 
became head of the bond department. In 
1932 he was made branch manager at 
Washington and in that city he served 
the company for four years. They were 
four very good years and stamped Mr. 
Lewis as a manager of unusual abilities. 
In the national capital he made many 
friends, including quite a number of 
public officials and other persons of in- 
ces 

Mr. Lewis belongs to the Phi Delta 
Theta; is a Shriner and a member of 
these clubs: Drug & Chemical, New York 
City; Columbia Country Club, Washing- 
ton; Sleepy Hollow Country Club, West- 
chester County. He lives in Bronxville, 
N. Y. 

Mrs. Lewis is the former Marie L. 
Peacock and was his classmate in school 
and college. He has two children, both 
daughters. Betty is a student at Ran- 
dolph-Macon Women’s College and Mary 
Anne is in Roosevelt High School, 
Bronxville. 





Friends of L. J. Bradshaw, Jr., 
In White Plains Honor Him; 
Goes to Cleveland for F. & C. 


The promotion of Lester J. Bradshaw, 
Jr., special agent of the Fidelity & Cas- 
ualty, headquarters, White Plains, N. Y., 
to be production manager of the Cleve- 
land office of that company, was made 
the occasion for a party given to Mr. 
Bradshaw by his friends in White Plains 
one day last week. He has been living in 
that city for eight years and was promi- 
nent in the town. Among other posts 
held by him was president of the Men’s 
Republican Club and member of the 


board of governors of the St. Agnes 
Brotherhood. Thornton Sullivan, Stand- 
ard Surety, was toastmaster. City Judge 


Francis R. Doherty presented Mr. Brad- 
shaw with an engraved pen and pencil 
set. Mayor Walter Rogers praised Mr. 
Bradshaw’s record as an outstanding 
citizen. 

Other speakers were David W. Cavert, 
special agent of the Niagara Fire: C. O. 
O'Leary, Jr., assistant secretary; Robert 


Nicholls, assistant resident manager; 
Fred Spreen, local agent; Edward J 
Powers, general agent of the Fidelity & 


Casualty; Richard Roan, John D. Spell- 
man, Louis Belserene of the United 
States Casualty; Richard J. Gearen of 
the Standard Accident; Murray M. Lent 


of Knox, Lent & Stevens; William But- 
ler of the Policemen’s Benevolent Asso- 
ciation, and Donald Campbell of the 
Firemen’s Benevolent Association. 
Committee in Charge 

The committee in charge of the fare- 
well party was headed by Louis Belse- 
rene, manager of the New Rochelle office 
of the United States Casualty Co. and 
president of the Westchester Claim As- 
sociation. Other members were William 
Bruce of the Westchester Lighting Co.; 
Thornton Sullivan of the Standard Sure- 
ty & Casualty, and Harry Bell, for many 
years associated with Mr. Bradshaw at 
the local office of the Fidelity & Casu- 
alty. 

ATHLETIC ASS’? N ELECTS 

The Bankers Indemnity Athletic As- 
sociation at its eighth annual Christmas 
party held recently in Hotel Douglas, 
Newark, N. J., elected the following new 
officers: 

President, Richard J. Welsh; vice- 
president, Mary Cain; secretary, Flor- 
ence Hampton, and treasurer, Thomas L. 
Smith Jr. 

Joseph B. Becker, retiring president, 
was toastmaster, and the speakers in- 
cluded Harold P. Jackson, president of 


the company; Laurence E. Falls, vice- 
president, American of Newark, and 
Frederick W. Doremus, secretary of the 


parent company, 


Moves Foreign Dep’t 
Of Retail Credit Here 


NATHAN A. BROWN IN CHARGE 
Lived for Four Years in Havana and 
Two in Guatemala; Will Move to 
New York from Atlanta 


On January 1 the Retail Credit Co. 
moved its foreign department to New 
York in the Graybar Building. Foreign 
reports outside of the regular West 
Indies and Hawaiian offices of the com- 
pany are under the direction of Nathan 
A. Brown, who will reside in New York. 
He is a graduate of Georgia Tech, 
where he received the B.S. degree, ma- 
joring in insurance. ; 

Mr. Brown joined Retail Credit in 
1923 as an inspector in Atlanta and since 
then has had wide experience, espec- 
ially in Latin America. He spent four 
years in Havana and two years in Gua- 





temala. In past decade he has traveled 
extensively in Europe. | 
About half the foreign inspectors 


write their reports in English, although 
the report blanks are translated into 
German, French and Spanish. 





NEW INDIANA COMMISSIONER 





Ceorge H. Newbauer of State Depart- 
ment of Agriculture Succeeds 
Harry McClain 
George H. Newbauer, Hartford City, 
Ind., insurance man and banker, will 
succeed Harry McClain as State Insur- 
ance Commissioner on February 1. Mr. 
Newbauer is 54 years old, a native of 
Hartford City and for the last two vears 
he has been an attache of the Indiana 
Department of Agriculture with the title 
of director of the packers and _ stock- 
vards division. He was formerly head 
of the insurance department of the Citi- 
zens State Bank and served a term as 

Blackford County treasurer. 





Death of Lowell I. Lofgren of 
Detroit Mourned by Aetna 


Lowell I. Lofgren, formerly superin- 
tendent of the bond department in the 
Detroit office of the Aetna Casualty & 
Surety, died recently following a long ill- 
ness. He is survived by his wife and a 
son. 

Coming with the Aetna organization in 
July, 1922, Mr. Lofgren’s first post was 
as assistant underwriter in Kansas City. 
Successively he served as special agent 
and bond department superintendent in 
the Wheeling, W. Va., office frofm 1923 
to 1925; then in Grand Rapids, Mich., 
in 1926 and in Detroit in July, 1929. 

\ native of Ada, Minn., and a grad- 
uate of Carleton College and Harvard 
Business School, Mr. Lofgren’s activities 
included the Surety Association of Mich- 
igan, which he once served as president, 
the Harvard Club of Michigan and the 
Acacia and Masonic fraternities. 


MO. LEGION FOR DRIVERS’ LAW 


H. H. Lark of Steeleville, State Com- 
mander of the American Legion in Mis- 
souri, has announced the Legion will 
support legislation for a state-wide li- 
cense for automobile drivers when the 
new Missouri General Assembly con- 
venes at Jefferson City this month. The 
Legion will insist that the personnel of 
the State Highway Patrol shall be in- 
creased so as to properly enforce the 
license law. 


CEO. E. LAFFEY NEW MANAGER 

George E. Laffey has been appointed 
southern California manager at Los An- 
geles for the St. Paul-Mercury Indem- 
nity. For the past six years he has 
been office manager for the company in 
San Francisco. He was with the Royal 
in New Zealand prior to coming to San 
Francisco in 1930. 


New Buffalo Branch 
Of Hartford A. & | 


DANIEL L. OUTERSON MANAGER 


Formal Opening Somers 7 Attended by 
Home Office Officials; Smith, Davis 
& Co. Still General Agents 


The Hartford Accident & 
has opened a branch office in 


Indemnity 
Buffalo 
Daniel L, 
office js 


management of 
Fully staffed this 
handle all casualty and 
bonding lines, having the advantage of 
claim, engineering and audit facilities 
provided by the company and which have 
been moved to the new branch office 
headquarters. The Hartford A. & T. will 
also continue to be represented in Buf- 
falo and vicinity by Smith, Davis & Co, 
general agents. 

Manager Outerson, well known to the 
insurance fraternity of Buffalo and 
western New York, has been located in 
Buffalo since 1920. His business career 
began with the American Writing Pa- 
per Co, where he obtained valuable ex- 
perience first in the manufacturing and 
later in the sales end of the business. In 
1917 he joined the Travele rs and after 
attending that company’s school he was 
assigned to the Hartford branch office 
as a special agent. He was later with 
the Travelers at Columbus, Ohio, and in 
1920 was transferred to Buffalo as as- 
sistant manager. In 1922 he resigned to 
become manager. 

Departmental personnel of the new 
branch office consists of L. R. Logan, 
fidelity and surety superintendent who 
was formerly in charge of Hartford A. 
& I. bonding operations in Cincinnati 
and western Ohio; Clifford Cedarleaf, 
special agent for western N. Y. territory, 
who served similarly in the company’s 
St. Paul branch; and Roger P. Smith, 
who will be in charge of casualty under- 
writing and who comes to Buffalo from 
the Hartford home office. 

Formal opening of the new branch 
took place January 7 and the following 
home office officials attended: 

Paul Rutherford, vice-president and 
general manager; C. S. Kremer, vice- 
president, Hartford Fire; Wilson C 
Jainsen, vice-president, Frank C. Me- 
Vicar, assistant secretary and A. W. 
Spaulding, assistant secretary, all of 


Hartford A. & T. 


under the 
QOuterson. 
equipped to 





Monopolistic State Fund 


Looms Up in Pennsylvania 


A proposal for a monopolistic state 
fund is one of the amendments to the 
workmen’s compensation 


the Department of 


Pennsylvania 
law proposed by 
Labor and Industry of that. state. 
Pennsylvania has had a state fund 
ever since its compensation law was 
enacted in 1915, but the fund has no 
monopoly. The proposal, which Secre- 
tary of Labor and Industry Ralph M. 
Bashore says “is the subject of inten- 
sive research,” would wipe out the com- 
pensation business of stock or mutual 
casualty companies in Pennsylvania. 
Legislation to make occupational dis- 
eases compensable also in the legisla- 
tive program which Secretary Bashore 
has recommended to Governor George 
H. Earle of Pennsylvania. Details of 
the occupational disease bill have not 
been completed, but it is regarded as 
certain to extend coverage in all cases 
where persons suffer chronic ailments 
contracted from the use of lead or its 
compounds in manufacture, in industries 
where compressed air devices are used, 


and in mining and quarrying where 
various forms of silicosis result from 
dust diseases. 


The proposed legislation is expected 
to cover about 95% of the ailments to 
which Pennsylvania workers are ex- 
posed as a direct result of their em- 
ployment. 
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pave Kreps Completes 
15 Years With Zurich 


wITH MINNER & BARNETT, INC. 
Has Fine Teuton Among N. Y. Brok- 
ers; Spent 20 Years in Company 
Ranks; Then Became Producer 

C. D. Kreps, 80 John Strect, New York 
City, will this month round out fifteen 
association with Minner & Bar- 
metropolitan department man- 
Well liked by the 
eohers, Mr. Kreps’ anniversary will be 
favorably received by them as he is a 
distinctive figure. In more than a few of 


years” 
nett, Inc., 
agers of the Zurich. 





KREPS 


C & 


insurance brokerage offices, 
assistance is required in 
solving some intricate casualty cover- 
age problem, Dave Kreps is the man 
called upon to assist. He has been de- 
scribed as a combination of underwriter, 
insurance engineer, actuary and _ sales- 
om qualities also possessed by William 

Minner and Caryl A. Barnett, and 
io like nothing better than tackling 
an involved underwriting complication 
and turning it into a simple, practical, 
mathematical picture. 

Mr. Kreps’ first insurance job was in 
October, 1901, as office boy with the 
London Guarantee & Accident’s Eastern 
department (which then had jurisdiction 
over New York City and State, Connec- 
ticut and New Jersey). Rising rapidly 
he served in every department of that 
company and in 1917 was appointed as- 
sistant resident manager. In spite of 
his comparative youthfulness he made a 
reputation as one of the most capable 
casualty underwriters in company ranks. 
Popular at that time in the New York 
City brokerage field, Mr. Kreps’ resigna- 
tion on January 2, 1922, from the London 
Guarantee caused a stir along William 
Street. 


the bigger 
when expert 


Goes Into Production 


Just when ‘speculation was at_ its 
height as to which company would se- 
cure him Mr. Kreps gave a further sur- 
prise by doing what at that time was 
an unusual thing: he, a casualty com- 
pany executive, went into the produc- 
ton end of the business as sub-agent. 
The present borough agency plan _had 
not yet been started and it had been 
expected that Mr. Krens would accept 
a company job. Instead, he followed a 
Suggestion by Mr. Minner and became 
a commission man by allying with the 
latter’s office as a sub-agent. This step 
he has never regretted, just as he has 
never regretted entering the insurance 
field. If asked to what he attributes his 
success his answer is sure to be “I love 
the insurance business!” 

He is looking forward to his son tak- 
ng up insurance when the 
young fellow weeks 


as a career 
graduates, a few 


hence, from the University of Pennsyl- 
vania. 


High Up in Masonic Order 


Outside of insurance and his family, 
Mr. Kreps has devoted much time to 
fraternal interests. In Masonic affairs 
he is a Right Worshipful, being a Past 
Junior Grand Deacon of the Grand 
Lodge of the State of New Jersey. He 
served as master of Bethel Lodge, No. 
207, Jersey City, in 1918 and for the 
1922-3 term was appointed Junior Grand 
Deacon by the Grand Master of the 
State of New Jersey. He belongs to 
the New Jersey Consistory of the Scot- 
tish Rite, one of the high bodies of 
Masonry. Mr. Kreps is also a member 
of the B. P. O. Elks, Jersey City Lodge 
No. 211, and is a Past Chancellor Com- 
mander of the Knights of Pythias, Jer- 
sey City Lodge No. 36. He resides in 
Summit, N. J. 

Besides his favorite pastime of garden- 
ing, Mr. Kreps also has the hobby of 
collecting commemorative half dollars. 
He has ninety of the ninety-five or so 
of these coins so far issued. At one 
time he collected tropical fish. 

In 1934 Mr. and Mrs. Kreps celebrated 
their twenty-fifth wedding anniversary. 
They have one son and a_ married 
daughter. 


Two New Talking Slide Films Put 
Out By Legion To Aid Safety Program 


Two new talking slide films on traf- 
fic safety are available for showing 
throughout the country through state 
departments and local posts of the 
American Legion, according to an an- 
nouncement by the National Bureau of 
Casualty & Surety Underwriters. The 
films, entitled “Inertia” and “The Other 
Fellow,” have been produced by the 
Americanism Commission of the Amer- 
ican Legion with funds supplied by the 
automotive industries through the Auto- 
mobile Manufacturers Association and 
with the cooperation of the National 
Bureau. 

“Inertia” is a fresh approach to the 
subject of good driving. It presents, in 
a fifteen minute dramatization, the phys- 
ical laws which underlie the mechanical 
behavior of the automobile and demon- 
strates how abuse of these laws breeds 
accidents. “The Other Fellow,” similar 
in length, is a dramatic presentation of 
community responsibility for the traffic 
control problem, showing that the prob- 
lem can be solved only by a combina- 


tion of an aroused public and forthright 
activity by the officials charged with 
traffic control responsibility. 

Six hundred duplicates of the produc- 
tion are being distributed to local posts 
through state departments of the Legion. 
The Automobile Manufacturers Associa- 
tion has provided talking slide-film ma- 
chines to twenty-four of the departments 
and will provide a second twenty-four 
after the first of the year. 

It is expected that local Legion posts 
will not only show these films before 
their own organizations but will sponsor 
showings to business and civic groups 
and the schools in their communities. 


Premiere Showing in Indianapolis 

The premiere showing of the two pic- 
tures was made before the annual con- 
vention of department committees and 
adjutants and the national executive 
committeemen of the American Legion 
in Indianapolis. Other premiere show- 
ings are taking place this month under 

(Continued on Page 42) 














of Forgery Bonds. 
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Big Auto Negligence 
Suit Against Ford Co. 


DENY “FAULTY PARTS” CHARGE 
Size of Suit—$280,000—Creates Interest 
Among Underwriters; Manufacturer 


Carries Defect Insurance 





An auto negligence suit for $280,000 


against the Ford Motor Co. went on 
trial Tuesday before Justice Marsh N. 
Taylor of White Plains, N. Y., and it 


was more than passing interest to auto- 
mobile insurance underwriters not only 
because of the amount involved but the 
fact that the owner of the car alleged to 
have caused damages, charged that the 
machine was of faulty construction. This 
charge is being denied by counsel for 
the Ford Motor Co. who offered proof at 
the trial that its products are of “per- 
fect construction.” Furthermore, Ford 
has carried for some years defect in- 
surance and still does, it is understood, 
despite the fact that the company is now 
largely self-insurer. 

Defendants in the lawsuit, along with 
the auto company, are Mrs. Greta V. 
Stafford of Huntington, L. I, and New 
York, wife of William Stafford, a mem- 
ber of the New York Stock Exchange, 
and her chauffeur, Lee Woodward. 

The plaintiffs, asking a total of $280,- 
000 damages, are James D. Philson, 
Mount Vernon roofer, who seeks re- 
muneration of $70,000 for the loss of 
services of his wife and three children; 
Mrs. Anna Philson, the wife, who claims 
$75,000 for injuries; Mary Patricia, a 
daughter, $25,000 for injuries; Jeanne 
Marie, another daughter, who asks $75,- 
000 for injuries, and Arthur D. Philson, 
19-year-old son, who drove the Philson 
car, and who asks $35,000 for injuries. 


Steering Apparatus Locked 
occurred June 23, es 
in New York Avenue, Huntington, L. 
when the Staffords’ new Ford aaa 
wagon, operated by Woodward and car- 
rying several servants home from church, 
went out of control and crossing to the 
wrong side of the road, collided with the 
Philsons’ machine, according to the com- 
plaint. Mr. and Mrs. Stafford were 
not in the car. 

In their answer to the suit, the Staf- 
fords said the manufacturer of the car 
was at fault because the steering ap- 
paratus locked, causing the car to veer 
from its course. Thomas J. O'Neill, at- 
torney for the plaintiffs, obtained the 
Supreme Court’s consent to make the 
Ford company a defendant on the basis 
of the Stafford claim. 


[he accident 


Value of Defect Insurance 


By carrying defect insurance the Kord 
Motor Co. is protected against just such 
contingencies as have developed in this 
suit. This insurance covers the manu- 
facturer’s liability as a result of an acci- 
dent caused during the policy term by 
any defect in workmanship or material 
regardless of the year of the car. The 
premium is small, running a few pennies 
per car for low priced quantity produc- 
tion cars, and is based on the total out- 
put of the manufacturer for the particu- 
lar year. 


John H. Thom Dies 


(Continued from Page 35) 
1896 he was made superintendent of the 
liability department, where he developed 
a Statistical system for liability risks. He 
was next promoted to the post of gen- 
eral superintendent of the company. 

In 1912 Mr. Thom was elected a direc- 
tor and made a member of the executive 
committee, and in 1919 he was elected a 
vice-president. 


Ability to Develop Other Men 

The accomplishment of which he was 
most proud was his unusual ability to 
develop other men and to place on their 
shoulders the burdens incident to the 
management of a large insurance cor- 
poration. He leaves behind him today in 
the Standard group of younger men 





l. to r. 
Barsantee, Austin R. McKee and J. I. Milliman. 
C. W. Van Beynum and Colin Simkin. 


The Travelers publicity staff headed 
by C. W. Van Beynum recently came 
into the spotlight when the general ex- 
cellence of its sales publications, sales 
promotional material and national adver- 
tising won the coveted Sweepstake Cup 
of the Life Advertisers Association. This 
high honor was justifiably the cause for 
some celebrating and the picture above 
was taken, appearing originally in Pro- 
tection. This cup was one of three given 
by the L.A.A. for exhibits made at its 
Chicago meeting. 

Manager Van Beynum, shown in the 
center of the group, is one of the most 
able of insurance advertising managers 
who came to the Travelers some years 
ago after a trade paper and newspaper 
career. He has built up a well balanced 
organization of experts who include the 
following: 

Edwin E. Sterns, who gives all of his 
time to advertising in insurance papers, 
magazines and newspapers. 

L. K. Porritt, who edits the weekly 
house organ Protection and does some 
outside writing. 

George Malcolm-Smith, who writes 
both good English and humor, and also 
draws cartoons, contributing to Protec- 
tion, to other Travelers publications and 
to outside publications. 

Harry Barsantee, who assembles acci- 
dent facts, and particularly automobile 
accident facts, edits the annual book on 
the subject, and gets out news releases 


Standing: Edwin E. Sterns, L. K. Porritt, George Malcolm-Smith, Harry 


Seated: George H. Bartholomew, 


and features that have to do with acci- 
dent prevention. 

Austin R. McKee, who handles the 
distribution of safety publications and 
multifarious other duties. 

J. I. Milliman, staff artist, who pre- 
pares layouts for the majority of Trav- 
elers publications, illustrates a number 
of them, and occasionally paints for a 
magazine advertisement. Among the il- 
lustrations for magazine advertisements 
which he has done is the winter scene of 
a house which appeared in an issue of 
Time in December, 1935 and has since 
been used, with slight variations, by the 
Federal Housing Administration on 
many of its posters and car cards, 

George H. Bartholomew, editor of the 
Travelers Standard. 

Colin Simkin, who has charge of leaf- 
lets and folders, buys much of the art 
used in Travelers advertising matter, and 
has done most of the work in connection 
with Travelers calendars, including the 
last two Currier & Ives calendars. 

In connection with the Sweepstake 
Cup it is interesting that the Travelers 
was given awards in (1) insurance jour- 
nal advertising; (2) newspaper advertis- 
ing; (3) magazine advertising; (4) house 
organs for agents; (5) leaflets and fold- 
ers; and (6) other publications. The 
Travelers advertising was considered not 
only outstanding, but won recognition 
for its “unusual co-relation with the 
work of the sales department.” 





whose proudest boast is that they were 


brought up in the business by John H. 
Thom. 

Mr. Thom would have been 78 years 
old on January 20. He never looked his 


age. Though his hair was white, and 
had been since he was a young man, his 
appearance was that of man twenty 
years younger. Until the very end he 
retained a remarkable physical vigor and 
an unclouded mental clarity. 

Mr. Thom was active in the fraternal 
world. He was a member of Detroit 
Commandery No. 1, Detroit Consistory, 
Moslem Temple, Palestine Lodge No. ¢ 357 
and King Cyrus Chapter, R. A. M. He 
was a charter member of the Detroit 
Athletic Club, and had been a member 
of the Detroit Gulf Club since 1907. 





T. F. Graham Gets Louisville 
Bonding Post for F. & C. 


T. F. Graham, who has been supervis- 
ing the fidelity and surety bond business 
of the Fidelity & Casualty in New Jersey 
for the past several years, has just been 
transferred to the Louisville, Ky., office 
of the company where he will be super- 
intendent of the bonding department. 
Mr. Graham will supervise the business 
of three states. 

This promotion comes to Mr. Graham 
as a result of meritorious work in New 
Jersey territory where he is a popular 

gure. He will be missed at luncheon 
aaa of the Surety Underwriters 
\ssociation of New Jersey and at that 
uganization’s annual meeting Tuesday 
it was voted to send him a letter of best 
wishes and congratulations. 


WM. L. LOWE TO SYRACUSE 


Transferred by Fidelity & Deposit from 
Newark Where He was Manager; 
Succeeds C. E. Megargel 

William L. Lowe, who has been man- 
ager of the Fidelity & Deposit branch 
office in Newark, N. J. for several years 
past, has been transferred to the Syra- 
cuse branch where as manager he will 
supervise central New York for the 
F. & D. and American Bonding. Mr. 
Lowe is not a newcomer to upstate New 
York as he spent a year in Buffalo as 
manager prior to coming to the Newark 
branch office. In both Buffalo and New- 
ark offices he was right hand man to 
Paul Parris, now resident vice-president 
in Newark but prior to that in Buffalo. 

In Syracuse Mr. Lowe © succeeds 
Charles E. Megargel whose new post will 
be announced shortly along with several 
other F. & D. field changes. 


AETNA’S NEW TESTING DEVICE 
The Aetna Casualty & Surety’s new 
steerometer is now being demonstrated 
daily at the Museum of Science and In- 
dustry in the RCA Building, Rockefeller 
Center, N. Y. This device which was 
shown last week at the annual meeting 
of the American Association for the 
Advancement of Science at Atlantic City 
is the most recent addition to the 
Aetna’s highway safety demonstration. 


J. WILSON STEHL DEAD 
J. Wilson Stehl, assistant superintend- 
ent, casualty claim division at the home 
office of the United States F. & G., with 
which he had been associated twenty- 
seven years, died recently. 


Legislatures Open 


(Continued from Page 35) 


four commissioners, three of whom are 
assigned to compensation cases, be jp. 
creased to five members and that their 
compensation be materially increased 
Furthermore, it was urged that Political 
ties be severed by staggering terms and 
keeping membership on a_ bi-partisay 
basis. 

Await Connecticut Action on Commis. 

sion’s State Fund Report 

Awaited with keen interest in Cop. 
necticut is the action to be taken }y 
the General Assembly on the state fund 
recommendation of the Financial Re. 
sponsibility Commission. Its report was 
recently submitted to Governor Cross 
The commission of which Insurance 
Commissioner John C. Blackall is , 
member proposed a state fund from 
which the medical, surgical, hospital and 
nursing expenses of every Connecticy 
resident injured in an automobile aegi- 
dent on the highways of the state would 
be paid, up to a maximum of $300, 

The state in turn would recover the 
money from those drivers found at fault 
or have the authority to rule them of 
the roads. 

Also urged was the re-enactment of a 
law repealed in 1931 under which a driy. 
er’s license could be suspended until he 
paid any court judgment against him jn 
a liability action. 

The commission’s third recomments- 
tion is an amendment to the law goy. 
erning proof of financial responsibility 
giving the motor vehicles commissioner 
definite authority to require this proof 
if, “in his opinion,” there has been a 
violation of the law. 

It is significant that the Connecticu 
commission does not favor compulsory 
liability insurance of the Massachusetts 
type. 





C. W. QUICK NEW PRESIDENT 





Heads N. J. Surety Underwriters Ass'n; 

Increase in Membership Dues Under 

Consideration 

_Clyde W. Quick, Aetna Casualty & 
Surety, was elected president of the 
Surety Underwriters Association of Ney 
Jersey at its annual meeting Tuesday it 
the Down Town Club, Newark, N. J. He 
will be supported by E. H. Charles, In- 
demnity Insurance Co. of N. A. as vice: 


president; Ralph W. Hawkins, Nev 
Amsterdam, secretary. and ID. Blake 
Lumpkin, Maryland Casualty, treasurer 


On the newly elected board of trustees 
are Paul S. Parris, Fidelity & Deposit 
the retiring president; C. J. Collins 
Standard Accident; H. B. Hodge, Na 
tional Surety Corp.; Herbert N. Hutch- 
inson, American Surety-New York Cast- 
alty, and Oscar H. Lynn, Employers. 

In his closing speech as president Mr 
Parris expressed his appreciation for the 
support he had been given during tht 
past year and introduced the _ new) 
elected President Quick as a member: 
who has given loyal service to the ass0- 
ciation and is richly deserving of -hi 
new honor. President Quick, one of the 
association’s organizers nearly ten years 
ago, pledged his best efforts to further 
the growth of the club and said it pre 
vided a common meeting ground for 
bonding managers of competing compe 


nies to meet monthly and discuss mutwa | 


problems and exchange opinions. 

For his new legislative committe 
President = named Paul Parris 4 
chairman; H. N. Hutchinson and H. 8 
Hodge. 

A proposal to increase membershif 
dues from $10 to $15 a year took up mos 
of the discussion period and while thos 
present were favorable to the increa* 
it will not come up for formal vote unt! 
a later meeting. 


GOES ON EMPLOYERS’ BOARD 
The directors of the Employers’ Lit 
bility Assurance Corp. have appointe! 
Samuel H. Brown of Linklaters an 





Paines—probably the best-known lega 
firm in Great Britain—to be a directo! 
on the general board in London. 





Januar. 


Wm. 
I 


PAST | 
To Rec 


Year’ 
S 


Upon 
commat 
1081 of 
R. Bon 
partmet 
Inc., 80 
tendere 
19, at | 
41st St 





his fri 
ance C 
to hon 

Dinn 


ganize 
His w 
as con 
makin; 
ican L 
In this 


vetera: 
Settler 
to helj 
Each ; 
of un 
camps. 
All j 
are of 
suranc 
active 
State 
getting 
Posts 
this m 
lution 
of the 
Count: 


Dur! 
comm: 
ance ¢ 
rying 
tion yw 
ment. 
across 








937 


are 
- in 
their 
used, 
tical 

and 
‘isan 


mis. 


Con- 
l by 
fund 

Re. 
Was 
rOss, 
ance 
iS a 
from 

and 
ticut 
ACCi- 
ould 


. the 
fault 
1 off 


of a 
driy- 
I he 
m in 


nda- 
goy- 
vility 
oner 
root 
na 


ticut 
sory 
setts 











January 8, 1937 









Sn hack anes 


Page 39 











=—— 


wm. R. Bonner to Be 
Dined by Legion Post 


pasT COMMANDER OF POST 1081 





To Recognize Accomplishments of His 
Year's Administration; Affair to Be 
Staged Jan. 19 in N. Y. City 





Upon the occasion of his retirement as 
commander of the Insurance Post No. 
1081 of the American Legion, William 
R. Bonner, assistant manager, life de- 
partment of Stewart, Hencken & Will, 
Inc, 80 Maiden Lane, New York, will be 
tendered a dinner on Tuesday, January 
19, at the Roger Smith Hotel, 40 East 
4Ist Street, New York City. Many of 





WILLIAM R. BONNER 


his friends, both in veteran and insur- 
ance circles, are expected to be present 
to honor him on this occasion. 

Dinner committee chairman is George 
Horn, 136 William Street, ~» as- 
sisted by Harry Season, Travelers, 55 
John Street office; Charles Zeigler, 
North British & Mercantile; Donald 
Pollock of William A. Gray & Co., Inc., 
1% William Street, and Arthur Kistner, 
Yorkshire Indemnity. 

Mr. Bonner was one of the chief or- 
ganizers of Post 1081 in the Fall of 1932. 
His work, particularly during his term 
as commander, has been instrumental in 
making it one of the best known Amer- 
ican Legion Posts in New York County. 
In this he has had splendid cooperation. 

One of the chief purposes of the Post 
has been to carry on a program of char- 
itable and welfare work. Along these 
lines, the Insurance Post donated $1,000 
to the Tupper Lake Camp for disabled 
veterans and money to the Henry Street 
Settlement as well as to the Red Cross 
to help the relief work in the flood area. 


Each summer they send quite a number’ 


of underprivileged children to summer 
camps. 

All problems of the insurance business 
are of the utmost importance to the In- 
surance Post. In 1935 the Post took an 
active part in opposing the New York 
State Monopolistic Compensation bill by 
getting the backing of all the Legion 
Posts in New York County to oppose 
this measure. Mr. Bonner had the reso- 
lution adopted at a meeting of delegates 
of the American Legion of New York 
County. 


Wm. Bonner’s Career 

During the past year the Post won the 
commendation of more than sixty insur- 
ance companies for its initiative in car- 
rying on a Safety Campaign in conjunc- 
tion with the New York Police Depart- 
ment. At that time a banner was strung 
across William Street and more than 
8,000 “drive safe” pledges were signed by 
people in the William Street district. 

During the World War Mr. Bonner 


served with the 306th Field Artillery of 
the 77th Division, took part in four ma- 
jor offensives, and was recommended for 
promotion to lieutenant on the field of 
battle. He is a past commander of the 
306th Field Artillery Association and 
Post and at present is vice-president of 
the 77th Division Association. 

His insurance career began with the 
North British prior to the war and fol- 
lowing his honorable discharge Mr. Bon- 
ner rejoined that company as an under- 
writer. For the past ten years he has 
been with Stewart, Hencken & Will, Inc., 
first as fire and casualty insurance un- 
derwriter and for the past few years as 
assistant manager of its life insurance 
department. . 





WOULD FIX MICH. SPEED LIMITS 

The Michigan state safety council has 
definitely decided to recommend to the 
1937 legislature that varying speed lim- 
its be legalized for Michigan highways. 
Under the proposal, which is being ad- 
vanced after long continued study by 
the council’s engineers, the state police 
and highway department would be per- 
mitted to establish the speed limits for 
given highways on the basis of actual 
engineering tests which would disclose 
the maximum safe speeds. 





Recent Court Decisions 





Author, “The Law Relating 


Surety’s Maximum Liability 

A surety is not bound beyond the 
scope of his engagement. Its maximum 
liability is measured by the penalty 
named in the bond. When recovery is 
had against the surety to the full amount 
of the bond, he may defend himself at 
law against all pending or future actions. 
Fidelity & Deposit Co. of Maryland v. 
Sholtz, Florida Supreme Court, 168 
So. 29. nae 


Agent’s Failure to Sign Surety Bond 

The Queen Ins, Co. of America sued 
the sureties on a surety bond furnished 
by one of its agents to recover a sum 
alleged to be owing the company on 
account of a shortage in the accounts 
of the agent while in the company’s 
employ. The Louisiana Supreme Court 
held, Queen Ins. Co. of America v. 
Bloomenstiel, 184 La. 1070, 168 So. 302, 
that the sureties were not exempt from 
liability because of the agent’s failure 


Compiled by John Simpson 








to Automobile Insurance” 


to sign the bond, the agent being pri- 
marily liable and the sureties bound 
jointly and severally. Judgment for de- 
fendant in the Court of Appeals (165 
So. 22) was reversed and the cause 
remanded for further proceedings. 


* * * 


Failure of Causal Connection 

A life policy covered bodily injury 
effected through external, violent and 
accidental means, but did not extend to 
any infection unless introduced by and 
through an open wound caused by such 
means and visible to the unaided eye. 
The Michigan Supreme Court held, Flood 
v. Order of United Commercial Travel- 
ers of America, 268 N.W. 767. that the 
insurer was not liable for insured’s death 
from traumatic lobar pneumonia caused 
when he got his feet wet by slipping 
and falling into a puddle of water when 
helping to push an overturned automo- 
bile out of a ditch. 
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On the Production “Firing Line” 








Allan Kennedy of Ft. Smith, Ark. 


Long a Leader in City and State Insurance Circles He Is 


Extremely Well Posted on International Affairs; World 
Traveler, Connoisseur of Books, Music, Art 


By Spencer Welton, Peripatetic Vice-President 


Say Ft. Smith, Ark. in the insurance 
center of any metropolis in these United 
States, and somebody is sure to ask if 
you know Allan Kennedy. A leader in 
civic, politcal and insurance affairs in 
that city and state, nationally known in 
his chosen profession, a world traveler, 
publicist, connoisseur of books, music 
and art, bon vivant, raconteur capitalist, 
bachelor—that’s the Protean individual 
whose personality, life and works must 
be encompassed in a brief biography. 

Allan Kennedy was born in Memphis, 


Tenn., where his father was successfully 
engaged in business as a cotton factor; 
and attended public school there. When 


he was fourteen the family moved to Ft. 
Smith where he entered high school and 
promptly revealed the aptitude for gov- 
ernmental affairs which distinguished 
his later years. He organized in the 
school a “junior republic” and was him- 
self elected mayor. 

At fifteen, he joined the state guard, 
being the youngest “man” ever accepted 
in that organization, won the plume as 
the best drilled soldier and at 21 years 
old was a captain in the Arkansas Bor- 
der Rifles. 

Later on he became brigadier and in- 
spector general on the staff of Governor 
Fishback and retained that rank and of- 
fice for fifteen years through subsequent 
administrations. 

At seventeen, Allan Kennedy felt that 
the time had come for him to undertake 
the serious business of life and he en- 
tered the Merchants Bank of Ft. Smith, 
remaining until he was twenty-one, ab- 
sorbing information like a sponge and 
never losing an opportunity to add to 
his list of acquaintances and widen his 
circle of friends. 


Bought Oldest Agency in Town 


_ This was in anticipation of the launch- 
ing of a business of his own which he 
intended to do as soon as he reached his 
majority, for a future of working for 
someone else was an idea he never for 
a moment entertained. When the im- 
patiently awaited twenty-first birthday 
arrived, he promptly bought the oldest 
agency in town. 

Companies then and now in the office 
are the Insurance Co. of North America, 
Springfield F. & M., Pennsylvania Fire 
and the American Central. A little later 
the Fidelity & Casualty was added and 
in 1910 the general agency of the U. S. 
F. & G. The American Surety went 
into the office forty years ago, and most 
recently, the Centra! Surety of Kansas 
City. 

Coincidently with the early operation 
and development of his agency, Mr. 
Kennedy found time to act for seven 
years as Arkansas special agent for the 
Aetna Fire and was offered, and de- 
clined a substantial promotion to a 
larger field comprehending several states 
in the east. 


First President of Arkansas 
Agents’ Assn. 


The Kennedy genius for organization 
and the Kennedy comprehension of the 
value of organization resulted in the for- 
mation in 1903 of the Arkansas Associa- 
tion of Insurance Agents. Allan Ken- 
nedy was elected president for the first 
three successive terms and subs equently 
served four more terms in the same of- 
fice which seems to be a sufficient com- 
mentary on the esteem in which he is 





ALLAN KENNEDY 


held by the insurance fraternity of his 
state. 

Meantime, and as a matter of course, 
he had attracted the attention of the 
officers of the National Association of 
Insurance Ayents, and was twice elected 
to tne executive committee of that or- 
ganization, serving his first term under 
President Woodworth and the second 
under President Gardner. 

Twice, Mr. Kennedy has been a mem- 
ber of the Arkansas Legislature, and for 
the past twenty years has been chairman 
of the legislative committee of the Ar- 
kansas association, 

All this would seem to be a well- 
rounded career, but it is only part of the 
Kennedy activity. 

Ft. Smith, as perhaps you don’t know, 
is one of the great furniture manufac- 


turing centers of the country. Allan 
Kennedy is secretary of the big Eads 
Bros. Furniture Co., and director of the 


Border-Queen Kitchen Cabinet Co., and 
in his spare moments manages the Ken- 
nedy Office Building, which he owns. 

In the 1924 presidential campaign, he 
was director of finance in Arkansas for 
the Democratic national committee under 
Jesse Jones, and was one of the leaders 
in the Arkansas centennial celebration 
which resulted in President Roosevelt's 
visit to that state last Summer. 

Civic Activities 

Even he doesn’t remember how often 
he has been a director of the Ft. Smith 
Chamber of Commerce, or to put it more 
precisely he doesn’t remember when he 
hasn’t been. He was also the chairman 
of the committee which organized the 
first community chest fund, and has 
quite naturally continued his interest in 
that splendid charitable organization 
which has never failed to reach its ob- 
jectives. 

Mr. Kennedy is president of the Ft. 
Smith Co-operative Concert Association, 
under whose auspices the world’s great- 
est singers and musicians are brought to 
that city, and his critical taste has been 
developed by visits to the musical cap- 
itals of the world. 

For, while much of Allan Kennedy’s 
life has been spent in Arkansas, he is in 
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no sense a provincial. His geographic, 
as well as cultural horizons have been 
wide enough to take him to Europe five 
times in the past decade, and he knows 
Havana, Mexico City and Jamaica and 
Vancouver. 

Twenty-seven years ago he added a 
partner to his insurance agency, changed 
its name to Kennedy & Albers, and 
promptly set about gratifying his taste 
for travel and his wish to grow intellec- 
tually and artistically as well as ma- 
terially. Confirmed bachelorhood meant 
comparative freedom of movement and 
he has made the most of it. 

An International Observer 

His city and country residences are 
filled with paintings, books and objects 
dart, picked up all over the world and 
his conversation, apart from business, is 
an absorbing and authoritative digest of 
international affairs gained from obser- 
vation on the ground. 

That Mr. Kennedy is a keen observer, 
and aggressively for what he believes, is 
illustrated by an incident of the World 
War. Being in Washington, he observed 
in front of the War College a statue of 
Frederick the Great, which had been 
presented by the Kaiser. Promptly, he 
lodzed a protest with the then Secretary 
of War—Newton D. Baker, with the re- 
sult that the statue was forthwith re- 
moved, 

Allan Kennedy is essentially a student 
and analyst. His journeys abroad give 
him much opportunity to meet men of 
affairs, to learn much of the industrial 
and financial systems of other countries 
and so consider them in terms of his 
own country. 

One result was that some years ago, 
he wrote a book published under the 
title “Who Killed Cock-Robin, or the 


Case of the People vs. the Gold Stand- 
ard.” It immediately attracted wide. 
spread attention, and was reviewed at 
length by such publications as the Wall 


St. Journal, Barron’s Weekly, and 
others. 
Franklin D. Roosevelt, as governor of 


New York read it, as did Henry Ford, 
Senator Borah, Newton D. Baker and 
economists generally. 

Thus, Allan Kennedy, the insurance 
man, the civic leader, the cosmopolite, 
the economist, the publicist. 

His Versatility 

Keen, alert, sagacious, the habits of 
leadership and success are indissolubly 
a part of him. Yet he is neither a 
pedant nor an autocrat. 

No man orders a better dinner, tells a 
better story, or listens more attentively 
to the utterances of a companion. His 
analytical mind makes him a high rank- 
ing bridge player, but he doesn’t wither 
a less skillful partner in a caustic post 
mortem. 

At the Hardscrabble Country Club, the 
Elks, the Lions, or the Noon-day Civic 
Club, he participates in the give and 
take of masculine banter, but it is asa 
host, either at his home in Ft. Smith, or 
at his beautiful country place Ken- Aire, 
high up in the Ozark Mountains, that 
the genuine cordialty of his nature finds 
expression. 

The visitor at Ken-Aire finds inscribed 
in the guest book, names known both 
nationally and in the capitals of many 
other countries, and the sentiments writ- 
ten after those names testify to a qual- 
ity of friendship it is given to few men 
to evoke. 

All of which proves once more, that 
it’s not where you are, but what you are 
that makes the difference. 





American Auto of St. Louis 
Opens Minnesota Branch 


The American Automobile of St. Louis 
on January 2 opened a Minnesota branch 
office in the Northwestern Bank Building 
at Minneapolis. The new office is under 
the superivsion of R. S. Chaloner, who 
for several years has been the company‘s 
assistant manager in Chicago. 

Mr. Chaloner has had wide experience 
in the casualty insurance field, having 
represented, in an executive capacity, 
two other companies in Chicago and the 
mid-West before joining the American 


Automobile. Under his direction the 
Minnesota branch will offer complete 
underwriting and claims service facili- 
ties to agents and brokers in the Twin 
City area. Marsh & McLennan, who 
has acted as general agents for the 
company in Minneapolis for the past 
twenty years, will continue in that ca- 
pacity. 





R. H. TOWNER IN OKLAHOMA 

Rutherford H. Towner, head of the 
Towner Rating Bureau, New York City, 
spent the past weekend in Oklahoma 
City where he was the guest of Mr. and 
Mrs. T. E. Braniff in their country home 
Wildwood. The Braniffs themselves (son 
George included) were honor guests at 
a big holiday party 7 for officials 
and employes of the T. E. Braniff Co., 
and attended by 150. It was a venison 
dinner, greatly enjoyed, the deer having 
been bagged by T. E. Braniff on a 
recent visit to the King ranch in Texas. 


J. R. ENGLISH RESIGNS 





Has Been Vice-President of Standard 
Surety Since 1928; Familiar Figure 
in William St. Bonding Circles 
John R. English, vice-president, Stan- 
dard Surety & Casualty, since its incep- 
tion in December, 1928, has resigned this 
post. Mr. English’s future plans are 
indefinite and will not be known until 
after his return from a trip of several 

weeks’ duration he is contemplating. 

A familiar figure in William Street 
bonding circles Mr. English has_ been 
identified with that end of the business 
since 1910 when he joined the Fidelity & 
Deposit. Before joining the Standard 
Surety he was manager of the New 
York City branch office of the Metro- 
politan Casualty and prior to that he was 
with the Jersey City agency of Schenck 
& Schenck. 





MADE AGENCY MANAGER 


Reynolds Garner Succeeds D. N. Jones 
in Braniff Co., Oklahoma City; 
Formerly in Ponca City 

Reynolds Garner has succeeded D. 
Neville Jones as manager of the T. E. 
Braniff Co. at Oklahoma City. Ten years 
in the business, Mr. Garner’s previous 
post was with the Clifford Wetzell local 
agency in Ponca City. He has had all- 
around experience. A graduate of Fort 
Smith, Ark., schools Mr. Garner was 
with Campbell, Mallory & Throgmorton 
general agency for the Aetna Affiliated 
Companies until 1929 when he came to 
Oklahoma City to join the Ledbetter In- 
surance Co., which also represents the 
Aetna Companies. Mr. Garner is active 
in civic affairs. 
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Casualty-Surety Business Reflects 
1936 Improvement In Business 


By H. P. Jackson, 
President, Bankers Indemnity of Newark 


While generally optimistic regarding the outlook for 1937 and the possibilities 
of an aggregate investment and underwriting profit for the past year the author, a 
teen student of the business, faces the facts squarely in describing disappointing auto 


liability results and the workmen’s compensation situation. 


He ts convinced that the 


future prosperity and increased economic usefulness of casualty insurance will require 


a larger and more sympathetic 


understanding of the limitations which necessarily 


circumscribe it in maintaining solvency while providing a fair return to the private 


capital invested in tt. 


The casualty and surety business was 
favorably influenced by the general busi- 
ness recovery during 1936 in two impor- 
tant respects. The market value of as- 
sets invested in stocks and bonds ap- 
preciated substantially while increased 
wages and employment enhanced the 
premium income in those classes of cas- 
yalty insurance where premium 1s cal- 
culated upon the payroll expenditure of 
the industry insured. 

The income from investments also will 
be sharply upward, due to the extra and 
resumed dividends on stocks the insur- 
ance companies have invested in. All 
these factors will be reflected in in- 
creased assets and surpluses in the an- 
nual statements of the companies. 

As regards underwriting results, the 
liability coverages will likely produce a 
loss in the aggregate, offset to a slight 
degree by a profit in the fidelity and 
surety bonding lines to develop a little 
better than even break over all. Re- 
sults will vary as to individual compa- 
nies, but there can be little doubt that 
the lessons learned in the depression 
years have prompted most casualty com- 
panies to emphasize sound underwrit- 
ing and a conservative production pol- 
icy which is being reflected in improved 
underwriting results. 


Responsibility of Leadership 


Managers and underwriters have striv- 
en conscientiously in the interest of 
both stockholders and broad public pol- 
icy, but a business so sensitive to eco- 
nomic, social and political influences as 
the casualty and surety business con- 
tinues to place a heavy burden of re- 
sponsibility on those charged with its 
leadership, facing as it does many vexa- 
tious problems and future uncertainties, 
and its well-being, it seems to me, de- 
pends a great deal upon a broader and 
more sympathetic understanding on the 
part of the public, employers, regulating 
authorities and legislators of its eco- 
nomic necessity on the one hand and 
on the other the fact that it is after 
all a private business which cannot bear 
the full burden of costs attendant upon 
social and economic confusion. 

A business involving annual premium 
income of over $600,000,000 and which 
pays out in indemnities an average of 
more than $1,000,000 a day every work- 
ing day of the year is too important a 
part of our financial and economic struc- 
ture to be harassed by experimental leg- 
islation in social reform and other forms 
of regulations, as well as uncontrolled 
racketeering to the point that its con- 
tinued usefulness is impaired. 

Foremost in these considerations is 
the matter of automobile liability insur- 
ance, which is probably the most fre- 
quent contact of the public with the 
casualty business. Approximately 882,- 
000 accidents involving motor vehicles 
occur annually, resulting in the death 
of 36,000 people and injury to 950,000. 
It is estimated that about 30% of these 
motor vehicles are insured and $119,000,- 
000 is paid by casualty companies to 
policyholders for bodily injuries sus- 
tained in these accidents and $22,000,000 
for property damage. 

Unsatisfactory Auto Liability Picture 

The inventive genius of the automo- 
tive industry has brought the automobile 
into extensive use by placing it within 


the purchasing power of even the low 
income classes. But it appears that 
socially we have been unable to accom- 
modate ourselves to such rapid progress. 
The casualty companies in the aggre- 
gate have suffered heavy underwriting 
losses for the last eight years in fur- 
nishing indemnity protection to the op- 
erators of motor vehicles in spite of 
high rates and the extensive conduct 
and support of accident prevention ac- 
tivities. 

The chief factors contributing to this 
unfavorable result have been careless- 
ness, physical impairment and intoxica- 
tion on the part of drivers, high speed 
light cars, super-speed highways and all- 
weather use of closed cars, all of which 
create accident frequency. To this must 
be added claim fraud, ambulance chas- 
ing, corruption at the court houses and 
excessive verdicts in damage suits based 
on sympathy or animosity, regardless of 
the fact, which have boosted the loss 
cost far beyond what the rates con- 
templated. 

The public is unjustly burdened by the 
high cost of liability insurance, due to 
factors over which the insurance com- 
panies have no control. The public is 
also indignant over the many instances 
where the uninsured and judgment-proof 
automobile driver is unable to respond 
in damages to those he has_ injured, 
often making public charges of these 
unfortunate victims or their dependents. 
So the situation has developed into some- 
what of a dilemma. 

In the face of this unprofitable under- 
writing experience the casualty compa- 
nies cannot reduce rates to make liabil- 
ity insurance more available from a cost 
standpoint. Therefore many people have 
been attracted to the idea of a state com- 
pulsory automobile law compelling all 
motor vehicles to be insured as a con- 
dition precedent to registration, seeking 
to solve by compulsion and insurance 
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theory what is in fact a national social 
problem. They would adopt the idea 
of “Pay as You Kill,” while the real 
solution lies in stonping the accidents 
by the strict enforcement of traffic laws 
and license procedure. 

Massachusetts Compulsory Law Failure 

Since the compulsory automobile law 
went into effect in Massachusetts in 
1927 accidents have increased, thousands 
of improper and fake claims have flood- 
ed the courts and the insurance compa- 
nies have lost heavily. It is estimated 
that 40,000 cars on the Massachusetts 
highways are operating under improper 
registration, hence there is really no 
valid insurance on them. In addition to 
which there is the hit and run driver 
and stolen car operator, so that regard- 
less of the compulsory law there are still 
a great number of accidents in which the 
injured are not compensated. 

Liability insurance rates there have 
been increased 30% since the law went 
into effect, and the present rates are 
nowhere near adequate to provide for 
the loss experience. Annually attempts 
are made to repeal the law, but once 
such experiments are undertaken it 
seems difficult to discontinue them even 
though they are proved unsuccessful. 
Furthermore, the very idea of compul- 
sion is repugnant to American principles. 

The casualty insurance companies have 
clearly indicated their eagerness to co- 
operate most fully with legal authority 
already constituted to stamp out this 
tragic menace of traffic accidents and its 
various attendant complexities, but they 
cannot provide indemnities indefinitely 
at a loss. : 

Favorable Compensation Experience 
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workmen’s compensation insurance ac- 
counts for one-half the total volume 
of casualty premiums in the United 
States and in this latter field of under- 
writing the companies have also had to 
bear an unequal burden in the inaugura- 
tion in this country of the workmen's 
compensation plan. For the seven-year 
period ending December 31, 1935, the 
total underwriting loss in this classifi- 
cation was $100,000,000 for fifty-eight 
stock companies reporting statistics. 

It is not unfair to say that this has 
been largely due to the inability to get 
the approval of regulating authorities to 
rates found actuarially to be necessary to 
carry the risks, the tendency to liberal- 
ize the benefits of the laws without pro- 
portionate advances in the rates and the 
seeming inclination to administrate the 
laws regarding the adjudication of lia- 


bility more liberally in favor of the 
injured man than was the legislative 
intent. This illustrates the previous ref- 


erence to the effect upon casualty un- 
derwriting of social and political influ- 
ences. 

The situation became so acute as to 
threaten the solvency of some casualty 
companies and the complete withdrawal 
of others from this field in recent years, 
which, no doubt, influenced some state 
authorities to grant long requested rate 
increases which have now been applied 
to recovery payrolls to give the compa- 
nies a vastly improved result. Govern- 
ment relief measures also have very 
likely operated somewhat to eliminate 
malingerers and the tendency in the 
administration of workmen’s compensa- 
tion laws to interpret them as old age 
pensions and unemployment relief mea- 
sures. 

Unfortunately, however, it appears 
that the current favorable position of 
the companies is only temporary, for 
already we note authorities in several 
states ordering downward revisions in 
rates and legislative enactments further 
liberalizing the laws, particularly as re- 
spects occupational disease, and what 
may eventually project workmen's com 
pensation underwriting all the way into 
the field of health insurance. If this is 
the will of the majority, the insurance 
carriers must have adequate rates to 
pay the benefits and the question is, 
how long can employers stand the in- 
creasing cost of this protection which 
they are compelled by law to provide 

Whatever may be said, the casualty 
business arrives at the end of 1936 
stronger financially, more experienced 


and alert to its responsibilities as well 
as the many problems which it faces, 
and it will continue to render depend- 


able protection to its policyholders, but 
its future prosperity and increased eco- 
nomic usefulness will require a 
and more sympathetic understanding of 
the limitations which necessarily circum- 


larger 


scribe it. in maintaining solvency while 
providing a fair return to the private 
capital invested in it 
GETS MICH. LICENSE 
The Anchor Casualty of St. Paul, 
Minn., has been licensed in Michigan t 


write health and accident and compensa- 
tion insurance. 
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1936 Expansion of Highway hen | 
Major Insurance Publicity Activity 


Both Casualty and Life Insurance Advertising Increased; Sig- 
nificance of Past Year’s Developments Such as 
Social Security Act 


By C. W. Van Beynum, 


Manager Publicity Department, Travelers Insurance Co. 


When the insurance advertising rec- 
ords are compiled for 1936 they will 
probably show that there was slightly 
more life insurance advertising in the 
past year than in ’35 and when the ads 
of the two years are compared people 
will probably consider those of ’36 an 
improvement over those of ’35. 

Life Insurance Week advertising sur- 
passed all previous efforts and scored 
so well that it revived talk of an ex- 
tension of cooperative promotion. No 
definite steps towards such an extension 
have been taken, however. 

There was also a considerable increase 
in the amount of casualty advertising 
done, even though much of it appeared 
in periodicals limited in their circulation 
largely to business men in the higher 
ranks. In fact, insurance advertising as 
yet is not reaching down deep among 
the masses, at least not frequently. 
Sees Little Progress in Fire Insurance 

Advertising 

Very little if any progress was made 
in fire insurance advertising during the 
year. Fire Prevention Week came and 
went without making much of an im- 
pression on the public as a whole. It 
had less fireworks than have been seen 
in some preceding years but today fire 
safety is accepted by the public as de- 
sirable, and fire departments can enforce 
fire prevention regulations without much 
public opposition. Courts also can con- 
vict arsonists as a matter of course. 
These facts are evidence of some ex- 
cellent public relations work done in pre- 
vious years, and indicate possibly what 
may be expected in the future from 
highway safety activities which now, at 
times, seem futile. 

The real major development in insur- 
ance publicity during the past year was 
the expansion of the street and highway 
safety work which a few insurance com- 
panies and a few other organizations 
conducted for a number of years with- 
out too much support from others who 
should have been just as greatly inter- 
ested. 

At the beginning of 1936 the automo- 
bile manufacturers raised a substantial 
sum of money to finance work that was 
previously being attempted on inade- 
quate appropriations by the National 
Safety Council, Northwestern and Har- 
vard Universities, and various other or- 
ganizations. It was not so many years 
ago that some people in the automotive 


industry felt that the less said about 
accidents the better. Not only did they 
refrain from safety work on that ac- 
count, but they even questioned the 
safety activities of others. This old at- 
titude, now happily discarded, was a 
strange one for a business that has been 
so far-sighted in most ways and so cour- 
ageous as the automobile industry. 


Pioneering Safety Work by Newspapers 


The newspapers had, however, been 
taking up the safety refrain more and 
more during recent years and were out 
ahead of public sentiment on the sub- 
ject. If the streets and highways of the 
country are made safer in the next few 
years much credit will belong to the 
newspapers for their part, not only in 
spreading the gospel but for their share 
in pioneering. 

While the promotion of safety will 
take time, it will come sooner if more 
forces with increased power are work- 
ing toward that end. Safety is not 
something that can be accomplished in 
a moment, or through the efforts of one 
line of business, like insurance. It has 
taken a good many years and vast sums 
of money to make the progress that has 
been made against tuberculosis in this 
country, and anyone who hopes for too 
much too soon from the safety activities 
is over optimistic. To accomplish what 
progress has been made in combating 
tuberculosis millions of dollars have been 
raised by the sale of Christmas seals, 
newspapers and magazines have donated 
a vast amount of space, and many vol- 
unteer workers have given lavishly of 
their time and efforts. The medical 
profession, too, has done its part. The 
results are gratifying. Equally extensive 
promotion of safety will probably lead 
to a material reduction in automobile 
casualties. 


Sees 1936 Increase in Auto Fatalities 


So far no one has devised a method 
which has induced continuous participa- 
tion in safety work by the general pub- 
lic. Of course, there have been pledge 
campaigns conducted by the newspapers, 
membership drives by local safety coun- 
cils, and similar projects, but as yet the 
public throughout the country has not 
taken up safety in the way in which it 
will have to be taken up to make driv- 
ing, riding and walking really safe. 

It is pretty certain, even though the 


final figures were not available when 
this was written, that there will be a 
slight increase in automobile deaths for 
the year 1936, over 1935. The increase 
will be considerably less than the pro- 
portionate increase in the number of 
cars operated and the number of mil- 
lions of miles which they have been 
driven. So, the year 1936 presents what 
the World War communiques of about 
twenty years ago used to call “victories.” 
When one side or the other had been 
retreating rapidly and then succeeded in 
retreating more slowly, it announced 
these slower retreats as “victories.” If 
those were victories, then safety efforts 
in 1936 were victorious, because the 
comparative death record wasn’t quite as 
bad, even though the total number of 
victims was greater. 

During the past year Advertising Age 
of Chicago delved into the history of 
safety promotion through paid advertis- 
ing space. It gave credit to the Trav- 
elers for publishing the first advertise- 
ment designed to promote safety. The 
advertisement it so recognized was pub- 
lished in Harper’s Weekly in 1871. Thomas 
Nast, then the most popular cartoonist in 
the country, had drawn a cartoon showing 
old man Death as “our constant traveling 
companion” on both railroads and steam- 
boats. In those days railroad wrecks 
were numerous, boiler explosions on 
river and coastwise steamers were com- 
mon. Directly under this Nast cartoon 
appeared an advertisement of the Trav- 
elers which can scarcely be charged with 
mincing matters or pussyfooting. It 
read: 


“Another Railroad Murder! 24 Killed, 
40 Wounded by the Railroad Accident 
Near Boston on August 27,” etc. 


At the same time, when we dug into 
the archives to unearth this old adver- 
tisement for Advertising Age we went 
back to find out when the first auto- 
mobile safety article was published in 
the Travelers Standard. We found that 
date to be April, 1914, and the com- 
pany’s oldest automobile safety booklet 
seemed to be a book entitled “Motor 
Vehicles and Safety.” Its first edition 
appeared on August 20, 1915. A major 
opus entitled “How to Motor with Safe- 
ty in Pleasure-Type Cars” soon followed. 
Considerable space in this book was 
given to pictures and diagrams showing 
how to crank a car without suffering a 
broken arm. 

While we can recognize at this par- 
ticular time that this general amplifica- 
tion of safety work during 1936 is some- 
thing important to the insurance busi- 
ness, not only to casualty companies 
writing automobile business, but also 
important to companies writing accident, 
life and workmen’s compensation busi- 
ness, another event occurred in the past 
year which may also be very important 
—the passage of the Social Security Act 
and the agitation concerning it during 
the Presidential campaign. No one knows 
yet what effect this is going to have 
on life and annuity business. Both ex- 
tremely optimistic and slightly pessimis- 
tic predictions are being made. 











Casares Conrme)>> 
A HAPPY NEW YEAR 
TO ALL 


. and to the wise, we 
suggest that the applica- 
tion of our service on risks 
suffering from high loss 
ratios, will produce a profit. 


J. W. A. ZELIPH, INC. 
GLOBE BUILDING 
WASHINGTON PARK, NEWARK, N. J. 
Mitchell 2-3481 














Talking Slide Films 


(Continued from Page 37) 
the auspices of the department head- 
quarters in every state. 

The first traffic safety venture in the 
talking slide-film medium, the National 
Bureau of Casualty & Surety Underwrit- 
ers’ “Death Takes No Holiday,” was 
notably successful, and the two new 
films are expected to have further wide 
influence in bringing home to the Amer- 
ican public the personal and group re- 
sponsibility of the American people for 
the country’s traffic accident toll. 

American Legion posts are now also 
using a service for obtaining highway 
safety campaign posters through the co- 
operation of the National Bureau. Under 
this service three 24-sheet outdoor post- 
ers entitled “Stop This Killing,” “What 
Have I Done,” and “Only Fools Drive 
Recklessly,” can be obtained with an 
imprint reading “Highway Safety Cam- 
paign conducted by The American Le- 
gion.” These large outdoor posters are 
also available, with special imprints, to 
insurance groups such as local agent 
associations. 

“Stop This Killing” and “What Have I 
Done” have also been reproduced in one- 
sheet window posters, 18 x 24 inches, in 
six colors with the Legion imprint. In 
addition, two new window posters em- 
phasizing the need for extreme care in 
protecting child pedestrians are included 
in the service. 





W. W. FINNE DEAD 

William W. Finne, one-time secretary 
of the Manufacturers Casualty of Phila- 
delphia, dropped dead on the Atlantic 
City boardwalk on December 27 as he 
and his wife were alighting from a roll- 
ing chair. Seventy-one years old, he had 
retired from active insurance work. 





CUNNINGHAM BACK ON JOB 

E. T. Cunningham, managing editor, 
The Weekly Underwriter, who handles 
casualty-surety news, is back on the job 
this week after a long siege of sickness, 
and a host of friends are glad to wel- 
come his return. 
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ACCIDENT AND CASUALTY INSURANCE COMPANY 
OF WINTERTHUR, SWITZERLAND 
111 JOHN STREET 
NEW YORK 





United States Branch 
Statement January 22, 1936 











ASSETS 
U.S. Treasury Bonds and Notes . . . . . $1,390,291.54 
0 rr a 484,505.00 
Stocks ee a ee 137,543.87 
Accrued Interest . . ........ 16,519.07 
Cash in Banks ......... . . . 41,037,080.82 
$3,065,940.30 
All Securities taken at Market Value January 22, 1936. 
LIABILITIES 
Voluntary Contingency Reserve . . . . . $ 565,940.30 
Statutory Deposit, New York . . 850,000.00 
Net Surplus above Deposit . . . 1,650,000.00 
Surplus to Policy Holders. . . . . . .  2,500,000.00 
$3,065,940.30 


NEAL BASSETT 
United States Manager 
111 JOHN STREET, NEW YORK 
























































THE REINSURANCE CORPORATION 
OF NEW YORK 
122 East 42nd Street New York, N. Y. 





CAPITAL . . . . $1,527,796.00 
SURPLUS . . . . $7,080,697.31 
TOTAL. . . . . $8,608,493.31 





This Corporation has been chartered to provide for the insurance 
companies operating in the United States admitted reinsurance of 


the following classes: 


FIRE — TORNADO — AUTOMOBILE — ALLIED LINES 
on the Excess of LOSS BASIS 


INLAND MARINE 
Excess of Loss — Quota Share — Facultative 


UNDERWRITING MANAGERS 


THE EXCESS MANAGEMENT CORPORATION 
116 John Street New York, N. Y. 
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